' Read:—“Sharpening Stones—How to Use Them and Sell Them” 
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The March of Progress 


In this age of progress in the arts, 
sciences and industry there is 
probably no other tool used by 
carpenters, mechanics and arti- 
sans that has reached the per- 
fection of the Saw. 






















In our factories, this perfection has 
been obtained through years of study 
by metallurgists with expert knowl- 
edge of scientific heat treating, and by 
craftsmen skilled in the work of mak- 
ing saws to meet the definite needs of 
the times. 





Che Four Hundred Saw 


“The Finest On Earth” 


It is the Elite of the Saw World, as it is a saw extraordinary in quality 
and workmanship, Blade of SILVER STEEL which insures long wear- 
ing and edge holding ——* taper ground, mirror polish. Fitted with 


a Rosewood Handle, Nickel Plated Screws. 


2 907” Write for our new No. 19 catalog. 
K26 E. C. ATKINS & COMPANY 













WV.ANS Established 1857 “The Silver Steel Saw People” 
«chine Knife Factory: Home Office and Factory: Canadian Factory: 
Pv. 4 asco ee Indianapolis, Ind. Hamilton, Ont. 
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The ‘New ‘Reliable Golden-Glow Heater 


ELIABLE Golden-Glow Gas Heaters 
are new—in design and construction. 
They are made in two styles—portable 
and fireplace. They are the result of three 
years of constant experimenting by an 
organization which has had thirty years 
experience in the manufacture of gas 
appliances. 


No heater on the market compares 
favorably with the Reliable Golden-Glow 


in beauty or efficiency. 


The portable type is finished in ebony 
black with a hearth plate of polished 
aluminum. 


The fireplace type is made of channel 
iron finished in antique brass with a 
hearth plate and reflector sides made of 
non-oxidizing metal with a brown finish. 


All frame parts of both types are electri- 
cally welded. 


Both types use the new Reliable 
Golden-Glow Giant Elements which have 
a greater luminous heat radiating surface 
than those of any other heater. 


The new Reliable Golden-Glow Burner 
(illustrated below) effects a perfect distri- 
bution of flame to all parts of the elements. 


Reliable Golden-Glow Heaters sell on 
appearance alone. Their unequalled effici- 
ency creates many repeat orders. This 
new line of heaters nets you quick and 
ample profits, and no complaints. 


Order a sample Reliable Golden-Glow 
Heater today. Test it out yourself. Then 
put it on display. We know what the re- 
sult will be—’cause the price is RIGHT. 


RELIABLE STOVE COMPANY 


Division American Stove Company 
Factory and Main Office 1787 East 40th St., N.E. CLEVELAND, OHIO 


152 West 42nd Street ns | 
New York City + 
315-317 South Wabash Ave. 
Chicago 
718 Mission Street 
San Francisco 


350 East First Street 
Los Angeles 
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NEW ENGLAND STATES 
REPRESENTATIVE 
The Eastern Service Company 
131 State Street, Boston 


EXPORT OFFICE 
209 West 43rd Street 
New York City 
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CORNING GLASS WORKS, Corning, N.Y., U.S. A. 
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~PYREX 


ANNOUNCEMENT! 


Effective July Ist, 1924 





STANDARD PRICE LIST UNCHANGED 
In Montana, Wyoming, Colorado, New Mexico and Texas and States West thereof, 
the Western List Prices as used previous to 1924 will be reinstated. 


In the East, prices to the consumer are unchanged and are as shown in our 
Standard Price List. 


In the Western States, the Western List Prices will be the consumer’s prices. 


Wholesale Distributors in the West will supply their Retail Dealers based on the 
Western List. Wholesale Distributors in the East will supply their Retail Dealers 
based on the Standard Price List. 


We will continue to bill all PYREX at Net Prices. 


Terms—30 days net; 2 per cent allowed on all bills within ten days of date of 
invoice. All prices, F.O.B., Corning, N. Y. No freight allowance. 


GUARANTEE UNCHANGED 


PYREX Dishes or parts, which are defective or which break in actual use in an 
oven within two years of their purchase by the consumer, may be exchanged by 
any Dealer for a new dish or part. 


REPLACEMENT PLAN REVISED 


All Dealers are authorized to promptly deliver to a Consumer a new dish or part 
in Exchange for the part broken under our guarantee. Jobber’s Dealers will 
return defective pieces to their Jobber for prompt credit. 


The Dealer making the exchange should keep a record of the name and address 
of the customer to whom the replacement is made and the date of the replacement. 
Wholesale distributors are authorized to promptly make credit or replacements to 
Dealers for such broken or defective pieces returned by their Dealers to them. * 


Our Factory Representatives will, on their regular visits, check over the replaced 
ware returned to our direct customers and authorize credits to cover and also make 


disposition of the exchanged pieces. 


Pyrex Sales Division 


W orld’s Largest Makers of Technical Glassware 
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Columbia Batteries for the Great Outdoors 








































ye BATTERY 


FOR MOTOR IGNITION 

Mention Number of thie Battery ‘ 

Convenient .C Portable 2. 8B) 

Slee Sweet 
NATIONAL_CARBON CO. INC. 
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OW is the time when field and stream, seashore and 

mountain top hear again gas engines that have been 
silent during the winter. Ford trucks, water pumps, motor 
boats, bells, buzzers, lights, and a thousand and one devices 
are coming to renewed life at the command of Columbia 
Battery energy. 
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This is the time when the dealer pushes Columbias and 
watches his sales jump. Display Columbias in windows and 
on counters. Keep your stock handy. Lots of people will 
say “Give me a dry cell,” expecting you to give them a 
Columbia. Don’t disappoint them. Columbia Dry Batteries 
—the quickest and easiest to sell. The batteries that made 
the dry cell popular. It pays to sell Columbia Dry Batteries. 
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Ask your jobber. 


Fahuestock Spring Clip Bind- 
Manufactured and guaranteed by ing Posts on Columbia Igni- 


for at mo extra cost to you. 
NATIONAL CARBON COMPANY, INc., New York—San Francisco 


Canadian National Carbon Company, Limited, Toronto, Ontario 
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—they last longer 
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Atkins SilverSicelSaws 


y/" YToMy Fellow Hardware Dealers” 


mr SEND US A LETTER 


Have you sent in your letter for this contest? 
‘if There is an opportunity of your winning a $10 


ee age e ti wt . ‘ 
SEIS CRS aet r eer 
















s 
7 check. Each week we give somebody this 
j amount for sending us a letter on the above 
subject. Our only requirements are that the 
ee letter be written on the stationery of the dealer 
‘ with whom you are connected, and that the 


dealer handles Atkins Saws. If we accept your 
letter for publication, you win $10. 





WINNER THIS WEEK 
CROSS MATTHEWS 


c/o FLAXVILLE HDWE. CO. 
FLAXVILLE, MONTANA 


E. C. Atkins & Company, 
Indianapolis, Ind. 


Gentlemen: 


Atkins Saws are very widely advertised the U.S.A. over and there is not a word of advertise- 
ment that is not backed up by the Atkins Company. They are so widely advertised that even though 
a customer comes into your store and has never seen one of their saws, you show him and he will 
almost always mention the fact that he has read their advertisements. Advertised merchandise is 


easier sold than others. 
Once an Atkins Saw is sold, it does not only stay sold but the man after using it is sold on the 
saw, therefore making one more Atkins man in the world, and another booster for your store. 
The Perfection handle is made to fit the hand instead of having to fit the hand to the handle. 
There are many reasons why I would recommend Atkins Saws to my fellow hardware dealers, 
but the quality of the merchandise and the guarantee of perfection by the Atkins Company are 


my main reasons. 
Yours truly, 


CROSS MATTHEWS. 


A FEW POINTERS ON ATKINS No. 16 BUTCHER SAW 


Have you gone after the butcher saw trade in your city? 
There is always a demand among the butcher shops and 
groceries for a good butcher saw. Our No. 16 is one of the 
best on the market. The blade may be instantly removed 
by turning a thumb ecrew, a very convenient adjustment. 

he frame is 1” by %4”. Made of spring steel, very rigid, 
hardwood handle not varnished, fastened to frame by three 
nickeled screws. Fitted with a %4” pinned blade of Silver 
Steel. 11 points to the inch. Send for our Butcher Saw 


Booklet. 





E. C. ATKINS & COMPANY 


“The Silver Steel Saw People”’ 





Established 1857 


i Machine Knife Factory Home Office and Factory: Canadian Factory: 

‘ Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 

d BRANCHES: 
Atlanta Minneapolis New Orleans San Francisco Seattle Paris, France 
Chicago Memphis New York Portland Vancouver, B. C. Sydney, N. S. W. 


ATKINS ALWAYS AMEAD" 1111111 w- 
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The HORTON IRONER (gas 
heated) has the greatest sales 


possibilities in the home 
appliance field today. + + + 


First of all—because it is designed from 
a woman’s viewpoint to save time and 


save labor. 


Because—it irons everything, 100% of 
the ironing. 


Because—it cuts ironing time from a half 
to three-fourths of the time required by 
hand. 


Because—it is most simple to operate. Is 
easily portable. Requires no more space 
than a kitchen table or washer. 


And because—it is low priced, bringing 
it within every woman’s reach. 


Every woman who owns a Horton Washer 
—or a washing machine of any make—is 
your best possible prospect for a Horton 


Ironer. 


Through experience, these women are sold 
on the time and labor saving efficiency of 
laundry appliances. 


Now—they’ve become ironer conscious and 
need only the assurance of a reputable 
dealer, that the Horton Ironer is as prac- 
tical as their washer. When you know the 
Horton you can conscientiously tell them 
that it is. 


Fifty-three years of laundry appliance man- 
ufacture is back of the Horton Ironer, to 
assure its construction .and practicability 
to dealer and customer alike. 


We would like to present facts on which 
we are certain a mutually satisfactory busi- 
ness relationship can be established. May 
we have tthe privilege of giving you these 
facts ? 


HORTON MANUFACTURING COMPANY 


1312 Fry Street, 


Fort Wayne, Indiana 
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HOME IRONER 











ORTON IRONERS are made in 3 sizes, gas 
heated; 30 inch, 42 inch and 46 inch roll. 

Also made in 30 inch and. 46 inch roll electri- 
cally heated. All models electrically driven. 




















Open End View 
of Horton Home Ironer 
30 inch roll 








Horton Ironer 
42 or 46 inch roll 
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Py. yourself on this new ABC 
Vacuum Electric Washer that is 
stirring every washing machine Man- 
ufacturer and being discussed by every 
washing machine Retailer in America. 


Send the coupon today for full inside 
information on this great new electric 
washer and what it is going to mean 
to the washing machine business of 
the country. If you sell washing ma- 
chines of any kind, by all means sign 
this coupon and mail it NOW. 


This Is The New 


A 


Vacuum Electric Washer 
Mail This Coupon WOW: - 


Altorfer Bros. Company, Peoria, Illinois 


Gentlemen : — Please send me at once, without obligation, 
detailed information on your new A BC Vacuum Electric 
Washer and your selling plan. 









made by Altorfer Bros. Company 


Name 




















~ Address Makers of the World Famous Line of A BC Electric Washers a 
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Sell Them 


To Make Casual Buyers 
Steady, Satisfied Customers 


ACE HOT SPARK 


Ignition Batteries! 


Sell the casual buyer trustworthy mer- 
chandise at a price and he will become a 
regular patron of your store. 


That’s the basis of successful business. 


Sell your trade ACE HOT SPARK Ig- 
nition Batteries—they’re equal to any igni- 
tion job. 


ACE HOT SPARKS give a hot fat 
spark for starting and keep it up continu- 
ously no matter how hard the going. Users 

of these better ignition batteries find they 
work without complaint where others gen- 
erally give out. 


You can sell great numbers of HOT 
SPARKS throughout the year—each sale 
nets you a nice profit. 


Ask your jobber or write direct for full 
particulars on ACE HOT SPARK Igni- 
tion Batteries. 


There are no unnecessary parts to ACK 
HOT SPARK Ignition Batteries. They're 
sturdily built and give your customers de- 
pendable power. 


The Carbon Products Company 
Ohio 


Lancaster 





HOT SPARKS are made in these 
sizes—order a stock! 


No. 46S—Multiple 4 cell, 6 volt, single row 
(Metal Case) 

No. 462—Multiple 4 cell, 6 volt, double row 
(Fibre Case) 

No. 575S—Multiple 5 cell, 7% volt, single row 
(Fibre Case) 

No. 5752—Multiple 5 cell, 7% volt, double row 
(Fibre Case) 

No. 692—Multiple 6 cell, 9 volt, double row 
(Fibre Case) 
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These two men: George Haag and “‘Al’’ Haag personally 
designed every model they have manufactured, and daily 
production at their plant is closely scrutinized by the twin 
Brothers. This is one actual case where a manufacturing 
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of firm knows EXACTLY what leaves the plant carrying 
2 the name and the service it represents to the consumer. 
e. 

® The Two Haag Brothers Have, 











Themselves, Produced Their 
Dolly, Cylmder and Oscillator 
Washers, and Brought All of 
Them to the Highest State of 
Perfection 


A dealer can satisfy every taste with the Haag line—-and 
when he sells.a HAAG washer of any model, he enjoys 
the very great satisfaction of knowing that he has not “let 
himself in for a lot of servicing.” 


oe, 
- 


The Remarkable Freedom from 
Repairs Is One of the Features 
That Both Dealers and Owners 
Like—and Owners Insist on 


Talking About Their Haags 
It’s the Kind of a Line You’d Like to Sell 


HAAG BROS. CO. Peoria, Ill. 
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Every Haag Washer Is Made Under 
The Direct and Personal Super- 
vision of The Two Haag Brothers 
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Hysrade Lamps | 


You cannot buy a better lamp 
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Hygrade department of 
Kenison Bros., Kansas 
City, Mo. 


Insert: R. E. Kenison, 
former president of the 
Kansas City Hardware 
Club, a unit of the West- 
ern Retail Implement 
. and Hardwdre Dealers’ 
— Association. 





200 per cent increase . 
in three years 


Put Hygrade lamps in a good the short time since then have 1n- 3 
store, back them with a little vigor- creased their lamp business 200 per ~~ 


ous selling and advertising, and your cent. 


lamp sales will iump 200 per cent Here’s the Kenison formula: 
, tel kasi is Lamp stock in the center of the 


eneee ga store; an attractive display rack; 

That’s the experience of Kenison window display 12 times a year; 
Bros. of Kansas City, Mo. Former- sales to homes, stores, mills. 
ly handling another lamp, they churches—everywhere lamps are 
started with Hygrade in 1920 and in used. 


HYGRADE LAMP CO N 


GENERAL OFFICE NS 
AND FACTORY VF saen MASss ~ 
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SERVICE TO DEALERS 


—is a big factor in making profits on the sale of house- 
keeping electrical appliances. In this respect Apex- 
Rotarex service is unsurpassed. 


Complete tested merchandising plans that get results go with 
every order for Apex-Rotarex products. 


Adequate stocks for quick shipment are maintained in all 
the principal distributing centers in the country. Any dealer 
anywhere can be reached by an overnight shipment. 


Factory service stations are established at more than a 
hundred points and shipments from these reach the dealer 
in a few hours. 


These three features of Apex-Rotarex policy and plans 
enable the dealer to make maximum sales with least 
stock investment and render that degree of service de- 
manded by the customer. Full details sent upon request. 


Address Department 1065 


RSTAREX 
CLEANER ‘ : 


TRI S 


CLEANER 





The Apex Electrical Manufacturing Co. 
1067 East 152nd Street CLEVELAND, OHIO 3 


FACTORIES AT CLEVELAND, ©., AND TORONTO, ONT 











June 26, 1924 HARDWARE AGE 13 






Big Newspaper 
Campaign Starting 


This is a much reduced reproduc- 
tion of the first advertisement in 
the latest big country-wide news- 


paper campaign to sell the Bee-Vac 
Electric Cleaner FOR dealers. 


These advertisements tell the 
housewife the startling story of the 
wonderful Bee-Vac—the cleaner that 
does it ALL for LESS—the world’s 
lowest priced standard quality 
nationally advertised cleaner! 





The Bee-Vac 


is Sold Only 
Through Thousands of dealers everywhere 
Jobbers have made big profits for years 


selling the Bee-Vac. How about you? 
Have you neglected YOUR oppor- 
tunity? If you have put it off, then 
arrange right now to 


Get Your Share of the Profits from. this 
New Advertising 


At its amazingly low price of only $39.75 The Bee-Vac is profitable because even 
to the consumer the Bee-Vac is an aston- at this low price you will be surprised 
ishingly fast and profitable seller, whether to find how substantial your profit 
advertised or not. But with this adver-__ really is— and you make it over and 
tising behind it, it is a wonder for profits. over again. 


Write Your Jobber! —Now, While this Advertising is Selling for You 
BIRTMAN ELECTRIC COMPANY 


Dept. B-26, Lake and Desplaines Streets 
CHICAGO 
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“Billy ”"— 
the family 


buyer ! 





Whether it is a loaf of bread, a box of tacks or an electric 
lamp, “Billy” is sent out to buy it, and buy it he does. But 
—where he buys it is up to you. The most profitable thing 
you can do is to cater to “Billy.” 


To “Billy” a name means a lot. He has a Flexible Flyer 
sled, and a Daisy air rifle; he worships Babe Ruth and 
reads Horatio Alger. The best way for you to gain favor 
in “Billy’s” eyes is to associate yourself with a name with 
which he is familiar and in which he has confidence. 


- Westinghouse is such a name. On his dad’s radio set, 
over the air from the broadcasting station, the transformer 
on his electric train, in his home, in school, everywhere, he 
has seen and heard the name Westinghouse. To him it is 
the “Babe Ruth” oz electricity. 


As an authorized agent for Westinghouse Mazda lamps, 
you will not only impress “Billy,” but will also gain addi- 
tional prestige with the rest of his family. And in addition 
you will be handling a line that requires no investment and 
yields very profitable returns. 


WESTINGHOUSE LAMP COMPANY 
150 Broadway, New York, N. Y. 


Sales Offices and Warehouses Throughout the Country 





For Canada: Canadian Westinghouse Co., Ltd., Hamilton, Canada 


Westinghouse 
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Can be readily sold 


with this attractive folder 


Send for a supply at once 


HIS attractive folder was designed to help you sell 
“XXth Century” Water Coolers by mail. 


When you send your monthly statements to your cus- 
tomers, slip one in each envelope. Mail one to every 
prospect for a “XXth Century” Cooler in your town. 


Then, when the first warm spell arrives, all the thirsty 
ones will come flocking to your store for water coolers. 


Just mail the coupon below 


We'll send you a supply of these well-written folders 
at once. There is room for your imprint on the back. 


You'll also receive a cata- 
logue of “XXth Century” 
Coolers together with a 










Popular 
Fibre Model 
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price list. And the 
list of prospects to 
whom you should 
send these folders. 
All providing you 

write now. 


CORDLEY & HAYES, New York, N.Y. 


FP SS SSS SSS SSS SSS SASS SSSASSS SSS Seeeeeeaasrs 
z t 
: CORDLEY & HAYES - 
s 10 Leonard Street, New York, N. Y. 5 
| | 
‘ Gentlemen: | 
: Just send me .......... of these attractive folders, also the a 
i list of prospects to whom they should be sent. I! should like 3 
- a catalogue of “XXth Century” Coolers and price lists also. - 
. t 
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Satisfaction and Profit are Inseparable 


Regardless of the paper margin of profit 
a dealer cannot profitably handle a prod- 
uct unless he can sell it with pride and 
his customer use it with satisfaction. 
On that basis we offer you Nilco Quality 
Lamps. 


NILCO LAMP WORKS, INC. 


EMPORIUM, PENNSYLVANIA 
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: Equipped Wit : 
: Electric WEVERCRUSA | 
: Washer %e Great Safety Wringer § 
. The PRIMA Washer equipped % 
5 with the famous NEVER- % 
. CRUSH Wringer, offers you 


a unit that breaks the back- 
bone of competition. It means 
large sales, large profits and 
plenty of satisfied customers. 


The PRIMA will wash clothes 
clean — easily and quickly — 
without harming the daintiest 
fabrics. The elliptical tub is 
perfectly smooth on the inside 
—there are no mechanical de- 
vices to wear or tear the 
clothes. 


The tub is made of Douglas 
Fir— GUARANTEED FOR 


= 








1 SYINZ VEIN NEIEC LUTE DEIR VEIN VEIN LTTE VETTE ETE DIME LUTE LITE PTE NITE VET VET VET’ NTE VT 


We have a sales plan that offers big 


possibilities for live dealers. TEN YEARS. volt current. 


Operates on any 110- 


J 
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| The Buckeye-Prima Company, Sidney, Ohio 
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ELECTRIC 
WASHER 
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QUICK TURNOVER— 
And Many Life Time Customers! 


That’s the reputation that the QUEEN ELEC- 
i WASHING MACHINE has among its 
dealers. 


It is a moderately priced—well constructed ma- 
chine—guaranteed to embody every mechanical 
feature necessary to make it the quickest, handi- 
est, quietest, safest, and most long lived home ap- 
pliance, | 


Patented center piece guaranteed not to injure 
clothes, folding extension stand, swinging ringer, 
removable white cedar tub, etc. 


THE NEW QUEEN WASHER is the logical 
buy for your customers. 


Put them on display—write for our new and un- 
usual selling plan. Liberal dealer discount. 


KNOLL MANUFACTURING CO. 
Established 1886 Reading, Pa. 


Washes a tubful in 4 to 8 minutes. 
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HE dealer who 

measures value 
by quality will al- 
ways turn to 








LAMPS 


Most jobbers have 
an attractive Save” 
proposition to offer. 


If your wholesaler does 
not handle them, write us 


THE SAVE SALES COMPANY 
Toledo, Ohio 
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It Pays to Sell Worth 
While Tools 


PEXTO CHISELS are worth while 
in every respect. They are forged steel, 
properly hardened and tempered, have 
the celebrated mirror finish and the han- 
dles, of new design, fit the hand perfectly. 
Furthermore they are fully guaranteed. 





Write for catalogue No. 20, showing 
complete line of worth while hand tools. 








No. 71B No. 71 o 


The Peck, Stow & Wilcox Co. : : 


Southington, Conn., U.S. A. 
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A ready-mixed house paint pre- 
pared with dependable non-fading 
materials combined with Lead, 
Zinc, Linseed Oil and Japan Drier. 
Dealers price, $1.60 per gallon for 
shading colors. In great demand. 
One of our fastest sellers. 


A perfect finishing Enamel where 

Pigh lustre is desirable. For 
interior decorations. The trade 
has found this Enamel very satis- 
factory. Dealers price, all colors, 


$2.25 per gallon. 
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El Kay Lac Varnish Stain. Stains 
and Varnishes with one applica- 
tion. For all woodwork, wains- 
coting, etc. Dries hard over 
night. All shades, $1.95 per gal- 
lon; Ground Color, $1.85 per 
gallon. 
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The Line that 
Meets Competition 


and Makes 30% 
More Profit 
for Dealers 


Every hardware dealer re- 
alizes the great competition 


there is in Paint and Varnish 
and kindred products. 


How are you going to suc- 
cessfully meet it? The labor 
cost which is the chief item 
cannot be changed. Union 
painters and decorators are 
paid according to Union 
wages. And good laborers 
are worthy of their hire. 


The whole solution is to 
buy your Paint and Varnish 
from a reliable manufacturer 
who sells Direct to the Dealer. 


This we do—guarantee every 


product we make and guaran- 
tee to sell you at prices that re- 
turn 30% more profit than 
any other company offering 
products of equal quality. 


Make out a “Trial Order”’ 
and put it up to us to please 
you and merit your continued 
patronage. 


Con-Ferro Paint & Varnish Co. 
120 South Ist St., 

















St. Louis, Mo. 
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‘ ‘SEMI-PASTE., 
‘HOU 


USE. PAINT 4 


Mabe Fox Hl nthe oe» 


a Pure aVar “24 


The best value for the money in 
a Semi-Paste House Paint. Will 
stand considerable thinning with 
Linseed Oil or Turpentine which 
makes cost of material used very 
low. <A good seller. White only. 
Dealers price, $1.85 per gallon. 


Just the paint for garage owners 
for either Metal or Wood struc- 
tures. You can meet competition 
with this me every time. It 
covers well, looks well and is 
guaranteed against chalking or 
peeling. Dealers price, $1.20 per 
gallon. 


El Kay Special Washable Flat 
Finish is made in a variety of 
oo shades and can be eae 
wit ropriety in any part of the 
homer Our Plat Wall Paint pos- 
sesses the added feature of being 
washable. All shades $1.85 per 


gallon, 
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a success/ 


BOUT six months ago the first Millers Falls 
Spiral Ratchet Screw Driver No. 61 was sold 

to the trade. We’d spent two years in perfecting 
it. We knew it was right. We believed in No. 61. 


But that wasn’t enough. 
Millers Falls makes tools that sell. 


Today we’ve got our answer. No. 61 has made 
a sales record in six short months—one of the 
fastest selling new tools Millers Falls has ever 
turned out. Why? 





































Well, we advertised it to millions of tool users jae end 
in the Saturday Evening Post. That helped. ney om 
Hardware dealers all over the country were 

shown No. 61 by Millers Falls salesmen. They 

liked it. Became enthusiastic and their enthu- Specifications: 

siasm infected their custom- Spiral or rod — Steel, accurately 






machined. 
Spiral nuts — Manganese bronze 
Ratchet Pawls—Tool steel, hard- 


ers. That helped—a lot. 


But the real answer is found 
in No. 61 itself. It’s the out- 







ened 
standing spiral ratchet screw Handle—Stained hardwood, hand 
driver today. Sturdy, effici- polished. 






Blades—Special analysis steel. 
Each blade individually tested. 


ent, smooth-working, beau- 
tifully balanced, attractive 
durable finish. Pick one up. 
Look it over. Try it. You'll 
get the reason at once. 










All exposed parts are highly polished and nickel 
plated. The finish of Millers Falls tools is famous. 


Length, extended, bit inserted . 20% in. 
Length, closed ..... . 14% in. 
Weight without blades . . . 1 Mb. 


Small size of this screw driver (No. 67) now 
ready. Length 12% inches. We can also furnish 
chuck and drills for both No. 61 and No. 67. 


MILLERS FALLS COMPANY 
MILLERS FALLS, MASS. 
28 Warren Street 9 So. Clinton Street 
New York Chicago 


MILLERS FALLS 
TOOLS 
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Sell the Wrench 
That Fits the Job 


A wrench intended for use on pipes 
and valves and costly fittings is wholly 
unsuited for square and hex nuts. It 
will only score and damage the material. 


The most practical wrench for all nuts, 
both large and small, but especially for 
large nuts and heavy work, is a Coes 
Steel Handle Wrench made entirely of 
steel and made extra rigid and strong by 


the Coes process. 


Mechanics, machine shops, factories, 
railroads and all such find the Coes All 
Steel Wrench the most dependable and 
serviceable tool they can use. It is 
weather-proof and unbreakable. 


A testing strain of 1,790 pounds failed 
to cripple one of these wrenches in the 
12-inch size. 

All sizes: 6 to 21 inches—all Abso- 


lutely Guaranteed under the Coes name 
and reputation of 82 years standing. 


Your Jobber will supply you. 








Worcester 


J. C. McCarty & Co., 


COES WRENCH COMPANY 
Mass. 


“In business since 1841”’ 


Selling Agents 





29 Murray St., N. Y. 
John H. Graham & Co., 113 Chambers St., N. Y. 
Fenwick Freres, 8 Rue de Rocroy, Paris, France 


Trade Mark Reg. U, S. Pat, Off, No, 64696 





21 


Coes Steel and Knife- 
Handle Models are 
made in the following 
sizes: 6, 8, 10, 12, 15, 
18 and 21 inch. 


UL TT 
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Machine Screws 
Stove Bolts 
Tire Dolts 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL, 
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Be Particular About The Screw Drivers You Sell 


- One of the most needed tools a mechanic or 
home can possess is a good screw driver. There 
is hardly a day but what a screw driver is called 
into use. 


A screw driver that is always dependable is a 
continuous advertisement for the store that sells 
it. It usually leads to the sale of other tools for 
the shop or home. So we repeat: Be particular 

about the screw drivers you 


aaa . 
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~ TRADE MARK ~ 




















HE 


Bridgeport, Connecticut, U. S. A. 


BRIDGEPORT LINE 


The screw drivers above are the tested and 
proven reliable kind. ‘The name (as shown) of 
each screw driver is your assurance of strength 
and quality. 

We authorize you to sell any of these screw 
drivers with the understanding that if not found 
exactly as represented the customer may return 
same and get the money. 


Order now thru your Jobber. 


Send for complete Catalog. 


The Bridgeport Hardware Mfg. Corp. 
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. Watch Your 
singer with Caster Sales Jump! 


oe ° 

SASS ck; UST try this. The next time a customer 
“yy 

of > asks for casters show her a set of 

ss ASCE Bassick Diamond Velvets or Wizard 


Swivels. 





Explain to her that Bassick casters 
make furniture roll smoothly and silently 
— preventing damage to rugs, carpets and 
fine hardwood floors— protecting the joints 
of furniture from strain— making house- 
work easier—saving money all around. 


Get one set of Bassick casters in a home 
and you'll sell many sets. This is really 
a sampling proposition but nof at your 
expense. Merchandise your casters, and 
see your caster sales jump. 


Ask about our special dealer proposi- 
tion No. 25. It’s a money-maker. Write 
your name and address on this page and 
mail to us. We will send complete infor- 
mation by return mail. 


THE BASSICK COMPANY 
Bridgeport, Conn. 





For thirty years the leading makers of high-grade casters 
for the home, office, hospital, warehouse and factory 
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GRAY-WICK 
Dull Finish—Multiple Coat 
Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 
12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 
tH No. 34 guage warp 
18 Mesh, No. 34 guage filler 
; No. 35 guage warp 
intieersaas Our other Brands Screen Cloth 
Cortland Black Enameled °* 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 
Wickwire Brand Hex Nettings 
Galvanized Before or After Weaving 
Write your Jobber for Full Information and Prices 
ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 
ESTABLISHED 1873 INCORPORATED 1893 
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A GOOD REFLECTION 


A Good Reflection occurring to the 
careful Dealer is this: That while the 
importance of superior Hardware in- 
variably arises in connection with build- 
ing the new home, it is frequently over- 
looked as an essential factor in improv- 


ing the old. 


GRIFFIN 


**The Door Butt of America” 


“The Door Butt of America” is a sales suggestion often cven more 
timely to the householder than paint. 

A Griffin hinge adds that note of sheer integrity to the entrance which 
every man and woman desires to symbolize the entire house. A Griffin hinge improvc; the 
service as well as the appearance of the door. Its effect is not superficial but fundamental. 
To charm of pleasing design, it adds the character of permanent strength. You will compli- 
ment your customer by recommending Gri 

We carry out the entire manufacturing process in our own mills. 

We also wrap and pack every set of hinges so as to insure ultimate delivery in perfect 
condition. 

A Griffin Catalog will suggest to you many sales possibilities. Our price list is right. 
Why not have both today? 


Griffin Manufacturing Company, _ Erie, Pa., U. S. A. 


Warehouse Warehouse 


45 Warren Street, New York 74 West Lake Street, Chicago, [iL 
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The Customer Who Buys Quality 


THIS CUSTOMER MIGHT, BE YOU, MR. DEALER! 
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It’s only fair to give credit where credit is due. This time it 
happens to be the customers who built up the “Perfect” series of 
Customers—Our customers ! 


sta 


Lad 


Graduating from the “take anything class” has been a process of 
training—a schooling of your trade. 


For instance—your Jobber knew good Hardware Cloth when he 
stocked “‘Perfect.”” We knew its quality when we sold him—and 
your experience has proven it pays to buy the best—to sell the 
best—a mutual cooperation and “Perfect” contact! 


Get in touch with your Jobber. 





LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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This safety test proves 
the safety of the Kitchen- 
kook. The illustration is 
@ reproduction ov 
actual photograph made 
while the stove was burn- 
ing. 


























It’s here at last— 
Your ideal cook stove 


ALBERT LEA 
KITCHEN KOOK 


THE IDEAL COOK STOVE 









Convenient, quick, clean, safe—all the good features you 
want in your next cook stove are brought to you in the 
Kitchenkook. It’s different—the greatest modern improve- 
ment in liquid fuel stoves and 50 to 100 percent faster by 
actual test. Makes its own gas from ordinary gasoline with 
one or all burners going full speed in less than two minutes. 
Faster than city gas and just as convenient, permanently 
free of smoke, soot and odor. 


The Albert Lea Kitchenkook has no wicks or chimneys, 
nothing to burn out, no parts to replace; requires no clean- 
ing, no delicate- adjustments—anyone can secure perfect 
results, 


Made in several styles to meet all needs at very attrac- 
tive prices. There is a Kitchenkook dealer near you who 
will be glad to give you a demonstration in his store or in 
your home just as you prefer, Folder showing the complete 
line sent on request. 


AMERICAN GAS MACHINE COMPANY, Inc. 
30 Clark Street Albert Lea, Minn. 





























The ad shown above is a reduced reproduction of 
one of a Series now appearing in a big list of pub- 
lications covering the rural and small town field. 
Each ad tells the story of Kitchenkook superiority 
and invites the reader to call on you—the local dealer 
—for demonstration. 


Kitchenkook offers you a real opportunity. 
the universal demand for a stove that is different— 
Hundreds of dealers have doubled their 
stove business with Kitchenkook. 
Write to-day for our exclusive dealer-agency propo- 
sition and name of jobber in your territory. 


and better. 





The Albert Lea Kitchenkook is 
built by the Kampkook folks and 
operates on the same _ efficient 
principle. 


Gas for all burners supplied by 
master burner. 


One or all burners going full speed 
in two minutes from the scratch 
of the match. 


Produces a flame 50 to 100 per 
cent hotter than common gasoline 
or oil stoves. 

As clean as city gas, faster and 
more economical. 


Direct cantact flame, no heat wast- 
ing chimneys. 

Uses no wicks; nothing to renew 
or replace. 


Air tight fuel container cannot 
leak. Impossible to have stove 
burning while filling. The safety 
test demonstrates its safety. 


Four popular models. Black 
enamel finish. Also supplied with 
white porcelain enamel backs. 


Every Kitchenkook dealer should 
have a copy of our booklet show- 
ing proofs of newspaper ads, 
picture slides, cuts, window and 
counter displays, etc., which are 
supplied on request. Ask for your 
copy and let us tell you how you 
can tit up with Kitchenkook ad- 
vertising. 


Crealing a ready marhel for you 


American Gas Machine Company, Inc. 


Albert Lea, Minn. 


New York, N. Y. 


It meets 
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real mechanic swears by his 
Starrett measurements the 
way a card player swears by 
Hoyle. Both are “courts of last 
appeal” in their respective fields. 


Write for Catalog No. 22 ‘‘A”’ and the Supplement 
describing the new Starrett Tools. 


THE L. S. STARRETT CO. 


The World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS. 


Starrett Tools 
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MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. Casey, 
secretary, Nicollet Avenue and Twenty- 
fourth Street, Minneapolis. 


New YorK STAT® RETAIL HARDWARE AS- 
SOCIATION CONVENTION AND EXPOSITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 


quarters, Hotel Statler. 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 20, 1925. Sharon 
F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 


29 


Exposition at the 


ie 


NoRTH DAKOTA RETAIL HARDWARE Asso- 
CIATION CONVENTION (place not yet se- 
lected), Feb. 11, 12, 13, 1925. C. N. Barnes, 
secretary, Grand Forks. 

SOUTHBASTERN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May, 1925. Walter Harlan, 
secretary-treasurer, 701 Grand Theater 
Building, Atlanta, Ga. 
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A Rolling Stock 
Gathers Sales Momentum 








To exemplify tremendous selling 
possibilities, one need only consider 
the value of the automobile. Direct- 
ly or independently this industry has 
given impetus to manufacturing 
automotive accessories or allied 
products, thus increasing the oppor- 
tunity of Hardware Dealers. 


The private garage is steadily growing 
in favor and will continue to do so—both 
for economical and practical “self-ser- 
vice stations.” 





NATIONAL GARAGE DOOR SETS give the car owner 
and conservative builder efficient and inexpensive combina- 
tions of quality hardware. 


To the dealer they offer real profitable and fast moving 
stock. Every sale is backed by full co-operation of the 
Manufacturer. Direct and prompt shipments always 
assured. 











National Manufacturing Co. 


Sterling, Illinois 





Your Order Shipped the Day Received 





The illustration of No. 804 Garage Door Set shown above is one of the many easy-working 
combinations for hanging weather-tight doors. This set is complete for four doors. They are 
securely hung with 4” x 4” butts and require aminimum of space in opening. Equipment is 
furnished complete with 12 feet of rail. 


Cuts show adjustable, roller bearing hangers. 


Our direct-to-the-Dealer plan is worth considering. Then, too, it promotes speed. You can promise de- 


It allows you greater profit by eliminating the middle- 7 _ 
mun Gadd .aerene Shane: tn dante ter sant ae livery and be sure of living up to the promise. 


Write for our catalog of complete line of Builders’ and Garage Hardware 


Natienal 
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MERCHANT may eliminate practically all of 

his dead stock, he may dispose of all non- 
essential items; but if he still overcrowds his 
window displays, if he still uses a 1920 mailing list, 
and if he still continues to do business without occa- 
sionally surprising the people of his community with 
new ideas and new merchandise, all the simplification 
in the world won’t do any more than scratch the sur- 
face of his business life and commercial possibilities. 
Simplification begins with the individual. It is per- 
sonal. We hear a great deal about simplification to- 
day. It is sorely needed in every business. But it is 
a mistake to focus attention on merchandise only. 





Simplification must be made a personal issue before 
it can be thoroughly successful. The man who trims 
the window must simplify his displays, and make 
his sales appeals more direct. The salesman must 
simplify his talk. The merchant must simplify his 
store, he must departmentize and do everything pos- 
sible to reduce confusions and complications to the 
minimum. 


Why is there all this talk today about simplifica- 
tion and all this apparent desire for it? People every- 
where feel that modern civilization is becoming too 
complicated, too confusing, too distracting in its mul- 
tiplicity of detail. Meanwhile we all realize, either 
instinctively or consciously, that there is a funda- 
mental need for simplification in all phases of daily 
living. 

We wouldn’t regard simplicity so highly if it were 
commonplace. Simplicity is unusual, but the unusual 
is usually simple. 


Simplification, like charity, should begin at home. 
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boy wound his bicycle handles 

with friction tape and called 
It piping. That was in the height 
of bicycle days. Sometimes the lit- 
tle roll of tape in the leather tool 
kit, conveniently strapped to the 
cross bar, was used to hold a tire 
patch in place, after a puncture on 
the road, until the vulcanizing shop 
could make a permanent repair. 

In those days one of the principal 
industries in the town where I live 
was a cable factory. In the manu- 
facture of the insulated wires and 
cables, friction tape played an im- 
portant part and the ceaseless miles 
of covered wires being rolled on 
drums was a fascinating sight to 
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The gum compound with which 
the tape is coated is a thick, 
heavy sticky mixture of unvul- 
canized rubber. This compound 
is unchanged by time or tem- 
perature and always retains its 
adhesive power 
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the children of the neighborhood 
who crowded around the grated 
windows. Even more interesting 
were the odds and ends of the rolls 
of tape eagerly begged from the 
good-natured workmen who, per- 
haps, had not forgotten that they 
had once been youngsters them- 
selves. 


A Specialty in Those Days 


The boys playing ball on the lot 
got a firm grip on the bat by using 
tape to cover the slippery handle. 
Later on we used the tape on the 
handles of our tennis rackets but 


even, at best, friction tape in those 


days was a specialty, something the 
clerk in the hardware or bicycle 


shop usually kept in a drawer or 
under the counter with a lot of 
other articles of limited demand. 
Nowadays the situation is entire- 
ly different. Friction tape has be- 
come an article of general use in 
the home, the shop, the garage, on 
the farm—wherever insulated joints 
have to be made in wiring, surfaces 
protected from moisture or tools 
equipped with a non-slipping grip. 
Everybody uses friction tape. Hard- 
ly a development in modern inven- 
tion, from the submarine to the 
aeroplane or from the camper’s kit 
to the radio set but finds, at some 
time, a use for a handy roll of tape. 
Countless uses like these have de- 
veloped a universal and constantly 








The tape calender showing friction rubber being 
fed into the rollers 
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increasing demand for this utility 
staple. With wider use and de- 
mand, there has come onto the mar- 
ket a better quality of tape and 
methods of merchandising it. Bulk 
tape has given place to package 
tape—attractively put up in display 
containers for counter and window 
use to remind the customer of the 
handy roll he will need some day 
for the car or the family tool box. 


Three Essential Qualities 


Real friction tape must possess 
three essential features. In the 
first place, it must have a genuine 
adhesive quality—second, if used 
for insulation, it must be free from 
pin holes, especially if applied to 
wires carrying high voltage and, 
finally, it must have sufficient life to 
stay “tacky” in the roll without dry- 
ing out and losing its right to be 
called “friction” tape. 


Tape Not Vulcanized 

Tape is one of the few articles of 
rubber manufacture that is made 
without vulcanizing. Garden hose, 
fruit jar rubbers, auto tires and al- 
most everything else made of rub- 
ber, are vulcanized, for the simple 
reason that a sticky product is the 
least thing to be desired» When 
Charles Goodyear, in 1846, discov- 
ered the principle of vulcanization, 
so named from Vulcan, the mythical 
god of heat, he overcame the trou- 
ble which caused him years of 
worry when his rubber products 
stuck to everything they touched 


and were affected by every change » 


of temperature. Goodyear, however, 








HARDWARE AGE 








The uncalendered fab- 
ric is here shown feed- 
ing in between the 
heated rollers. These 
rollers press the wn- 
vulcanized rubber 
stock into the fabric 
until it is thoroughly 
impregnated with it 








was not in the friction tape busi- 
ness—he was experimenting with 
pneumatic life preservers, “gum 
shoes” and raincoats, and his dis- 
covery that sulphur mixed with rub- 
ber gum would make his manufac- 
tured products of practical value, 
opened the way for the modern rub- 
ber industry today. 

Rubber is but one of the elements 
needed to make friction tape. The 
base, of course, is strong cotton 
sheeting closely woven to provide 








This illustration shows 
the fabric after it has 
recewed its first filling 
of rubber stock, as it . 
emerges from the rol- 
lers of the tape cal- 
endering machine 
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a firm body and with the meshes of 
the cloth thoroughly filled with. a 
fibrous rubber» gum, Good. frietion 
tape ‘has three separate coatings: of 
rubber... Huge*calenders, as shown 
in the illustration, with their heated 
rollers, force the soft, plastic rub- 
ber into the fabric, first from one 
side and then from the other, so that 
even before the cloth receives its 
third and final surfacing, it is well 
impregnated and therefore a splen- 
did base. for the high quality com- 
pound that will change it from rub- 
berized cloth to friction tape. 
Ready for the Consumer 

Cut into rolls, wrapped in tin foil, 
and packed for shipment, modern 
tape reaches the consumer ir per- 
fect condition. 

Your customer who wants to buy 
a roll of tape will be glad to know 
some of these manufacturing prin- 
ciples and will have more respect 
for this commodity than he has had 
before because he will remember 
the interesting story with which you 
offered it to him. The electrician 
who buys large quantities of tape 
and uses it professionally is fa- 
miliar with many of these points 
because he has ample opportunity to 
make exhaustive tests with the tape 
he uses. He knows from experience 
the points you will find helpful in 
selling tape to the general user. 

Used the Year ’Round 


Today’s market affords the live 
hardware dealers friction tape that 
is nationally advertised, just as are 
hundreds of 


other fast-selling 
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This shows the coating, 
machine with the cal- 
endered fabric going 
into it while the pro- 
tecting fabric is being 
rolled back in the 
opposite direction. The 
gum compound is being 
drawn forward to the 
spreading scravner as 
the fabric feeds in 
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staples. Used at every season of the 
year, this line of goods turns over 
quickly. Small in itself it can be 
made to total a good yearly volume, 
and the chances are that this vol- 
ume will be in direct proportion to 
the amount of display you give it 
and the use of the essential sell- 
ing arguments which good tape pos- 
sesses. 


Knowledge Means Service 


The service your store renders 
is largely developed through your 
knowledge of the goods you handle. 
People like to be told why the ar- 
ticle they are buying is superior to 
some other kind. 

Elbert Hubbard once said, “Suc- 
cess is 10 per cent opportunity and 
90 per cent intelligent hustle.” The 
customer who is in a buying mood 
offers you the 10 per cent of oppor- 
tunity—the other 90 per cent de- 
pends largely upon the force and 
vitality you use in putting across the 
sales story. 


$1,500 a Year from Bird Cages 
—$1,200 from Gold Fish 


OME hardware firms never let 

a money making proposition 
pass them by, and the Churchill 
Hardware Co. of Galesburg, IIl., be- 
longs in that class. This firm not 
only sells bird cages and sundries 
but has also found a little gold mine 
in gold fish and fish supplies. 

The gold fish tank is kept near the 
front door. Running water is pro- 
vided and the tank is close enough 
to the radiator so that it is kept the 
right temperature in winter. The 
firm sells approximately 2000 gold 
fish a year, and G. B. Churchill says 
there is a fine profit in the line. The 
sales on fish alone amount to $400 
and with the fish food, moss, globes 
and tanks sales total $1,200 a year. 
It is well to keep in mind that this 
class of merchandise bears a 100-per 
cent mark-up. 

The illustration of the bird cages 
is worthy of note. They are sus- 
pended under the balcony over the 
cutlery case. Electric appliances and 
other items dear to the housewife 
surround them. In fact, the Churchill 
store is one where merchandise is on 
display continually and is never 
buried. 


In addition to the bird cages there 
are sales to be made in bird seed, 
food, medicine, bird baths, cuttle 
bone and _ other supplies. Mr. 
Churchill says that $1,500 a year is 
a conservative estimate on bird 


cages and supplies sales. This line 
also bears a fine margin of mark-up. 
In addition these two departments 
take up space that would ordinarily 
be wasted in many other hardware 
stores. 





Some of the bird cages that bring in $1,500 annually to the 
Churchill Hardware Co. 
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is divided by means of glass partitions. 





The Nicholas Hardware Co., Oak Park, Iil., features its electrical sundries on a table whose top 


It’s a real sales producer 




















Finding a Twelve Month Profit 
in Electrical Merchandise 


great electrical wizard who 

died recently, once said: “‘The 
electrical age is yet to come.” In 
other words we have made only a 
fair beginning. Our progress has 
been so rapid that it is hard to 
realize the extent of the use of elec- 
tricity in modern days. 

Last year approximately $1,750,- 
000,000 was spent for electrical mer- 
chandise supplies. Over $77,000,- 
000 was spent for electric washing 
machines; vacuum cleaner sales were 
in the neighborhood of $50,000,000; 
electric irons approximated $24,- 
000,000; fans totaled $16,000,000; 
sewing machines $12,000,000; elec- 
tric ranges, $10,000,000; flashlights 
and renewal batteries, $10,000,000; 
electric toys, $10,000,000; incandes- 
cent lamps, standard base, $130,- 
000,000; miniature and auto lights, 
$30,000,000; radio sales were esti- 
mated $80,000,000; dry batteries, 
$25,000,000; ordinary lamp cord and 
weatherproof wire, $100,000,000; 
electric toasters, $3,000,000. 

It is also interesting to note that 
the annual total and per capita con- 
sumption of electric lamps for the 
United States is in excess of 205,- 
000,000 lamps. Germany comes sec- 


C HARLES P. STEINMETZ, the 








Tell Your Customers 


| That 1 cent, in terms of 


electric current at the 
average rate, will— 


Run a vacuum cleaner ap- 
proximately 40 minutes. 

Operate a washing machine 
for about 50 minutes. 

Heat a 6-lb. flat iron for 
25 minutes. 

Heat a toaster long enough 
to toast 16 slices of bread. 

Brew 5 cups of coffee in a 
percolator. 

Heat a waffle iron long 
enough to make 20 waffles. 

Keep a heating pad warm 
for from 3 to 6 hours. 

Run a sewing machine for 
approximately 3 hours. 

Heat a curling tron once a 
day for 3 weeks. 

Operate a vibrator 20 min- 
utes a day for 11 days. 








ond with 50,000,000. France uses 
30,000,000 a year and England 
20,000,000. 

These figures show the almost un- 
believable size to which the busi- 
ness has grown. They also show 
that merchants are selling this ma- 
terial. This means something like 
one and three quarter billion dol- 
lars added to the sales sheets of 
dealers where the figures were all 
zeros forty years ago. 

Considering it from the power 
producing side only, it is said on 
good authority that electricity in 
this country is doing the work of 
170,000,000 men. Furthermore elec- 
tricity is the one commodity which 
has become cheaper as the industry 
advanced. 


One in Ten Used Electricity 


On Jan. 1, 1922, a nation-wide 
survey was made and it was found 
that there were 10,800,000 electric 
light and power customers in the 
United States—in other words, 
about one person out of every ten 
of the population was an electrical 
customer. The State of [Illinois 
ranked first with a total of 1,070,- 
000 or about 10 per cent of the 
whole. Illinois has recently in- 
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stalled its millionth telephone in the 
State. Out of the total electrical 
users of the country, 78.4 per cent 
were home lighting customers. 
There are over 858,000 home light- 
ing customers in the State of IIlli- 
nois alone. Five years before there 
was about one-third that number. 

These figures show what a large 
user of electricity this nation has 
become. The industry will grow 
many times before anything like a 
saturation point is reached and ac- 
cording to Steinmetz we are just 
approaching the real electrical age. 
There is only one thing obvious to 
the merchant and that is the sales 
possibilities of electrical lines. He 
has only to consider the fact that 
over a billion and three quarter 
dollars is being passed across some 
merchants’ counters each year for 
this merchandise where there was 
not one red cent being spent forty 
years ago. 

Hardware dealers are doing their 
part in taking care of this “new” 
business. Merchants in small towns 
as well as big cities are cashing in 
on the sales. Lamp sales will run 
all the way from $500 a year up. 
Several well known hardware con- 
cerns are doing a big business in 
electric lamps and consider this 
little department one of the store’s 
prizes. The Frank Geele Hardware 
Co., Sheboygan, Wis., for instance, 
sells over $1,200 in lamps over the 
counter every year. 


Features "Em the Year ’Round 


The Nicholas Hardware Co., Oak 
Park, Ill., features electrical sup- 
plies in the front of the store the 
year ’round. The accompanying 
illustration shows this firm’s elec- 
trical department. The lower part 
of the case is used for the lamps 
and the top is fitted with inter- 
changeable opalite glass compart- 
ments for the small items. A ticket 
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holder is fastened to each compart- 
ment and each item is priced in 
good sizable figures. The lamp 
cord rack is worthy of note because 
of its simplicity and the effective 
way in which it suggests and makes 
sales. Various models of lamps are 
displayed on the shelf and each is 
connected so the customer will have 
every opportunity of making the 
correct purchase. All lamps are 
tested in the presence of the 
customer. 





Merriam Cashes In 
on Lamps 


1 ies retailer who makes money 

is the one who is looking for 
the side lines that will complete 
his stock and bring more people 
into his store. George S. Merriam, 
Keokuk, Iowa, thought he would 
investigate what there was to the 
electric light business. He secured 
a good lamp and was very much 
surprised when he totaled up at 
the end of the year and found 
that he had sold over $500 worth. 
This year he is putting some real 
effort into it. 


~~ 











This electrical table is a decided- 
ly worth while idea and there should 
be a place for one in every hard- 
ware store. The Nicholas Hard- 
ware Co. has worked out a unit to 
house those small electrical items 
and at the same time has put the 
stock where it will practically sell 
itself with the aid of the price tick- 
ets. Every home owner has need of 
some of these supplies, and it is 
almost impossible to pass this coun- 
ter without picking up one or two 





June 26, 1924 


items. This method of merchandis- 
ing is certainly a “sales sweller.” 


_ The Basic Stock 


After some investigation as to 
what a hardware dealer should 
carry in the electrical supplies lines 
some tables have been worked out 
which can be added to in order to 
meet local conditions. The basic 
stock should consist of the follow- 
ing items: key sockets; push sock- 
ets; pull chain sockets; swivel plugs; 
detachable plugs; fuse plugs, 6 to 


‘ 30 amp.; cartridge fuses, 10 to 60 


amp.; flush push sockets, one way; 
flush push sockets, two ways; flush 
push sockets, three ways; flush 
push socket plates; flush floor plugs 
and plates; porcelain receptacles; 
porcelain rosettes; wall sockets 
with key; porcelain tubes; porce- 
lain cleats; porcelain knobs; 2-light 
clusters; 3-light clusters; 2-light 
sockets; snap switches, single pole; 
snap switches, double pole; knife 
switches, single throw; knife 
switches, double throw; switch 
boxes; pendant switches; electric 
iron plugs; electric iron plugs with 
switch; shade holders; common 
lamp cord on reel; four colors of 
silk colored cord, white, maroon, 
tan and yellow; rubber covered 
wire No. 18; rubber covered wire 
No. 14; electric lamp guards; insu- 
lated staples. 

These items are all sold to the 
householder. Many of them are 
used on automobiles and radios. 
The other auto accessory electrical 
supplies could be added with little 
expense in investment as could 
radio findings. The beauty of the 
entire electrical supply line is the 
small stock and consequently small 
investment necessary. This means 
rapid turnover and accumulating 
profits. Get your share of the $1,- 
750,000,000 spent for this merchan- 
dise every year. 





Capitalizes Robbery in Store Ads 











HE Western Iron Stores Co., 

Milwaukee, Wis., is ever on the 
alert for advertising material and it 
is only natural that they should make 
some capital from a safe robbery in 
their own office. The newspapers 
carried a paragraph on the looting, 
and the next day this was incor- 
porated in a quarter-page ad. The 
heading was unique, and read “Even 
the Burglar Recognized ‘The House 
of Good Tools Only.’” It seems 


that the safe had been cracked with 
tools found in the store’s own stock, 
and the quality of these items was 
played up in the ad. An illustration 
of a large wrench was shown in the 
ad, an attractive price was quoted 
on it, and people were urged to pur- 
chase one so they would not be 
caught without one. 

The firm reported that this adver- 
tising was responsible for some ex- 
cellent sales. 





—— 
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Sharpening Stones— 


How to Use Them 
and Sell Them 
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By HERBERT R. CONNOR 


Chief New York Hardware Boosters 


T it vitally necessary in order to 

| sell anything that you have a 

knowledge of the product you 
are talking about. Sometimes the 
history of a product will interest a 
customer and the story of sharpen- 
ing stones following will prove use- 
ful and interesting. 

A few years ago a party of ex- 
cavators working in Egypt for the 
British Museum unearthed a cab- 
inet maker’s tool basket. Its date 
as they determined was about 1450 
B. C. This ancient tool kit contained 
such modern looking things as 
chisels with wooden handles, a saw, 
a drill-bow and spindle, a rasp, a 
plummet and an oilstone as well as 
a horn in which to carry oil for it. 
Advanced as were these implements 
of so many centuries ago, the art of 
making tools and tool metals has 
been steadily improving ever since. 
This is the case of all implements 
Save one, the mechanics’ sharpen- 





ing stone. It is hardly more than 
a dozen years ago that science of- 
fered even the slightest assistance 
to nature in the matter of sharpen- 
ing hand tools, and even then when 
it comes to some kinds of sharpen- 
ing nothing that science has done 
can approach the work of some of 
the natural oilstones which have 
been quarried for hundreds of 
years. 

An understanding of just how 
the various stones affect the steel 
is important to all clerks who sell 
sharpening stones so they may sup- 
ply a customer with a stone which 
will do their work in the most satis- 
factory manner. 


What Sharpening Means 


Sharpening is not merély the 
friction between the stone and the 
steel that brings the latter down to 
an edge. Sharpening means cut- 
ting. Every sharpening stone is a 
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mass of minute crystals, infinitely 
sharp little cutting points, each of 
of which is harder than steel. The 
coarseness or fineness of these crys- 
tals, their hardness and their brit- 
tleness or toughness are the things 
which in various combinations 
make the differences between the 
several kinds of sharpening stones 
and which make one kind better for 
its own purposes than another. You 
would not think of giving a cus- 
tomer a scythestone if he asked for 
a hone to sharpen a razor. A 
scythestone and a razor hone are 
two extremes. Between them lie the 
various stones used in the shops as 
well as on the farm and in the home. 

The first thing to consider in the 
selection of a stone is whether a 
fast cutting stone will be more use- 
ful to the customer than a slow cut- 
ting stone that gives the finer edge. 
The decision can be made when you 
know that the coarser grit a stone 
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Mechanics, carpenters, farmers—in fact everyone who used tools—found a sharpening stone to fit his needs 
in this display of H. W. Mills & Co., Passaic, N. J. 
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has the faster it cuts, and cutting 
edges are classed in three groups, 
coarse, medium and fine. This does 
not mean that a coarse edge is not 
a sharp edge. The ideal edge for a 
carving knife, for instance, is a 
coarse edge—best because such an 
edge will do this work perfectly. 

Practically all the tools in the 
coarse edge group are knives. One 
of the reasons why these do not re- 
guire a fine edge is the fact that 
knives are always used with a diag- 
onal or saw-like motion. This group 
includes canvas cutters, carpet, 
carving, bread, paring, kitchen, 
household and farm knives of all 
kinds, scythes and sickles. Some of 
the above-mentioned knives require 
a finer edge than others but all can 
be given the best edge for their 
work on a coarse grit stone. 


Tit The Combination Stone 


Medium-edged tools require more 
smoothness than a coarse edge af- 
fords but do not need extreme fine- 
ness. These are the tools used by 
most mechanics, more particularly 
the broad bevel-edged tools like 
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chisels, planes, draw knives and 
others used by carpenters and wood 
workers. The logical inference 
would be that to secure a medium 
edge one should use a medium grit 
stone. This is not entirely correct. 
The heavy sale of medium grit 
stones is due chiefly to the natural 
desire of every buyer to secure both 
a fast cutting and fine enough edge 
from the one stone. Except for 
special uses the more satisfactory 
way would be to sell your customer 
a combination stone, the coarse side 
to be used for cutting away rapidly 
to an edge and the fine side for fin- 
ishing to any degree of fineness he 
desires. 


The tools and instruments in the- 


fine edged group are without excep- 
tion used for highly specialized 
purposes. They never find a place 
in the home or on the farm. They 
are used in the professions, by the 
surgeons and dentists, also scien- 
tists in preparing specimens for the 
microscope. They are also used by 
the metal engraver, furrier, leather 
workers such as harness makers 
and shoemakers. Such edges when 
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quite dull are usually brought down 
to comparative sharpness on a fine 
grit sharpening stone—but the fin- 
ishing touches are always made by 
the Arkansas oilstone. 


Sharpening Against the Edge 


Always tell a customer to sharpen 
with the edge of the tool working 
against the stone, with two excep- 
tions, No. 1 when sharpening on 
leather, as with a razor strop; No. 
2 when the tool itself is held still 
while the whetstone or oilstone is 
moved to do the sharpening as in 
sharpening a scythe or sickle with 
a whetstone or in sharpening the in- 
side of a gouge or other concave 
edge with an oilstone slip. The 
reason for sharpening against the 
edge is that this results in less wire 
edge. Broadly speaking, there are 
only two ways of sharpening tools 
or knives, either by means of a 
grinding wheel as in the old-fash- 
ioned grindstone or the more mod- 
ern tool grinder, or by rubbing or 
whetting the tool on some one of the 
many shapes and styles of oilstones, 
hones or whetstones. 


Hankins Sells 42 Oil Stoves in 3 Days 


Monticello, Ark., Firm Also Obtains 500 Prospects 


as Result of Unusual Demonstration 


HE Harry Hankins Hardware 


Co., Monticello, Ark., has han-. 


dled one line of oil stoves for ten 
years. Every spring the firm gives 
the business a good send-off with a 
demonstration and sales have in- 
creased steadily each season. Last 
year, 1923, was the banner year. A 
total of forty-two stoves was sold in 
three days, including twenty-seven 
of one type and fifteen of another. 
Besides the actual sales, a prospect 
list of approximately 500 names was 
secured. 

These prospects will be followed 
up and many of them closed within 
the near future. During the three- 
day demonstration eight stoves were 
kept going and one of the church 
ladies’ societies was invited down 
to make and sell doughnuts and 
rolls during the demonstration. 


Enough ladies were present to keep 
the eight stoves busy and they sold 
200 dozen rolls and 53 dozen dough- 
nuts. The society received the in- 
come from the sales, but many times 
there were fifteen or sixteen of the 
ladies present in the store doing 


their share and each one of them 
got an opportunity of trying out the 
stoves. 

A one-half page ad was used for 
the announcement of the demonstra- 
tion and twenty-one _ testimonials 
were printed from local women who 
were enthusiastic about the stove. 
Arrangements were made to trade 
in old stoves at a nominal figure 
simply to take them off the prospect’s 
hands. 

Harry Hankins, Jr., says the only 
trouble they have had in ten years 
has been from families employing 
colored help. Monticello has about 
2500 population, about 30 per cent 
being colored. He told of one old 
colored mammy who upon hearing 
that her mistress was about to buy 
an oil stove at Hankins’, said, 
“Lordy, Missy, don’t you buy one 
o’ dem stoves; dey uses a gallon of 
oil a day.” Mr. Hankins says, how- 
ever, that as soon as the colored 
people are taught to handle oil stoves 
they become enthusiastic users of 
them; but it sometimes takes real 
work to break down the resistance 


set up by superstition; and he also 
says that he sold one of the stoves 
to this family despite the protest 
from the old colored mammy. 

The prospect list was secured by 
offering as awards two cakes each 
day that had been baked in the 
stoves on demonstration. Each lady 
was required to register and to state 
whether she had an oil stove, and 
if so what kind. There are now 500 
good prospects gained from this little 
idea of giving away two nice cakes 
each day for three days. 

When all is said and done, a well- 
planned demonstration is certainly 
an excellent way of getting both 
business and prospects. And it might 
be added that the more unusual the 
demonstration the greater will be the 
profits resulting therefrom. It’s the 
unusual method of doing things that 
attracts attention, and when atten- 
tion has once been gained, results are 
sure to follow. That’s one reason 
why this demonstration of the Harry 
Hankins Hardware Co. brought busi- 
ness to the firm. 
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“We were all at the ball game” 





ERSONAL freedom is a great thing. All of us 
Piire personal freedom to do as we please. I like 

it as well as any one else, but somehow a busi- 
ness can not be run on the basis of personal free- 
dom. When one is a part in a business organization, 
he must give up a part of his personal freedom. 


No One at the Office 


One afternoon there was a great baseball game in 
St. Louis. I decided to go. It seems that everyone 
of our other officers, most of our heads of depart- 
ments and the rest of our executives also decided to 
go. We were all there. No one told any one else 
that he was going. The next morning I was in- 
formed that there was no one on hand in the business 
to sign checks and that the empty desks made the 
office look as if the day were a holiday. 

Some of the old-timers were showing decided signs 
of mutiny at some of the rules and regulations laid 
down by the new management. These mutineers, of 
course, had a leader. This leader had passed out 
the word that he would not stand for all of the new- 
fangled ideas that were being put into the business 
that interfered so much with personal liberty. Now 
it happened that this chief mutineer also went to the 
baseball game. The next morning I called a meet- 
ing of heads of departments, laid the situation be- 
fore them and in a very quiet way stated that it was 
apparent we could not run the business unless there 
was some understanding in regard to absences. I 


said we did not wish to be dictatorial or arbitrary, 
but as our organization was a comparatively small 
one, I would ask each head of a department when it 
was necessary for him to take an afternoon off sim- 
ply to send me a memorandum of the time he ex- 
pected to leave. I did ‘not request him even to ask 
permission to be absent. I said if I received these 
memorandums I would know who would be absent 
and when, and it would be a simple matter for me 
to see that too many did not leave at the same time. 

At this meeting this plan was agreed to. The 
same day I dictated the agreement in a memorandum 
form and sent it to each head of a department with 
the request that he sign his initials to the memoran- 
dum. I was not taking any chances. Verbal under- 
standings are frequently forgotten. 


Catching the Chief Mutineer 


The following week there was another big base- 
ball game. I received several memorandums from 
heads of departments that they would be absent. 
This was all right. That afternoon, however, I 
noticed the chief mutineer was absent. I had re- 
ceived no memorandum from him. The following 
morning I called him into my office and asked him 
where he was the afternoon before. He threw back 
his head and stated in a very offish manner—‘“I went 
with one of our salesmen to the baseball game.” “Did 
you send me a memorandum that you expected to 
leave?” I gently inquired. No—he had not. As a 
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matter of fact, he had forgotten all about it. “But,” 
[ said, “here is the printed memorandum I sent you 
confirming our agreement in the meeting. Here are 
your initials on this memorandum.” “Do you mean 
to say,” said he, “that after all the years I have 
worked so faithfully for this business that I can 
not take an afternoon off without your permission?” 
“No,” I replied quietly, “I have not requested you 
even to ask my permission, but I have asked you, in 
the interests of the business, to notify me when you 
do take an afternoon off.” He was becoming very 
angry. He had worked all these years without any 
such restrictions on his personal freedom. His blood 
went to his head and he finally blurted out—“Well, 
if this is the way this business is going to be run, I 
think I had better resign.” “Am I to understand 
that you are giving me your resignation?” I inquired 
gently. “Yes,” he said, “that is what I mean.” “All 
right,” I answered, “it is accepted to take effect im- 
mediately.” I called in our cashier and asked him to 
pay off this gentleman, including that day. 


The Mutineer Departs 


The mutineer stood up, hesitated for a moment 
and walked out. I saw him sitting in long consulta- 
tion with one of our other officers. Finally this offi- 
cer came in and said, “I understand you have fired 
Mr. W.” “Oh, no,” I answered, “I did not fire him. 
Mr. W. resigned. He does not like our methods.” 
“Well,” said this officer, “he has been one of our 
most valuable men. He has been here for many 
years and it seems too bad to have him quit in this 
manner.” “On the other hand,” I answered, “this 
gentleman is the leader of the opposition to the new 
management of this business. All the others who do 
not wish to get in line are watching him. If he can 
get away with his opposition there will be no end 
to the trouble we are going to have in reorganizing 
this company. In my opinion, it is absolutely essen- 
tial to the welfare of the business for this man to re- 
tire, no matter how valuable he is.” “All right,” re- 
plied this officer, as he shrugged his shoulders, “‘the 
responsibility is with you.” 

Now, this gentleman walked out. Afterward he 
wrote me a letter asking for his job again. I would 
not take him back. That was the end of the mutiny. 
The others decided if we were willing to part with 
a man as valuable as Mr. W., that it was better for 
them to go slow in oppos- 
ing our new plans. We 
never had any more trouble 
of this nature. In the 
resignation of Mr. W. the yy 
opposition was broken. 

I tell this story at con- 
siderable length because I 
consider it of very great 
significance. In every or- 
ganization there is always 
a nucleus of an opposition 
to the management. This 
nucleus always has a 
leader. This leader, to be 
of any consequence, is 
usually a more or less 
prominent or valuable man 
in the business. The Good 
Book says that “a house 
divided against itself can- 
not stand.” No house can 
produce its best results 
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“He threw back his head in a very offish manner” 
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with two parties in control or trying to be in control 
that are pulling against each other. The best job I 
ever did for the welfare of our new business was when 
I accepted the resignation of this man. 

I was amused during the World War when I read 
that Theodore Roosevelt had asked the President of 
the United States to give him a commission and send 
him over to France and that when this was referred 
to General Pershing, he objected to the rival of 
Colonel Roosevelt. General Pershing knew his busi- 
ness. President Wilson knew his business. I am a 
great admirer of Theodore Roosevelt, but just one 
prominent general was enough for the United States 
in France! I have heard President Wilson censured 
for not sending Colonel Roosevelt over to France, 
but I am absolutely sure that if he had done so, in 
the nature of the case, it would have resulted in a 
world of trouble to the command of the American 
Army. 

In this connection I am constrained to say that it 
is even true that some men are too good and too great 
for the organizations in which they serve. A man 
can even be too big for his job. Sometimes when 
they are too big they simply cause trouble. Some- 
times little men fill certain jobs very much better 
and in a more satisfactory manner than a big one 
can. 

Different Temperaments Spelled Success 


I have often been asked to explain how the Nor- 
vell-Shapleigh Hardware Company accomplished 
such unusual results. In answering this question I 
have always said that to my mind the main reason 
was that our leading men in the business were all so 
entirely different—not only in temperament but also 
in training. Men who think or work along the same 
lines make very poor partners. 

Allow me to analyze our organization. Commenc- 
ing with the president, the office occupied by my- 
self, I will say that all of those who have read these 
confessions are aware that practically my entire 
training had been along the lines of selling. I did 
not pretend to be a financier, a credit man, an ac- 
countant or a buyer. I had had practically no ex- 
perience in these lines. Therefore when I took the 
helm of the new business I went to work with what- 
ever ability and energy I had to organize our sales. 

A. L. Shapleigh, our treasurer, had had a long 
training in a bank. He 
was an Official in one of the 
St. Louis banks. He had 
been in charge of the 
finances, the credits and 
the accounting of the old 
house. He knew this part 
of the business thoroughly 
and was completely at home 
in handling these depart- 
ments. I wish to say to his 
credit that we never suf- 
fered for money and some- 
times it was necessary for 
us in selling large quanti- 
ties of goods on future 
datings to borrow very 
| large sums of money. Mr. 
co Shapleigh always got the 
money for us and he han- 
dled this part of the busi- 
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r YHE death of Horace M. 

Swetland at Montclair, N. 

J.. on Sunday, June 15; 
takes a foremost figure from 
the fields of industry and of 
business publishing. Mr. Swet- 
land was president of the United 
Publishers Corporation, of which = 
HARDWARE AGE is a subsidiary, = 
and was one of a small group 
ef pioneers in technical and 
trade journalism which included 
among others David Williams, 
founder of this company. 
James H. McGraw, Charles T. Root and 
the late John A. Hill. Those who know 
how great has been his contribution to 
this important adjunct of American in- 
dustry and what plans he had for 
greater accomplishments cannot but 
think of his passing as a loss that will 
long be felt. 

The story of Mr. Swetland’s advance 
to a place of leadership begins, as with 
so many typically American careers, in 
the simple life of the country. Born on 
a farm in Chautauqua County, N. Y., 
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. In 1853, he knew of hardship in his boy- 


hood and early learned many of the 
fundamentals of success. He was a 
public school teacher at 17, and for 11 
years in grammar and high school he 
followed that calling. In 1881 he left 
the school room in western New York 
to become the New York City represen- 
tative of the Boston Journal of Com- 
merce as reporter and subscription and 
advertising solicitor. That was the first 
experience of what was to prove his 
life career, but his entrance into the 
field of specialized journalism came 
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The Passing of a Leader in 
Industrial Publishing 
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Horace Monroe Swetland 


three years later when he was made 
Boston representative of the New York 
publication Power. His next move was 
to New York to become manager of that 
paper. Among his associates at that 
time were James H. McGraw and Emer- 
son P. Harris. 

Mr. Swetland purchased Power in 
1888 and was its publisher until 1900, 
when he sold it to John A. Hill. Mean- 
while he started Marine Engineering, 
which he disposed of later. In that 
period he also acquired a controlling in- 
terest in the Engineering and Mining 
Journal which after a time he sold to 
John A. Hill and it is today, as is Pow- 
er, an important unit in the McGraw- 
Hill group of engineering publications. 

In 1902 Mr. Swetland saw the possi- 
bilities of the motor car field which was 
to engage so largely the energies of his 
riper years. Organizing the Class 
Journal Co., he first acquired the Auto- 
mobile and later the Motor Vehicle Re- 
view, which were merged. Successive 
additions were the Motor Age, Automo- 
bile Blue Book, and Motor World. The 


Ln et senssnpersengee 


HMM 


41 








UOLU'UTIAYETA EEL ON EATEN ENA 


seetitentier 
ATTN 


Hy 


UTED ELLE PEED PE 








UT AL 


Commercial Vehicle was started 
(now Motor Transport) and in 
1917 El Automovil Americano, 
an export paper for the motor 
industry in Spanish countries. 
This was followed by the Ameri- 
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= can Automobile, a_ parallel 
= paper for English speaking 
countries. 


Mr. Swetland’s largest 
achievements in business pub- 
lishing have been in connection 
with the United Publishers Cor- 
poration, which was formed in 
1911 to bring together journals in iron 
and steel, machinery, textile, automotive 
and building lines. He was made pres!- 
dent in 1912 and has been its head ever 
since, continuing also as president of 
the Class Journal Co. In the fall of 
1923 he negotiated the purchase of the 
Chilton Co., Philadelphia, publisher of 
a group of motor car magazines, this 
company and the Class Journal Co. now 
constituting together the automotive di- 
vision of the United Publishers Corpo- 
ration. He was president of the Fed- 
eral Printing Co. and of the U. P. C. 
Realty Co., which owns the U. P. C. 
Building at 239 West Thirty-ninth 
Street, New York, and was a director 
of the Commercial Trust Co., New 
York. 

In 1904 Mr. Swetland was the leading 
spirit in organizing the Society of Auto- 
mobile Engineers, which has since be- 
come the Society of Automotive Engi- 
neers and now has a membership of 
5000. In those days he saw the neces- 
sity for bringing together the engineer- 
ing talent of the automotive industry in 
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a national society. He saw also the 
need of establishing engineering stand- 
ards, if the industry were to develop in 
the large way that he prophesied. 

Throughout his business career Mr. 
Swetland was a strong supporter of 
organization among publishers. He was 
for a time president of the Associated 
Business Papers, Inc., the national or- 
ganization of publishers of technical 
and trade journals. 

Two years ago he organized an edu- 
cational course for the training of those 
engaged in the various departments of 
business publishing. He directed the 
preparation of studies which were 
taken up by classes in a number of 
cities and later, as chairman of the 
educational committee of the Associated 
Business Papers, Inc., he edited “In- 
dustrial Publishing,” a volume of 290 
pages which has become the recognized 
textbook on this subject. 

Mr. Swetland was president of the 
National Publishers Association, the 
membership of which includes most of 


“the important magazines of the coun- 


try, monthly and weekly. He was 
chairman of the delegation of 15 busi- 
ness paper publishers and editors who 
went from the United States to Great 
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Britain in October, 1918. For two 
months the members of the party were 
the guests of the British Government in 
a tour that was designed to give to 
American observers an adequate con- 
ception of the British war effort. 
Though but a bare summary of an 
exceptionally active career, what has 
been said above carries between the 
lines an impressive record of integrity, 
judgment, industry, courage and vision 
—qualities that were outstanding in his 
equipment for leadership. Mr. Swet- 
land had a high conception of the pos- 
sibilities of service to modern business 
that lie in an able, independent and 
forward-looking press. He had fine 
ideals and he laid down no tests for 
others which he was not willing to ap- 
ply to his own performance. In can- 
vassing the field for a proposed publica- 
tion, the requisites, as he saw them, 
were that the paper should have a 
sound reason for existence in service to 
legitimate business, that the right men 
should be at hand for carrying out the 
plan, and third, that sufficient funds 
should be available to insure creditable 
functioning in the period of probation. 
He had experience with trade journal- 
ism in its day of small things and lived 
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to see the realization of much that he 
had contended for in higher standards 
of practice, particularly in making the 
editorial department independent of 
any advertising influence, in putting 
the reader’s interest above all else and 
in making the largest possible contribu- 
tion to the advancement of the industry 
represented. This last, always with due 
consideration of the interest of other 
fields of business and of the public. 

His devotion to the establishment of 
courses of training in business journal- 
ism and his efforts for the founding of 
the Society of Automotive Engineers, 
with the resulting standardization of 
a great industry, are expressions of a 
desire to serve his day, that had its 
springs, we may believe, in those years 
in the eighteen-seventies which he gave 
to the young life of Chautauqua Coun- 
ty. Those who were closést to him in 
the day’s work of later years had many 
proofs that his ambitions looked to the 
larger betterment of every organiza- 
tion and every institution with which 
he had to do. Many others in the busi- 
ness for which he did so much pay him 
the sincere tribute of wishing they 
might have been privileged to know him 
better. 








extremely busy. 


organization. 





driver of an automobile. 


spark plugs spark and the carburetor carburetes. 
| a governor upon a stationary engine. 


THE COMPLAINT MANAGER 


. OMEBODY has likened the job of the head-executive of a business to the 
The latter does not have the appearance of being 
Certainly he does not expend his energy on insuring that the 
Such a head-executive is like 
The latter may not have the appearance 
of doing very important work, as its two round weights whirl about; but its 
vastly important job is to see to it that the engine does not get too little steam 
| at one time and too much at another. 


. It has been said that the head executive’s job is to decide and to coordinate. 
. Because these tasks seem to be less spectacular, less detailed, less frenzied, his 
desk usually is the cleanest and the most orderly. 


But there is one vastly important line of work for the head executive which 
goes beyond mere regulation of the steam-pressure of a business, mere deciding 
and coordinating, a task which he can ill afford to delegate to any subordinate. 
It is the job of complaint manager, which, when you come to analyze it, is just 
about the most important one in the establishment, the job which makes or 
. breaks production, service, customers and profits. 
such, for example, as President Rea of the Pennsylvania Railroad, are never 
too busy to attend to complaints and to rectify the difficulties which arise from 
them. And the complaint file which such an executive should keep can be made ) 
. one of the most valuable collections of papers which his business has, contain- 
ing, as it must, almost no end of ideas for the upbuilding and stabilizing of his 


Really great executives, 
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$5000 


IVE thousand dollars strikes us 
as a fairly impressive sum of 
money. An addition to your 

annual sales volume equal to $5,000 
strikes us as an important consid- 
eration. To hear of a small retail 
hardware dealer having a minimum 
contract for $5,000 worth of electric 
light bulbs is an everyday occur- 
rence. 

In your town every church, 
school, store, theater, office build- 
ing, and factory uses bulbs by the 
hundred and even thousands. In 
such places lights are burned for 
many hours and the replacement 
must be a large item. Do you rea- 
lize that you can sell all of these 
local institutions under one of two 
plans? 

The average dealer has his bulb 
stock on consignment, under a so- 
called minimum contract, which 
permits him to let sub-contracts to 
large users in his town. If this lat- 
ter privilege is not in your present 
contract put it in your next one. 
While it may be true that such busi- 
ness will probably be handled on a 
small margin, its volume is such 
that it will compensate. Do not 
overlook the fact that a string of 


How to Reach That Figure Annually 


in Sales of Electric Light Bulbs 


such sub-contracts increases your 
own buying power and enables you 
to secure a very fine consignment 
or other agreement. 


If you do not wish to handle the 


large local bulb trade on the sub- 
contract basis you can easily solicit 
local factories and other large con- 
sumers as a straight merchandising 
proposition. The sub-contract, how- 
ever, appeals to us as it gives a reg- 
ular direct contact with firms and 
organizations who will be good pros- 
pects for other departments in your 
store. Assuming you had a sub- 
contract with a factory which called 
for 1000 bulbs a year, deliveries 
would be made in dozen lots and 
you would not even open the car- 
tons in which the bulbs are shipped. 
Such business would give you a 
good talking point to use when sell- 
ing the home owner at the full re- 
tail price. 

It is likely that every wired home 
in your town needs at least six 
bulbs. If you keep a list of wired 
homes it would be profitable rainy 
weather merchandising to phone 
each home on the list and inquire 
the present status of its bulb equip- 
ment. You could offer immediate 


delivery of new bulbs. Rainy days 
are usually dark days and inade- 
quate or unsuited home lighting 
equipment is particularly notice- 
able on such days. The chances are 
the woman of the house is strug- 
gling at her household duties and 
may bé hampered by insufficient 
light the very moment you call. 

For your own satisfaction and 
conviction make it a point to notice 
empty sockets in stores, churches, 
offices, homes and even theaters. 
The market in this line will astound 
you. 

H. D. Thayer, Conneaut, Ohio, in 
a 12,000 town has a minimum con- 
tract amounting to $2,000. Loew’s 
Hardware Co., Cleveland, has a con- 
tract for $5,000. Thomas F. Jami- 
son, Cleveland Heights, Ohio, has a 
$5,000 contract and exceeds it some- 
times as much as 40 to 50 per cent. 
F. M. Potter, Cleveland, always 
does better than his quota and fre- 
quent window displays have helped 
his bulb business. 

The more we think about electric 
bulbs the larger appears the oppor- 
tunity to cash in on people who 
have neglected to keep supplied. 
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Builders’ 


N the years between 1700 and 1800 the builders 
in this country laid the foundation for a style of 
architecture that has been more generally adopted 

as meeting the needs of our tastes and manner of 
living than does any other. The styles of that period 
and their developments in the years that have followed 
are known as “Colonial.” 

In those early years the styles of the several centers 
of colonization were influenced largely by the styles 
of the mother country from whence the builders came, 
at the same time being adapted by necessity and local 
environment to the requirements of their lives in their 
new homes, the French in the north along the St. 
Lawrence and in Lousiana to the south; the Puritans 
in New England; the Dutch, followed by the English, 

















3 


_ thumb la 














+ 
Chimney Iron 36° long 




















1222, 
hinge plate 22long HL Hinges Size 4; 45 


If 





4° wide across swell 














C GEPODEDTOETORERGECGEORTALE Lac RE CEDCTEEE CORRE aettenes tien CORLETERLEGCGRATERCOOREEERSEROTEGEEEOTeUEEcOGcad CLCGRETE ORDERED De CtTEEEe, 





: ar. nn _ | 7 | CF 
speck, back 

pred. Jatch ¢ oe rout 

front thumb Jatck. 








June 26, 1924 


Hardware 


Colonial Hardware 


By W.N. 


around New York; the Quakers in Pennsylvania; the 
Swedes in Delaware and Maryland; the English gentry 
in Virginia; and in a smaller way the Spanish in 
certain sections of the South. Each of these groups 
of people left their imprint upon the buildings that 
survived them, but it is to the English that we are 
largely indebted for the motifs that have been 
developed into our modern Colonial architecture. 
There are two general types of Colonial that may 
reasonably be classed as “Northern Colonial” and 
“Southern Colonial.” These 
are the natural results of the 
heredity and environment of 
oe : the two distinct classes of Eng- 
das, | lish people who produced them. 
: The religious intolerance of 
the English rulers drove to 
New England a body of sturdy 
people known as_ Puritans. 
These people, moved by a de- 
sire to worship according to 
their own ideals, came as per- 
’ manent settlers and were well 
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fitted to combat the obstacles 


that lay in their paths to new 
lives and new homes. They 
were home builders. By re- 
ligion and by necessity they 
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were a working people of simple 
tastes and their daily activities 
centered around the hearth- 
stone. The climate forced them 


“1221 to build compactly in order to 
hinge plate !4"long make it possible to keep warm 
in winter. 


The iron rule of Cromwell 
made life for the English 
gentry anything but agreeable 
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hardware, taken from the 
catalog of James Peters € 
Sons. Hardware of this 
type is usually made of 
hand wrought iron, painted 
black. Bright brass knobs 
and small parts add to 
the attractiveness of this 
style of hardware 
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from the Ground Up 


and A rchitecture the building. Hand rails, stairtreads, and doors are 


usually of mahogany, while the rest of the woodwork 
is white. The large chimney of brick or stone so promi- 
Thomas nent on the outside of homes indicates generous fire- 
places within. Where ornamentation is used either in- 
doors or out, it is generally an adaptation of the classic, 
except, perhaps, the wreaths and festoons, which are 
taken from the French or the Adam brothers of En- 
gland. An outstanding feature of every Colonial build- 
ing is the entrance doorway. The variety of styles is 
large. They always have a decided air of refinement, 
di dignity and welcome. The delightful colored photo- 
Prin nyse i pe sap tee siren oo graphs by Wallace Nutting which have become nation- 
about 1800 has been designated as “Colonial.” It is, anak meena mene 2:0 aeetetanment ioe mamta 
thus, the adaptation and interpretation of the different (Continued on page 74) 
styles of the mother country, 
permaps more than originality, ee}... a : ie eae entt or : 
that makes the “Colonial” a | | 
style of its own. eet 

Proportion and simplicity are 
prominent characteristics. The 
generous entrance hall, the 
square rooms with low ceilings 
and the wide doors and win- 
dows all produce the effect of 
informality and cordiality. <A 
circular headed window, flanked 
on either side by a narrow win- 
dow, the top of which is on the 
line of the spring of the arch 
of the central circular one, ap- 
pears in almost every build- 
ing. This style of window is_ ; 
sometimes called a palladian =: 
window. Where columns and : 
pilasters are used, as at en- 
trance porches, the Ionic capi- 
tals usually prevail. 

A prominent feature of the - 
Southern Colonial is a group : 
of columns at the main en- : 
trance. These columns are usu- - 
ally two stories in height and =: 
support the roof which extends - 
out over the front porch, all 
lending an imposing dignity to 


aristocrats of means and ‘were accustomed to English 
country life. The productive soil, the pleasant climate 
and slave labor lent themselves admirably to their 
mode of living. Their homes were designed less 
compactly than those of the North and with a view 
toward entertainment and hospitality. 














HE illustration at the 

right shows a num- 
ber of designs of “Modern 
Colonial” builders’ hard- 
ware. This group of hard- 
ware, prepared by W. H. 
Whittaker, appeared in a 
recent issue of “The House 
Beautiful” and shows in 
detail the excellent modern 
adaptations of hardware 
used in Colonial homes 
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Collects 155 “N. G.” 


Accounts 


The Retail Hardware Association of 
Philadelphia held a very lively meeting 
in Green’s Hotel on the evening of June 
19. The collection bureau showed the 
value and practicability of its operations 
when a report, involving the success- 
ful handling of 155 “no good” accounts, 
was reported by Chairman Frank A. 
Mitchell, in addition to the discussion 
of certain unreliable accounts. A not- 
able feature connected with the collec- 
tion of bad accounts involves the fact 
that collections are made on “first de- 
mand” and without the usual court pro- 
cedure. Many cases were recorded 
where amounts as great as $1,000 were 
collected within ten days, and one dealer 
reported twenty-four cases, from which 
he had received thirteen payments al- 
most immediately. During the last 
month the “Philly” dealers have moved 
$12,316.60 from old and “NG” accounts. 

While discussing the present general 
business problems, President Harry D. 
Kaiser stated that there was no cause 
for unnecessary alarm, that all must 
bear in mind that business is universal 
in its scope, and we should look up to- 
ward better and brighter conditions in 
order to insure progress and stability. 
He was of the opinion that the manu- 
facturers are men of rare judgment, 
and the reported depletion of manufac- 
tured stocks indicates they are proceed- 
ing along conservative lines to the ad- 
vantage of the trade in general. One 
retailer, who is in personal touch with 
the building trade, stated that labor 
is becoming a drug on the market and 
that as a result labor competition will 
soon become intense and along with that 
intensity will come reduced cost of pro- 
duction, and that in turn will affect 
the value of merchandise now being 
produced. J. G. Esmonde expressed his 
opinion that labor has been overbid, 
particularly in the building trades, be- 
cause of the apparent unfair competi- 
tion among builders who rushed their 
operations in order to clear themselves 
while prices were at the highest pos- 
sible point. William O. Dobson was of 
the opinion that with stock depleted 
there is a natural and universal demand 
to look forward to. He said, “We must 
bear in mind that Europe is scant on 
both material and men, which cannot 
but affect us here.” 

“Hardware Day” will be celebrated 
by a well-planned outing on. July 23 
at the Philadelphia Rifle Club. It is 
the aim of the Philadelphia retailers 
to eventually have this day officially 
recognized, when everybody in the trade 
will “close shop” and make it the one 
day of the year for complete trade jolli- 
fication. 





Saurer Purchases Johnson 
Hardware Co. 


Clayton E. Saurer has recently pur- 
chased the stock and building of the 





Johnson Hardware Co., 434-36 North 
Second Street, Barberton, Ohio. Mr. 
Saurer has been president and general 
manager of the company for many 
years and has been credited with its 
successful growth. He will continue to 
operate under the same firm name until 
Feb. 1, 1925, at which time it will be 
changed to C. E. Saurer Hardware Co. 





A. H. Crews Resigns from 
Geller-Ward & Hasner 


A. H. Crews, buyer of cutlery, guns 
and ammunition and sporting goods de- 





A. H. Crews 


partment of Geller-Ward & Hasner 
Hardware Co., St. Louis, Mo., resigns 
from that position July 1, 1924. Mr. 
Crews has made no statement regard- 
ing his future plans. His temporary 
address after July 1 is R. F. D. 2, Oak- 
town, Ind. 





Disston Branch Managers 


Meet in Philadelpkia 


Branch managers and principal dis- 
tributors for Henry Disston & Sons, 
Inc., manufacturer of saws, etc., Phila- 
delphia, Pa., attended an annual sales 
convention at the factory in that city, 
May 22-24. Among those present were 
L. L. Mather, manager for Cincinnati 
and Chicago; A. A. Gardner, manager 
of the Pacific Coast branches at Seattle, 
Portland and San Francisco; E. F. 
Cooper, Atlanta; J. A. Riechman and 
Richard Alcott of Reichman-Crosby 
Co., Memphis, Tenn.; R. E. Kelleher of 
C. T. Patterson and Company, Ltd., 
New Orleans, La., and J. A. McKay of 
R. B. McKim Company, Boston, Mass., 
and Bangor, Me. The Empire Ma- 
chinery and Supply Corporation of Nor- 
folk, Va., was represented by Walter 
Graham. 





Little Opens in Boston 
R. J. Little, West Newton Street, 
Boston, Mass., has purchased a build- 
ing on Huntington Avenue, that city, 
which, after renovating, he will occupy 
as a retail hardware store. . 
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Fisk Tires Reduced 
15 Per Cent 


Announcement by the Fisk Rubber 
Co., Chicopee Falls, Mass., of reductions 
averaging 15 per cent on its entire line 
of tires, and as high as 20 per cent on 
balloon tires was recently made to the 
trade. 

Two other manufacturers are to fol- 
low the lead of the Fisk Co. They are 
the United States Rubber Co. and the 
Firestone Tire & Rubber Co. The ex- 
tent of the proposed reduction to be 
made has not been made public. It is 
expected, however, that the old style 
high pressure tires will be cut from 
10 per cent to 15 per cent, while the new 
balloon tires will be reduced 20 per 
cent, which closely follows the reduc- 
tion schedules announced by the Fisk 
Co. The Lee Tire & Rubber Co. has 
a'so reduced prices to conform with the 
cuts made by the Fisk Co. 





New Radio Ass’n in Chicago 


The Associated Radio Manufac- 
turers is the name of a new associ- 
ation of manufacturers of radio sets 
and parts recently formed in Chicago. 
The new association which has been 
granted a charter by the State of 
Illinois while intended primarily as a 
local organization has been organized 
with a view to its ultimate expansion 
on a national basis. 

At its formation a temporary board 
of directors was elected, consisting of 
Herbert H. Frost, A. J. Carter, Frank 
Reichman, A. A. Howland and E. N. 
Rauland. This board wiil serve for a 
period of 90 days, at the expiration 
of which time an election of officers 
will be held and a board of nine direc- 
tors appointed. 

The organization committee, which 
brought about the formation of the 
Associated Radio Manufacturers, was 
composed of A. J. Carter, Herbert H. 
Frost, Fred Wellman, W. H. Huth, 
Ernest R. and Frank Reichman, E. T. 
Flewelling and Frederick W. Hill. A 
sub-committee listing Ernest R. Reich- 
man, E. T. Flewelling and W. H. Huth 
drafted the constitution and by-laws, 
which were later adopted. 





Bartlesville Hdwe. Co. Formed 


The Bartlesville Hardware Co. is the 
name of a new company recently opened 
at Bartlesville, Okla., and carrying a 
full line of hardware, housefurnishings, 
implements, etc. B. P. Oldham is head 
of the new concern. 





Schenck Opens Store 


Theodore C. Schenck, Cos Cob, Conn., 
is to open a hardware store a short 
distance from his present place of busi- 
ness. At present he conducts a grocery 
business. Previously Mr. Schenck 
ee a hardware house on the 
road. 
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J. Clarke Coit Heads 
Winchester-Simmons 


Sales 


J. Clarke Coit, manager of the Win- 
chester-Simmons Company of St. Louis, 
has recently become sales manager of 
the company’s distributing organiza- 
tions, succeeding L. E. Crandall, who 
has resigned to engage in business for 
himself. 

Mr. Coit has been in the hardware 
business all his life and rose from stock 
boy to the presidency of his own hard- 
ware business. In February he became 
president of the Winchester-Simmons 
Co. of St. Louis. In order that he may 
continue the active management of the 
St. Louis house, Mr. Coit’s headquarters 
as general sales manager will be lo- 
cated at St. Louis. 





Obituary 
Frederick Skelton 


Frederick Skelton, managing di- 
rector Canadian Shovel & Tool Co., 
Hamilton, Ont., died at his residence, 
Haslemere, Burlington, Ont., June 8. 
He was born in Sheffield, England, 
seventy-nine years ago. After gain- 
ing a thorough knowledge of the steel 
industry, he came to the United States, 
and became superintendent of the 
Terre Haute Shovel & Tool So., Terre 
Haute, Ind. In 1904 he moved to Ham- 
ilton and established the industry with 
which he was connected until his death. 
He was instrumental in founding two 
large steel companies, one in Ohio and 
one in Pennsylvania. He is survived 
by his widow, two daughters and two 
sons. 





William T. Parsons 


William T. Parsons, secretary of the 
S. B. Hubbard Co., wholesale and re- 
tail hardware, Jacksonville, Fla., died 
recently at his residence in that city. 

Mr. Parsons was born in Thomas- 
ville, Ga., November, 1863. The greater 

art of his life was in Jacksonville. 

e was connected with the hardware 
business of S. B. Hubbard company for 
forty-one years, having first traveled 
the State for the company. The past 
twenty years he served as secretary 
for the concern. He is survived by 
his wife and by two daughters. 





J. E. Grubbs 


J. E. Grubbs, Winchester, Ky., hard- 
ware merchant, died recenily follow- 
ing a period of poor health. Mr. 
Grubbs was an active member of the 
Kentucky Hardware & Implement As- 
sociation and served as president of 
that organization 1908-1909. 





Thomas J. Lindley 


Thomas J. Lindley of Jeffersonville, 
Ind., sixty-seven years of age, died on 
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June 10 of heart trouble. Mr. Lindley 
was in the hardware, lumber, seed and 
implement business. He is survived by 
his wife, Mrs. Stella Thias Lindley, one 
daughter, Miss Grace Lindley, and two 
sons, Frank I. and Claude J. Lindley, 
all of Jeffersonville. 





Edward V. McCaffrey 


Edward V. McCaffrey, vice-president 
of the McCaffrey File Co., Fifth and 
Berks Streets, Philadelphia Pa., died 





Edward V. McCaffrey 


recently at his residence in Philadel- 
phia, following a short illness. 

Mr. McCaffrey was born in Philadel- 
phia, Nov. 15, 1878, and attended pri- 
vate schools in Vineland, N. J. He en- 
tered the employ of the McCaffrey File 
Co. in the year 1896, where he rose 
rapidly, becoming secretary and vice- 
president in 1905. He was a member of 
the board of managers of the Franklin 
Institute, Philadelphia, and also a mem- 
ber of the .Manufacturers Club, the 
Philadelphia Hardware Association, and 


the Philadelphia Rifle Club. 


A. H. Condell 


A. H. Condell, vice-president Plain- 
ville Trust Co., died at his home in 
Plainville, Conn., Sunday, June 15, as a 
result of a complication of diseases. 
Mr. Condell was seventy-five years of 
age and a Canadian by birth. For 
many years he was actively associated 
with some of Connecticut’s most active 
industries, among these the Welch 
Clock Co., Forestville, which eventually 
was absorbed by the Sessions Clock Co. 





Mueller Heads Branch 
for William Zinsser & Co. 


Alfred Mueller, connected with Wil- 
liam Zinsser & Co., manufacturer of 
shellacs, 195 William Street, New York 
City, for many years, has recently been 
appointed manager of the company’s 
western branch office and factory, with 





headquarters at Chicago. 








Discuss Bankruptcy 
Problems 


_A discussion of the aims and accom- 
plishments of the Hardware and House- 
furnishing Men’s Credit Association, an 
organization having as its purpose the 
protection of creditors in bankruptcy 
cases, was a feature of a dinner held by 
that organization at the Hotel Pennsyl- 
vania, New York, June 19, 

In introducing the speakers of the 
evening Chairman Frank W. McDowell, 
credit manager of the Central Stamping 
Co., New York City, emphasized the 
steady growth of the organization, 
which starting in a small way two years 
ago, now numbers sixty of the largest 
hardware and housefurnishing com- 
panies among its members. From its 
inception, Mr. McDowell stated, the as- 
sociation has been strongly opposed to 
inadequate settlement in bankruptcy 
cases and has endeavored to secure 
adequate punishment for dishonest 
bankrupts who have sought to conceal 
assets or in other ways to defraud 
creditors. 

Edwin J. Chapman, who has been in- 
vestigating dishonest practices in bank- 
ruptcy cases for the New York Com- 
mercial, spoke of the evils of going be- 
hind closed doors for settlement, and 
urged the punishment of dishonest 


| bankrupts, even when this entailed a 


loss to the creditors. The losses occa- 
sioned by theft and banditry, Mr. Chap- 
man said, are only one-fourth of those 
caused by dishonest creditors. 

During the evening presentations 
were made to Frank McDowell and to 
I. W. Horn of Horn Bros. by Harry 
Bijur- of Bijur & Herts, attorneys for 
the association, in appreciation of their 
legal help in bankruptcy cases. Other 
speakers included I. W. Horn and Roy 
S. Soule. 





Maples with Truscon Steel 


Frederick Maples, who for a number 
of years was power director of the Long 
Island section of the Pennsylvania Rail- 
road, and who was until recently con- 
nected with Hubbard & Co., Pittsburgh, 
pole line construction materials manu- 
facturer, has become associated with 
the Truscon Steel Company, Youngs- 
town, Ohio, as manager of the newly in- 
stituted steel pole department. 





Marcus Iron Works 
New Department 


The Marcus Iron Works, manufac- 
turer of brass and wrought stamping, 
1902-10 South Washington Street, Pe- 
oria, Ill., has recently added a complete 
department for the manufacture of 
brass garden hose specialties, including 
garden hose couplings, nozzles and lawn 
sprinklers. The company’s sales will 
be conducted through the wholesale 
jobbers and garden hose manufacturers. 
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Hugh Co. Enlarges Plant 


The Hugh Co., Inc., 190 Elk Street, 
Buffalo, N. Y., which started in Buffalo 
three years ago, has enlarged its plant 
through the addition of 7000 ft. of floor 
space. This is the second extension in 
this period. This company was organ- 
ized in 1921 and manufactures and in- 
stalls industrial sheet metal work 
which includes ventilating, dust, and 
blower systems. It also has a separate 
department which manufactures metal 
stampings and specialties. E. C. Hugh 
is president of the company. 





J. W. Campbell Sails 


John W. Campbell, assistant treas- 
urer and a director of Carpenter-Morton 
Co., Boston, paints, with Mrs. Campbell 
and their daughter sailed Friday, June 
20, for an extended European tour. Mr. 
Campbell has just completed forty-two 
years’ service with his company and 
its immediate predecessor, Carpenter, 
Woodward & Morton. 





New Design in Tudor Plate 


The Oneida Community, Limited, 
Oneida, N. Y., announces a new design 
for its Tudor Plate line to be called the 
“Queen Bess.” The new design is the 
work of the same artists who are re- 
sponsible for other well known Com- 
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munity Plate designs. The “Queen 
Bess” is described as having a parti- 
cular daintiness of outline with de- 
lieate, finely wrought ornamentations. 
It is produced in the Butler fin- 
ish and has the solid silver discs at 
points of greatest wear, characteristic 
of all Oneida silverware. The new 
design will be backed up by a powerful 
advertising campaign in national pub- 
lications, such as the Ladies’ Home 
Journal, Pictorial Review, Woman’s 
Home Companion, McCall’s, Delineator, 
Designer, Good Housekeeping, Cosmo- 
politan, Red Book, American and The 
Country Gentleman, and The Saturday 
Evening Post. Dealers will have a 
special opportunity to display the new 
design in connection with the other new 
Tudor merchandising feature—the 3 
Free Chest line. The Oneida Com- 
munity will hereafter sell its 26, 43 and 
56-piece sets with a beautiful velvet- 
lined Tray-Chest which will be given 
free of charge. 


Gardner Hardware Co. 40 Years 
in Business 


For the purpose of celebrating its 
fortieth anniversary, the Gardner Hard- 
ware Co., Minneapolis, Minn., held a 
Jubilee Week, beginning June 16. The 
company was founded by H. B. Gard- 
ner, who as president, is still active in 
the affairs of the company. 
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Marvelous Mfg. Co. in New 
Offices 


The Marvelous Mfg. Co., Cleveland, 
Ohio, manufacturer and distributor of 
the Marvelous vegetable parer and 
corer, has taken offices at 324 Superior 
Street, N. W. William E. Trostler is 
president. 





Sample-Hanna Enlarges 


The Sample-Hanna Hardware Co., 
Eldorado, Ark., has added an addition 
to its present store which is 50 by 100 
ft. The old quarters are 25 by 100 ft. 
and the new addition now gives them 
frontage on two main streets as well as 
plenty of room for displaying the large 
stock of hardware. 





G. H. Bunting Sails for Europe 


George H. Bunting, president of the 
Bunting Hardware & Machinery Co., 
Kansas City, Mo., sailed June 12 from 
Quebec on the Caronia for a European 
tour. Mr. Bunting is accompanied by 
Mrs. Bunting, their daughter, Miss 
Barbara, and four sons, Albert M., 
Williston P., Clark S. and George H.., 
Jr. Mr. Bunting expects to make an 
extended tour and will probably be gone 
about a year. The tour at present in- 
cludes Great Britain, France, Switzer- 
land, Belgium, Holland, Italy, Spain, 
Germany and Monaco. 
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HELLO, MR BUSINESS-GOSH!- 
YOURE LOOKING KINDA SICK- 
WHAT'S THE TROUBLE? 














YOU'RE. LOOKING BAD,MR 
BUSINESS—VERY BAD— 
YOU GOTTA BE CAREFUL 
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YOU'RE IN A BAD WAY, MR 
BUSINESS- THE SOONER 


YOU GET TO BED THE 
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NOTHINGS THE MATTER WITH ‘YOU 
ATALL—SOMEBODY'S BEEN TELLING 

YOU YOURE SICK AN’ ‘YOU BELIEVE 
IT-1T'S IMAGINATION— LISTE 








UNEMPLOYMENT IS UNUSUALLY LIGHT 

WAGES ARE AT HIGH LEVELS— 

BANKING WAS NEVER SOUNPER— 

AUTO INDUSTRY IS VERY PROSPEROYS 

RETAIL PRKES ARE FIRN— 

FARMERS ARE WELL OFF — 
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EVERY DAY IN 
EVERY WAY I'M 
GETTING BETTER 
AND BETTER. 
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What the Saleemen Should Know 





quickly as an open exposure of ignorance. Con- 
fidence simply cannot focus on the man who does 
not know. : 

Only a few weeks ago I was in a retail store of 
more than the average size. A workman, evidently a 
carpenter, came in and asked the salesman for an 
adjustable iron block plane. “Sure,” said the salesman, 
“we've got just what you want,” and he brought one 
out for inspection. Evidently the customer was un- 
familiar with the brand. “I want a Blank plane,” he 
said. “Oh, we don’t carry that make,” said the sales- 
man jauntily, “but you'll find this just as good or 
better.” “Well,” said the customer, “I’m in a hurry, and 
this looks as though it would do in a pinch, What’s the 
price?” Right there the trouble started. The sales- 
man looked that plane over from stem to stern, and 
failed to discover anything that looked like a price 
mark. Then he hunted several minutes for the box 
which originally held the plane, but without success. 
Finally he yelled to a salesman at the other end of the 
store. “Say, Bill, what’s the price of this plane?” 
“What plane?” was his comeback. “This adjustable 
iron block that was in the front case.” “Wait a minute 
and I’ll see,” said Bill, who immediately started a price 
hunt of his own. By this time the customer was all 
discouraged. ‘‘Never mind,” he said. “I’m in a hurry 
and besides it isn’t just the plane I want.” With that 
he hustled out through the frent door. Both sales- 
men stopped their search. “Better leave it out on the 
back ledge,” Bill suggested, ‘“‘we can look the price up 
tonight.” Two days later when I happened into the 
store again, the plane was collecting dust on the back 
ledge, and the price was still a mystery. 

Selling is fundamentally based on knowledge which 
must be coupled with ability to convey that knowledge 
to others. But knowledge of the merchandise and its 


N OTHING knocks the props from under a sale so 


Ciboul “Prices 


uses is not enough. Sooner or later the customer must 
know the price, and the salesman should have this in- 
formation at the tip of his tongue. Of course he isn’t 
expected to divulge the price until he has brought out 
the value of the article, but when price is finally 
demanded he should be able to give it quickly and 
accurately. If he fails in this respect he may ruin the 
sale and nullify all his initial selling efforts. 

Even knowledge of the price alone is not sufficient. 
The successful salesman must know enough about the 
conditions governing the market to account for the 
price quoted. This is particularly true with regard 
to an article on which the price seems high, or where 
there has been a prite advance. Often the price has 
to be told after the customer has agreed that the 
article in question is just what he wants. 

The average man is inclined to be reasonable, but 
naturally his idea of value comes from his familiarity 
with past prices or prices of similar articles. He sees 
in the article only the value which his own knowledge 
gives him, but he is willing to accept new values if 
proved to him. However, he demands reasons for 
prices which are higher than he had anticipated, and 
he is entitled to those reasons. In the final analysis 
he is willing to pay for the value he recognizes. 

What does it all mean? Just this: That the sales- 
man should school himself to know prices as well as 
commodities. He should post himself daily on price 
changes. He should study market reports and the con- 
ditions which govern prices. It all sums up in one 
sentence: Know the price and the reason for the price. 
If you lack this knowledge you are not properly fitted 
to successfully close sales. 
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Inside Micrometer Is Extremely 
Accurate 


Inside Micrometer No. 264, made by 
Brown & Sharpe Mfg. Co., Providence, 
. L, has a range of measurements 
from 2 in. to 8 in. by thousandths of 
It consists of the micrometer 


an inch. 





head with % in. measuring screw, 6 
rods and one spacing collar. The 
shoulders on the rods fit into the micro- 
meter head and when in position with 
the shoulder of the rod against the 
head the first half of the inch can be 
measured. (Example, 3 in. to 3% in.) 
When the spacing collar is in place on 
the rod the last half of the inch can 
be measured. (Example, 3% in. to 
4 in.) 

The principal feature of this micro- 
meter is a clamping device. The outer 
shell of the micrometer is slit in two 
places, the metal in between the two 
slits forms a shoe which is forced 
against the micrometer thimble by 
a thumb screw. This device is a big 
improvement on this type of inside 
micrometer, as it allows the thimble to 
be locked at any reading and prevent- 
ing its turning while in use. 

The measuring ends of the rods are 
hardened and so designed that it is 
possible to adjust or compensate for 
wear by loosening the lock nut and 
turning the screw with the hardened 
end one way or the other as desired. 

The inside micrometer handle No. 
287 has been designed for use in con- 
nection with the Inside Micrometer No. 
264. This handle consists of a hook 
with an adjustable brass plug which is 
held against the micrometer head by 
turning the knurled handle. 

When measuring the diameters of 
small holes it is often difficult to hold 
the micrometer and get accurate meas- 


c 
' 





urements. With this handle the inside 
micrometer can be inserted in smal! 
holes for a greater distance than by 
the hand alone. 

The hook end of the handle fits snug- 
ly around the body of the micrometer 
and the brass plug is soft and will not 
mar or injure the tools. 





New Oil Burning Heater 
Has Noteworthy Features 


The New Perfection Kerosene-Burn- 
ing Water Heaters, made by the Cleve- 
land Metal Products Co., Cleveland, 
Ohio, are provided in several models 
and compose a complete line meeting 
practically every condition and cost 
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consideration. Two of the models are 
built around the new Superfex Burners 
which have made the Superfex Cook 
Stoves so successful. These burners 
are said to provide heat actually equal- 
ling that of the regulation gas burners. 
The use of these burners is perhaps 
largely responsible for the success of 
the new heaters, giving, as they do, 


the benefits of running hot water where 
no gas is available in quite as efficient 


a@ way as could any gas burner. 


One less expensive model is provided 
with two of the new model Extra-Fast 
This is a side 


Blue Chimney Burners. 
arm heater and is installed in exactly 
the same way as the ordinary wate. 


heater, with storage tank. Plumbers 


and hardware merchants are finding 
that the new heaters are indirectly 
opening up several other fields of sell- 
ing activity. They report increased 
installation of water systems and 
supplementary equipment such as bath 





tubs, wash bowls and kitchen sinks. 
The new features include the Thermo- 
static “Shut Off” and the “Stay Hot” 
Storage Tank. The “Shut Off” auto- 
matically turns out the flame when the 
tank becomes filled to capacity with 
hot water, while the “Stay Hot” tank, 
which is constructed like a _ giant 
thermos bottle, keeps the water hot 
enough for a bath for as lomg as 
thirty-six hours. Both these features 
help make the new heaters efficient 
and economical in operation. 


Radio Pliers Make Neat Bus-Bar 


Terminals 
The Peck, Stow & Wilcox Co., makers 
of Pexto Mechanics’ Hand _ Tools, 
Southington, Conn., has added to its 


line a new plier for radio work. This 





plier will form accurately the terminals 
or loops on radio wire and bus-bar. 

One jaw, as shown in the illustration, 
is of double barrel construction having 
two diameters for forming loops to slip 
over 6-32 and 8-32 screws. 

The plier is drop forged steel, full 
polished and is also equipped with wire 
cutter. 
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Efficient Nail Bin Counter 


The J. D. Warren Mfg. Co., 1416 
Capitol Bldg., Chicago, Ill., has recently 
developed a new nail bin counter for 
the hardware trade, known as the 
“Economical.” 

The new fixture embodies all of the 





latest ideas of merchandising and is 
just the right size for hardware stores. 
The counters are 8 ft., 6 in. long, 2 ft. 
7 in. wide, 2 ft. 7% in. high, with solid 
oak top, paneled oak front and ends 
and finished in medium tavern oak 
finish, The rear of the counter is 
furnished with galvanized steel or wood 
removable nail bins and oak front 
drawers as desired. 

The design permits the dealer to 
have as many nail bins or drawers as 
he wants and any combination of bins 
and drawers may be had. The space 
occupied by each bin will also accom- 
modate two oak front drawers, all of 
these bins and drawers being inter- 
changeable. 

The removable steel nail bins are 
sturdy in construction, well balanced 
and designed to last a life time. The 
manufacturer claims each bin will hold 
155 lb. of 8 d. common wire nails; 
the entire capacity of the counter is 
3720 lb. The wood nail bins hold 150 
lb. of 8 d. common wire nails and the 
total capacity of the counter is 2700 lb. 

The oak front drawers are par- 
titioned off with one partition and are 
used for brads, tacks, staples, small 
nails, etc. Each drawer has a solid 
oak pull with brass card frame and 
card attached. The wood nail bins also 





have a like arrangement and the steel! 
nail bins have card holders and cards 
above each bin. All bins and drawers 
are removable for cleaning and filling 
when necessary but any amount of 
merchandise may be removed from 
them easily without taking them out 
of the counter. 

This nail bin counter has been de- 
signed with the interchangeable bins 
and drawers to accommodate various 
size stocks and at the same time per- 
mits the factory to make up a standard 
unit which saves production costs and 
insures prompt delivery. 





Love & Province Buy Store 
in Silver Lake, Ind. 


Love & Province, Akron, Ohio, has 
purchased the F. & F. Hardware Co., 
Silver Lake, Ind. 
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If You Want to Know Your Goods 
Study Them Item by Item 


Some First Aid Advice to Perplexed Sales Managers 


HE Tammany Club of New York City has had 

a problem finding a leader. Out of all that 

has been published on the subject in the papers, 

one remark made by a district leader caught my eye. 

He said—“Leaders are not appointed; they grow.” 

There is a world of truth in this and the same thing 

can be said about successful salesmen, whether for 

manufacturers, wholesalers or in a retail store. Good 
salesmen, like Topsy, just grow. 


Power Developed from Within 


We are also willing to admit that there is some- 
thing in the theory of some men being “born sales- 
men.” Then too, a salesman must be a “self-starter” 
or he will not grow. After all has been said and done, 
the power must be developed from within. 

While granting all this, nevertheless, our experience 
teaches us that salesmen, like plants, can be very much 
helped in the rapidity and size of their growth by 
intensive and intelligent cultivation. Every athlete, 
even when he is naturally strong, when he was born 
strong and when he has grown up strong, still under- 
stands that if he is to be developed to his greatest 
possibilities, he must take .a course of training. Be- 
fore a great prize fight the pugilists retire to some 
out-of-the-way spot and go in training for many weeks 
previous to the grand event. Is there any doubt in 
the minds of these men about the efficacy of training? 

Of course, we all know that training for almost 
every work in life is deemed necessary, but still, we 
meet people—and some houses—judging by the way 
they run their businesses, who are under the im- 
pression that training for salesmen is not necessary. 
Their salesmen are either hired from other houses and 
are supposed to be trained, or they grow up on the 
inside of the business and are supposed to train them- 
selves. What do these salesmen think? How do 
they work the trade? Are they measuring up their 
sales opportunities? Who knows? Certainly not the 
heads of some of the houses who are handling the 
sales force. | 

“The Sales Manager” has been back from Europe 
for some time. He will now from week to week for 
some little time write about the training of salesmen. 
There is a great deal to be said on this subject that 


should be said in a simple, direct and straightforward 
manner. We will discuss the writing of weekly letters 
to salesmen, the handling of samples and the training 
of salesmen on their particular lines of goods. We 
will try to write these articles in an informal, chatty 
manner. This is the first article of the series. 

After the above introduction, we wish to tell the 
following story about the experience of a certain job- 
bing house. This house has about forty salesmen. 
This house carries a number of specialties*and has the 
exclusive agency for a number of important lines of 
goods. It also carries staple goods. During the war, 
this house did a very large and profitable business. 
Since the war, its sales have been very unsatisfactory. 
Its sales for the early part of 1924 have been especially 
unsatisfactory. Something had to be done. The firm 
employed a new sales manager. 


Lessons Made No Impression 


Now here is the first thing that developed when a 
very thorough investigation was made into the char- 
acter of the salesmen of this house. The old sales 
manager had been a very successful salesman. He him- 
self could go anywhere and sell goods. He was an 
exceedingly hard worker. He could not understand 
why some of his salesmen produced such small results. 
As he was prodded for sales by the directors of the 
business, he prodded the salesmen. He became 
irritated. His weekly letters to the salesmen were full 
of criticisms. The entire sales force under this pound- 
ing became nervous. This sales manager called the 
salesmen together for sales meetings and he talked to 
them about the lines of goods by the hour. He knew 
the line thoroughly and he was a good talker. The 
salesmen sat in these long meetings, smoked, chewed 
gum and watched the perspiring, earnest, conscientious 
sales manager as he attempted to hainmer knowledge 
of the line into them. This sales manager felt that he 
had done his best—he was certainly working. Then 
the salesmen went out and continued to sell staple 
goods at cut prices. They sold very few of the special- 
ties of the house. Their business was almost entirely 
skimmed milk with very little cream on the top. What 
was the matter? 

(Continued on page 80) 














“yy are willing to admit that there is something in the theory of some 


men being ‘born salesmen.’ 


Then, too, a salesman must be a ‘self- 


starter’ or he will not grow. After all has been said and done, the power 


must be developed from within. 


“While granting all this, nevertheless our experience teaches us that 
salesmen, like plants, can be very much helped in the rapidity and size of 
their growth by intensive and intelligent cultivation.” 
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Leaders Give New Pledges Regarding Price 


Protection Legislation 


Hearings to Be Granted Early in New Session of Congress— 
Government to Spend Seventy-five Million Dollars 


( WASHINGTON, D. C., June 16, 1924.) 


HILE the first session of the 
W sixts-ciehtn Congress left many 

things undone when it ad- 
journed a fortnight ago it adopted 
some good resolutions which ought to 
encourage business men to look for 
better things at the new session begin- 
ning next December. One of the most 
important of these pledges for the fu- 
ture was an informal agreement 
reached between Chairman Winslow of 
the House Committee on Interstate and 
Foreign Commerce and the authors of 
the pending price protection bills to 
take these measures up for public 
hearing soon after Congress recon- 
venes. 

Of course there will be those who 
with tongue in cheek will remind us 
that Winslow made a similar promise 
a year ago, but no well-informed busi- 
ness man who has paid the slightest 
attention to the spectacular proceed- 
ings of the present Congress will fail 
to understand and fully appreciate the 
reasons why the Chairman of the 
House Committee was unable to redeem 
his pledge. In making a new promise 
Mr. Winslow reflects the confidence 
shared by other House leaders in the 
ability of the majority organization to 
do business next winter in a far more 
efficient manner than was possible dur- 
ing the recent session. 


Kelly Is Enthusiastic 


Congressman Clyde Kelly of Penn- 
sylvania, sponsor of the Kelly-Stevens 
resale price bill, is very sanguine. In 
a telegram to Secretary Whittier of 
the American Fair Trade League on 
the occasion of the annual meeting of 
that organization during the past week 
Mr. Kelly said: 

“Interest in our price standardization 
bill is keen. Only congested condition 
of calendar of the Interstate and For- 
eign Commerce Committee has pre- 
vented consideration thus far. Have 
every assurance of speedy hearings 
when Congress reassembles. Congratu- 
lations on splendid work you have done 
in building up favorable sentiment. 
Confident of final success in the near 
future.” 

Chairman Winslow has not been 
afraid to go squarely on record with 


for Good Roads 
By W. L. CROUNSE 


respect to early hearings on the price 
protection bills. During a colloquy in 
the hearings on the Truth-in-Fabric 
and Merchandise Misbranding bills, 
held just before adjournment, the 
Chairman of the House Committee ex- 
pressed his interest in price protection 
legislation and foreshadowed the con- 
sideration of the pending bills early in 
the new session. 


Strong Trade Support 


In his report at the annual meeting 
of the American Fair Trade League, 
Secretary Whittier declared that im- 
portant trade elements which had never 
before taken a positive position respect- 
ing price protection are now solidly 
aligned in its favor. The support of 
wholesale and retail distributors, as 
well as of trademark producers, is prac- 
tically unanimous. 

More than 800 trade organizations, 
Mr. Whittier said, are now on record 
in formal resolutions of approval. As 
further evidence of the increasing in- 
terest in the system of maintaining 
standard prices on trademarked mer- 
chandise, ninety-three manufacturing 
concerns joined the League during the 
past year, all nationally known houses. 

The fight for standard price legijsla- 
tion has apparently resolved itself into 
a campaign of popular education and I 
thoroughly agree with Brother Whit- 
tier that along these lines supporters 
of this movement have gained more 
ground during the past year than in 
any previous similar period. 


Barnes’ Optimistic View of Congress 


President Julius H. Barnes of the 
Chamber of Commerce of the United 
States is certainly an optimist. He 
has just forwarded to members of the 
Chamber a letter in which he asks them 
not to throw brickbats at the Sixty- 
eighth Congress for the things it did 
but rather to give thanks for the things 
it might have done but didn’t do. For 
example he says: 

“There was no amendment of the 
Transportation Act even in respect to 
its labor provisions or its direction that 
as far as possible rates be framed to 
allow a fair return on investment. This 
chamber, which after 12 months of 
painstaking investigation, recom- 


mended by referendum further trial 
under the provisions of the Act before 
alterations of any kind, feels gratified 
that this has been the outcome. 
“Substantial tax relief has been 
offered and while in the progressive 
effort to determine the fair point at 
which surtaxes will stimulate business 
and not discourage enterprise it is 
regrettable that the recommendations 
of very high ability and authority were 
not fully accepted, at least some pro- 
gress on this point was made in the 
proper direction. While much of help- 
ful administrative detail was omitted, 
it is also true that harmful and unwise 
provisions of the proposed publicity of 
returns was finally greatly modified. 


Not All Political Expediency 


“While it is regrettable in our judg- 
ment that a bonus was voted to non- 
disabled veterans, yet, in all fairness, 
we must recognize that part of that 
support came from earnest conviction 
and not entirely, as generally pictured, 
from political expediency. 

“And more than all else, this Con- 
gress and the country is to be con- 
gratulated that it declined to embark 
the Government on policies of buying 
and selling and manufacturing com- 
modities, although the undoubted dis- 
tress in certain agricultural areas pro- 
vided unusual pressure. It is encour- 
aging to believe that more and more 
men in public life will realize that Gov- 
ernment intervention and competition 
in lines of private industry will under- 
mine the spirit of enterprise in all in- 
dustry and will stand manfully for 
the underlying principle that Govern- 
ment should use its authority primarily 
to preserve fair play and equal oppor- 
tunity, and in the field of private initi- 
ative and enterprise allow the resource- 
fulness of our people to solve these 
problems naturally and permanently.” 

Mr. Barnes closes with an expression 
of his belief that “informed public 
opinion is the great safe-guard to 
sound legislation and sane administra- 
tion”; hence he advocates the chamber’s 
policy of presenting the views of busi- 
ness men to Congress on all important 
occasions. 





(Continued on page 82) 
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General Market News 





Warm Weather Speeds Up Sales 
of Seasonable Merchandise 


—QOptimism Increases 


ONTINUED warm weather has resulted in a general speed- 

ing up in business in the various hardware jobbing cen- 

ters throughout the country. Stocks have been fairly low in 

many sections of the country and the advent of summer has 

occasioned a movement of seasonal goods out of dealers’ stocks 
which has resulted in reordering. 


Market sentiment has shown a decided improvement during 
the past week and there is a feeling of optimism that did not 
exist several weeks ago. The trade feels that if the weather is 
right the demand will take care of itself, and judging from re- 
cent sales it would appear that this feeling is easily justifiable. 


Few manufacturers’ price changes have been announced and 
such as have been made are largely in the nature of reduc- 


tions. 


Price changes which were made by manufacturers a 


short time ago are now being passed along by the jobbing 


trade. 


Collections are somewhat better than they were and it 


is reported from several centers that money is available for 
the financing of legitimate enterprises. 





New England Reports 
Better Business 


Slight downward adjustments in gal- 
vanized pails and tin wash boilers are 
the only new price changes noted in 
standard merchandise in the New Eng- 
land territory. Jobbers have ¢cut win- 
dow weight prices %4 cent per lb. and 
have adjusted prices on watches, but 
these changes are somewhat belated as 
manufacturers announced the prescribed 
adjustments some time ago. 

Retail dealers in New England state 
that the coming of warmer weather has 
served to speed up sales of seasonal 
merchandise to a considerable degree. 
Business for June shows a decided im- 
provement over that for May, and there 
is reason to believe that if the good 
weather continues that sales for the 
first half of 1924 will bulk larger than 
was anticipated. Dealers’ stocks are 
small but well assorted. Jobbers are 
endeavoring to eliminate slow-moving 
merchandise and are meeting with con- 
siderable success in that direction. 
Credit conditions, as far as the hard- 
ware trade is concerned, are easier than 
they were a few weeks ago. 





Cleveland Jobbers Announce 
Reduction in Wrenches 


Stocks of seasonal merchandise are 
moving more rapidly in Cleveland than 
they have for several weeks past. Gen- 
erally speaking, the trade is optimistic 





regarding the future, provided, of 
course, that the present warm weather 
continues. Retail stocks are well bal- 
anced, and buying, although conserva- 
tive, has improved. Labor conditions 
in northern Ohio are fair, and the same 
may be said of collections. 

Cleveland jobbers announce a reduc- 
tion of almost 20 per cent in Trimo and 
Stillson wrenches and a new list on 
Ingersoll watches. Coasters, roller 
skates, mixed paints and ovens are 
moving well, and recently adopted leg- 
islation regarding the muzzling of dogs 
in Cleveland and the vicinity has re- 
sulted in excellent business on dog muz- 
zles and leaders. 


No Price Changes 
in New York 


Little of outstanding interest oc- 
curred in the New York wholesale mar- 
ket during the past week and no price 
changes, other than a few minor read- 
justments, were reported. Business, 
generally, is continuing to improve, as 
retailers are coming more and more 
into the market to replenish stocks 
that are moving more rapidly in con- 
sequence of improved weather condi- 
tions. Improvement is reported in the 
demand for mowers, sprinklers, hose 
and other seasonable items. There is 
also continued interest for general and 
shelf hardware. Collections are re- 


ported as being generally good. 


‘Chicago Optimism Increases 
as Good Weather Arrives 


Optimism in Chicago has increased 
100 per cent with the advent of warm, 
seasonal weather which has been ex- 
perienced during the last few days. 
If the present weather continues it will 
mean an improvement in the purchas- 
ing power of the agricultural dollar 
and the moving of a _ considerable 
amount of seasonal merchandise. 
Orders are decidedly numerous albeit 
the individual order is small and their 
sum total is footing up into worth 
while figures. 

No price changes of any consequence 
were issued by distributors in this 
center during the past week. Turpen- 
tine declined 3 cents per gal. and 
linseed “oil held steady. Other prices 
were holding at former levels, which in 
many cases are lower than at the be- 
ginning of the season. There is no 
news of contemplated declines for the 
near future’ although conditions 
throughout the territory may bring out 
some price cutting of a local nature. 





Pittsburgh Expects 
Improvement 


Market sentiment has improved dur- 
ing the past week, but this has not as 
yet reflected itself on the profit side of 
the ledger. The steel industry, both in 
point of orders and production, is at 
low ebb. Mills are operating at from 
30 to 40 per cent of production. There 
is, however, a firm feeling that the 
worst of the slump has passed and that 
the trade may look for a recovery in 
August or early in September. 

Building construction continues to be 
the most promising phase of the steel 
business. Building costs have decreased 
somewhat and this has stimulated an 
increase in new work. Prices of steel 
products and related lines have not 
changed. Pig iron, however, is lower 
and there have been decreases during 
the past few days of at least 50 cents a 
ton. 


Seasonal Demand Improves 
in Twin Cities 

Market conditions continue rather 
quiet and there have been no price 
changes of importance. There has been 
a slight reduction in hog and cattle 
fence wire, as well as in the smooth 
wire. With the improvement in the 
weather there has been a noticeable 
improvement in the sales of seasonal 
items. Garden tools, hose and other 


warm weather merchandise are selling 
better than they have in some time. 





Auto accessories are also moving well. 
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Chicago Trade Optimistic for Future 
as Weather Improves—Prices Firm 


(Chicago office of HARDWARE AGE) 


r NHERE has been practically no change in the market 
situation during the week. Distributors did not an- 
nounce any important price changes, reports on the 

volume of business do not show any material improvement 

over the previous week and there is little or no talk of 


lower prices in any section. 


It is quite evident that lower prices have not increased 
In almost every line that has 
been cut it has not been found that the volume has in- 
This indicates that mer- 
chants are watching conditions very closely and are buy- 
ing only what they need. Orders are extremely numerous 
but small and the sum total, however, is mounting into 


the volume of business. 


creased to any great degree. 


decidedly comfortable sales figures. 


AUTOMOBILE ACCESSORIES.—Bet- 
ter weather has brought out a healthier 
demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c each; 
Regular, 58c each; Champion X, 45c 
each; lots of 100, 41c each; Champion 
Blue Box line, 53c each; A. C. Titan, 
58c each; lots of 100, 56c each; A. C. 
Special Ford, 44c each. 

Spot Lights.—Anderson, No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 
each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 6, 
S90c each; National Standard, No. 21, 
$1.20 each. 

Pumps.—Rose 1%-in. cylinder, $1.55 
each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—38x3% non-skid 
fabric, $8.65 each; cord, $11.60 each; 
gray inner tubes, 30x3%, $1.30 each; 
red inner tubes, 30x3%, $1.80 each. 


AXES.—Demand continues fair. No 
price changes rumored. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BASEBALL GOODS. — Sales have 
shown improvement during the week. 


BOLTS AND NUTS.—It is generally 
believed that prices are as low as they 
will go. Sales are normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50-5 per cent discount; small 
carriage bolts, rolled thread, 50-10-5 
per cent discount; machine bolts, cut 
thread, 50-10-5 per cent discount; 
small machine bolts, rolled thread, 
60-5 per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60-5 per cent discount. 


BUILDERS’ HARDWARE. — Sales 
continue to be good and distributors 
look for a big demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3144x3% steel butts, old 
copper and dull brass finish, $3.66 per 
doz. pair; 4x4 steel butts, old copper 
and dull brass finish, $4.92 per doz. 
pair; heavy steel bevel inside sets, 
case lots, $7.80 doz.; steel bit-keyed, 
front door sets, $1.90 per set; wrought 
brass bit-keyed front door sets, $3.25 
per set; cylinder front door sets, $7.50 
per set. 


CHAIN.—Seasonal lines moving well. 


FIELD FENCE.—Demand fair; 
provement should be noted in fall busi- 
ness. 


FILES.—Prices holding steady; 
mand normal. 


Manufacturers and jobbers have reduced prices as low 
as they can under present operating costs and further 
reductions will be possible only at a sacrifice. 
the fact that reductions have not brought out a greater 
volume of business it is believed that future reductions 
will not likely occur on a great scale unless competitive 


Due to 


conditions in certain sections make such action necessary. 


The outlook for the future is very encouraging because 
of better weather conditions, the improvement of the pur- 
chasing power of the agricultural dollar and the fact that 
stocks of merchandise in the hardware field are not heavy. 

There is more activity in the raw material market than 
there was a week ago and steel mills are finding that man- 
ufactured stocks are not heavy as orders are specifying 


immediate delivery. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.50 per 100 Ib.; Tenso coil chains, 
50-10 per cent off list; No. 004% elec- 
tric welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
Prices holding steady; 
tinues good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


DOOR SPRINGS.—These lines are 
showing a nice volume of sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect, No. 2, 35c 
doz.; No. 3, 40c doz.;: No. 4, 44c per 
doz.; No. 5, 52c per doz.; No. 6, 63c 
doz.; No. 7, 70c doz.; Reliance, light, 
$1.80 doz.; medium, $2.50 doz.; heavy, 
$3.75 doz.; Torrey’s, $3.60 doz. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Volume of sales quite satis- 
factory at this time. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single Bead Lap Joint 
Gutter, 5-in., $4.75 per 100 ft.; Cor- 
rugated Conductor Pipe, 3-in., $5.10 
er 100 ft.; Plain Ridge Roll, 1%-in., 
4 per 100 ft.; Corrugated Conductor 
Elbows, 3-in., $1.36 per doz. 


ELECTRICAL MERCHANDISE.—No 
price changes during the week; demand 
satisfactory. / 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber covered 
wire, $7.25 per 1000 ft.; in 1000-ft. 
lots, $7; No. 18 lamp cord, $15 per 100 
ft.; in 1000-ft. lots, $13.75; %-in. 
brush key sockets, 20c each; two- 
way plugs, 60c each; in lots of 10, 
52c each; one-piece attachment 
plugs, 13c each; two-piece attachment 
plug, 12c each; dry cells, boxes of 
50, 30%c each; less than case lots, 
34c each. 


EYE HAMMERS AND SLEDGES.— 
Prices remain unchanged; orders con- 
tinue very satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5-lb. and heavier, 
10c per Ib. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 61% per 
cent discount from lists. 


We quote from jobbers’ stocks 
f.o.b. Chicago: American files, 60-16 
per cent off list; Nicholson files, 50 
per cent off list; Disston files, 50-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


demand con- 


im- 


de- 


GALVANIZED AND TIN WARE.— 
Pails are still somewhat scarce with 
firm prices. Tubs are slow and some 
sectional price weakness has developed. 


We quote from jobbers’ stocks, 
“f.o.b. Chicago: Competition galvan- 
ized aftermade water pails, not made 
of galvanized sheets with seams ce- 
mented, 8-qt., $1.95 doz.; 10-qt., $2.20 
doz.; 12-qt., $2.40 doz.; 14-qt., $2.75 
doz.; galvanized wash tubs, No. 1, 
$6.50 doz.; No. 2, $7 doz.; No. 3, $8 
doz.; 2-gal. galvanized kerosene can 
(tin breast), $4.50 doz.; 1-bu. galvan- 
ized baskets, $7 doz.; galvanized 
aftermade water pots, in original 
crates, solid breast, 8-qt., $6 doz.; 
10-qt., $7.25 doz.; 12-qt., $8.35 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales have not shown the 
expected improvement. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden Hose, good 
quality, molded hose, %-in., 10%c 
per ft.; %-in., 138c per ft.; 3-ply, 
good quality, wrapped, %-in., 10c 
per ft.; %-in., 12c per ft.; 4-ply, 
good quality, wrapped, %-in., 12c per 
ft.; %-in., 14c per ft.; 5-ply, good 
quality, wrapped, %-in., 9c per ft.; 
%-in., lic per ft. Lawn Sprinklers, 
Rain King, $28 doz.; Original Foun- 
tain Sprinkler, $8 doz.; Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—There con- 
tinues to be a brisk demand for plate 
glass, while sales on window glass are 
not quite so good. Prices are un- 
changed. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25- 
in. bracket, 85 per cent discount; sin- 
gle strength A, 34 to 40-in. bracket, 
84 per cent discount; single strength 
A, all other brackets, 83 per cent dis- 
count; double strength A, all sizes, 
84 per cent discount. Putty—Pure 
grades, $3.50 per 100 lb.; commer- - 
cial, $3.20 per 100 Ib. 


HATCHETS.—Sales said to be very 
satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; Medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ol hatchets, No. 2 broad, $10.50 
oz. 


HANDLED HAMMERS.—The demand 
on better grades has shown improve- 
ment. 


We ate from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-0z. machinist hammers, $7.85 
doz.; Medium quality, 16-oz. nail 
hammers, $6 doz. 
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HANDLES, TOOLS.—Prices are hold- OIL STOVES.—Warm weather has in- SASH CORD.—Sales continue on fair 





ing firm, with a fair demand. creased demand. volume basis. 
’ We quote from jobbers’ stocks, We quote from jobbers’ stocks, 
tae Gia pene: FSM, f.o.b. Chicago: Old line New Perfec- f.o.b. Chicago: No. 7 standard brands, 
Axe ote, «EN 1 hickory $4 tion 2- burner stoves, $17 each list; $10.75 per doz. hanks; No. 8, $12.3 30 
doz.; No. 2, $3 doz.; second growth 3- orner $22 —_ aon <-baraey, 7 per doz. hanks. 
° x eac s new improve ew errec- ne 
hickory, $5 ie noe tion 2-burner, $22 each list; 3-burner © SASH PULLEYS. — Demand fair; 
Hatchet and Hammer Handies.— forces Raw Ryn aoeae ies = , or prices holding steady. 
He Mg gy pee second giewee 3-burner, $45 each list; 4-burner, We quote from jobbers’ stocks, 
ie $58.50 each list. All subject to 30 f.o.b. Chicago: Common sash _pul- 
HANDLES, AGRICULTURAL.—Sales per cent discount. Lots of ten or leys, 50c doz. ; barrels, b4c doz. x Com- 

; M . mo e ect t 30- er ent mon ense, -1n., Cc OZ. ; arreis, 
are fairly good but improvement is ex- oo ject to per c¢ ie dare ts tak ie Sent tee 
pected with the harvest demand. 48c doz. 

f.o.b. Chicago: 


We quote from jobbers’ stocks, 7] SCREEN DOORS.—Slight improve- 


Hay Fork’ Handles. — Straight, ment noted in volume. 

















chucked and bored, best grade, 4%- W M , 

vi gp hy 6-ft by! 0 dos . * ) orth Twice PP loan jobbers stocks, 
~{t. 0z.; o-ft. 02. ' “Screen Doors.—No. 2-8x6-8 

4ig-ft., $2.40 doz.; §-ft., $2.80 doz. the Amount : 

Hay oe endian. —Bent, ns = as ag ed : “$xb-8, 6 ~ $28.20 
an ore est grade with strap, i Ss 
feerule Gua cam, Tutt. oCee dea: “HARDWARE AGE, Pte ony 2433 $6.0 No. 1883, $5.30 
5-ft., $8.50 doz.; XX bent, with strap, « 5 | Ani 
ferrule and cap, 4-ft., 96.60 dos.; 4%4- New York City. SCREWS.—Sales are running from fair 

° _ éé e . ° ° 
aly Bt 66.60 ‘s0cn’x "4 vere | Gentlemen: to good. Recent price reductions did 
ft, $3 dos. : boft., $3.40 doz. il “Enclosed find check for two not bring out an extra large volume of 
n —_— . . 

grade, 4-ft., $4.75 doz; 444-ft.,. $510 years’ subscription to HARD- orders. 
doz.; XX bent, 4-ft., $4.15 doz.; 4%- Ww te f bbers’ tock 
ft., $4.40 doz.; X bent, 4-ft., $2.60 beaagenn AGE. , , Pm hg , odie AE hoam. “bright 
doz. bie yr -~ =o. XX 41-ft., We would not be without it screws, 80-5 per cent new list; round 

arden oe andles.— ° 1 head blued, 78-5 per cent new list; 
$3.45 doz.; X 4%4-ft., $2.40 doz. for twice this amount. flat head brass, 76-5 per cent new 
$5.08 doz WT eut 35 dex “Yours truly, list; round head brass, 74-5 per cent 

‘ 4 -ft., ' new list; , - t 

Shovel Handles.—Regular patie, “T S. BRAD list. « — vical eine ab 
XX 4%-ft., $5.90 doz.; X 4%-ft., $3.96 > LEY, oe 
Gos. spy handle, best grade, $7.95 “Bradley’s Store, SOLDER AND BABBITT METAL.— 
“Spade ae 2 ogee ra, a “Vergennes, Ill.” Prices are holding at present levels 
grade, $7.75 doz.; X grade, $6 doz. H) during the week. 

HINGES.—Good volume of sales re- We quote from jobbers’ stocks, 
° : f.o.b. Chicago: Warranted 50-50 
re gene yp ca . PAINTS AND OILS.—Turpentine de- solder, = per 100 Ib. ; medium, 45-55 
e quote from jobbers’ stocks, : - ‘ : solder, per * nners’ 
f.o.b. Chicago: Heavy strap hinges, clined 3 cents. Linseed oil unchanged. 40-60 solder, $29 per 100 Ib.; high 
in bundles, 4-in., $1.26; 5-in., $1.74; We quote from jobbers’ stocks, speed babbitt metal, $20 per 100 Ib.; 
6-in., $2.12; 8-in., $3.54; 10-in., $5.43 f.o.b. Chicago: ee 4 bubbitt metal, $11 
ee ee oom Ay vp 8 K¥ Tt Linseed Oil.—Raw, barrel lots, $1.10 ier ‘ 
6-in., $2.52; 8-in., $4.30; 10-in., $6.13 per gal.; 5-barrel lots, $1.05 per gal. STEEL SHEETS.—Demand still quiet; 
er dos. pairs. Linseed Oiji!.—Boiled, barrel lots, : 
p P $1.12 per gal.; 5-barrel lots, $1.07 per prices weak. 
ICE CREAM FREEZERS. — Sales gal We quote from jobbers’ stocks, 
show considerable improvement. oad Turpentine.—Barrel ey: ee pee f.0.b. Chicago: 28-gage galvanized 

We quote from jobbers’ stocks, Denatured Alcohol.—Barrel lots, a Pte a, 4 4g =: sane 
f.o.b. Chicago: White Mountain, 1-qt., 55c per gal. : 
oe list; ‘at, = 7 oe 3-at., Mg 2 eo kegs, oa pe WHEELBARROWS.—Prices are con- 

. St; -qt., s -qt., eg; egs er keg; . . ; 
$10.45 list; 8-qt.. $13.50 list: 10-qt. 1b, gs $2. i our — Dp sidered favorable, with a good volume 
18 _ list; Le er B oes. S ap Dry Paste. ~_Barrel- lots, 6c per Ib. of sales reported. 

S -q Shellac.—(4-lb. goods) boageos $3.50 , 
ae es Arctic 1-qt., $4 list; . “at. per gal.; orange, $3.25 per kine chieago: "Common wood. bar: 

‘80 list; 6-at., $8.60 list; 8-at. $11.16 $3.50 to $6.75 per 100 Ibs. barrows, $4.25 each: steel } 4 
list. All the above less 50 per cent aes tinny 6 each; steel leg garden 
tak, thah cau: Se eli PYREX WARE.—Prices remain un- arrows, 96 enc 
$5.30’ cach; dat, $6.68 each,’ «= changed; demand fair. WIRE GOODS Demand is ssid to be 

LAWN MOWERS AND GRASS ; we Fe <n an Sobbere’ stocks, good sey = on ero 
a ©. 0 ° e quote from jo rs’ stocks, 
— Sales very good last neread pyre— He. 212, $7.20 doz.; t.0.b. Chicago: No. 8 black annealed 
8 . ’ . wire, per 10 s.; catch weight 
. Casseroles.—Round, No. 167, $12 spool galvanized cattle or hog wire, 
f. _ Chicag a ee. oe doz.; No. 168, $14 doz.; No. 183, $12 $4.22 ho 100 1lb.; 80-rod pont gal- 
og “tan ah -ummsbis < Gia timate doz.; No. 184, $14 doz. vanized hog wire, $3.65 per spool; 
5 holte than. wnaneie $13.75 onan: Casseroles.—Oval, No. 193, $12 doz.; No. 9 galvanized plain wire, $4 per 
16-in., ball bearing, eg yrs = No. 197, $14 doz. 100 lb.; polished fence staples, $3.89 
wheels, $10.95 each; 16-in. plain bear- Pie Plates.—No. 202, $6 doz.; No. per 10 Ie; leemess binck wire 
ing, 4-knife, 10%-in. wheels, $9.50 203, $7.20 doz.; No. 209, $7.20 doz. cloth, $2.10 per 100 sq. ft.; 12-mesh 
cnn: Sci a : Tea Pots.—2-cup, $20 doz.; 4-cup, galvanized wire cloth, $2.45 per 100 
ach; 16-in. ball bearing, 4-knife, 9 Ss ft.. 14-mesh bronze wi loth 
in. wheels, $9.50 each; 16-in., plain $24 doz.; 6-cup, $28 doz. Po ges Ag > yoy gg Re go 
bearing, 4-knife, 9-in. wheels, $8.10 Utility Pans.—No. 231, $8 doz.; No. geod ad. evans . 
: , fore poultry netting, 45-10 per cent 
each; 16-in. ball bearing, 4-knife, 8- 232, $14 doz. 
in. wheels, $8.60 each: 16-in plain : discount; galvanized after poultry 
bearing, 3-knife, 8-in. wheels, $6.40 ROOFING AND PAPER. — Active netting, 45 per cent discount. 
—_ BS ER cag a a sales are reported on present price WRENCHES.—-Sales have not im- 
for 14 to 16-inch mowers, full pack- levels. proved materially despite recent reduc- 
ge yg Mie 5 ain tee ce We quote from jobbers’ stocks, tions. 
ages, $9.60 doz.; plain bottom, can- ee, Sends heen Ste pe We quote from jobbers’ stocks, 
vas, for 18 to 21-inch mowers, $7.60 square; best tale surfaced, $2.35 per f.o.b. Chicago: Agricultural wrenches, 
doz.; plain bottom, canvas, for 12 square; medium tale surfaced, $1.65 r+ al cent off —_ ey wrenenes, 
to 16-inch mowers, $5.90 doz. per square; light talc surfaced, $0.95 Ltt a Pape > — 28 pose 
NAILS.—Demand is good, but it is not oo Ser red rosin sheathing, $62 hamdia weenehen, 66-00 per cent. off 
thought that recent reductions influ- list; Stillson, 70 per cent off; Trimo, 
enced sales to any great degree ROPE.—Hay rope in good demand; = 1) per emo. fact 
° . e quote f.o actory: 

We quote from jobbers’ stocks, prices firm. Snap-On Wrenches.—No. 101 Mas- 
f.o.b. Chicago: Common wire nails, We quote from jobbers’ stocks, ter Service set, $15.25; No. 202, Heavy 
$3.65 per keg base; cement coated, f.o.b. Chicago: No. 1 Manila, standard Duty set, $8: No. 404, Universal 
$3 per keg base. The extra for brands, 17% to 19%c per Ib.; No. 2 Socket set, $7; No. 505B, Screw 
galvanized nails is now $2.25 for Manila, 16% to 18%c per Ib.; No. 1 Driver set, $3.40. All Snap-On 
aoe 9 longer; $2.50 for shorter — ise to 164ee G ~~ lb.; No. 2 haat ga less 40 per cent, f.o.b. Mil- 
than 1-in. sisal, o c per Ib. waukee. 
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June 26, 1924 


Seasonal Merchandise in Good Demand 
in ‘Twin Cities—Prices Unchanged 


(Minneapolis office of HARDWARE AGE) 


OTH retail and wholesale hardware demand remains 
B rather quiet, although there is a fairly good demand 
Prices remain firm. 


for seasonable items. 


BUILDERS’ HARDWARE.—Sales are 
fairly active, although considerably 
below previous expectations. Despite 
present conditions, there is still a large 
number of building permits being is- 
sued. 


AXES.—Sales continue fair; stocks 
good; no price changes. 
We quote from jobbers’ stocks, 


Single bit axes, 


f.o.b. Twin Cities: 
double bit axes, 


base weights, $14; 
base weights, $19. 


BOLTS.—Sales_ slow; 
prices not very firm. 
We quote from 
f.o.b. Twin Cities: Small and large 
carriage bolts 50-10 per cent; small 
and large machine bolts 50-10-10 per 
cent from lists. Stove bolts 70 per 
cent; lag screws, 60 per cent from 
standard lists. 


BRADS.—Sales continue to be fairly 
good; stocks ample; prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 


CHURNS.—Sales fair; 


prices as last quoted. 


stocks good; 


jobbers’ stocks, 


stocks good; 


We quote from jobbers’ stocks, 
f.o.b Twin Cities: Barrel Type 
Churns, 40 per cent from standard 
lists. 


COASTER WAGONS.—There contin- 
ues to be a good retail demand for 
coaster wagons; stocks good; prices 
show no change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto Wheel coast- 
er wagons No. 60, $5.50 each; No. 61, 
$6.44 each: No. 62, $7.03 each; No. 63, 
$7.72 each; Overland coaster wagons 
33%, per cent from factory lists; all 


steel coaster wagons, 50 per cent 
from list. 
EAVES TROUGH, CONDUCTOR 


PIPE AND ELBOWS.—Good demand 
for this line; stocks good; prices sta- 
tionary. 

We quote from 
f.o.b. Twin Cities: 
joint single bead, 5-in., $5.25 per 100 
ft.; 3-in., 28-gage conductor pipe, 
$5.40 per 100 ft.; 3-in. conductor el- 
bows, $1.73 per doz. 


jobbers’ stocks, 
Eaves trough, lap 


FILES.—Sales remain fair; stocks 
good; prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade files, 
50 per cent; second grade files, 60 per 
cent from standard lists. 


FREEZERS.—Slightly better demand. 
Weather has not been sufficiently warm 
to create any heavy demand; stocks 
good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
and Arctic Freezers, 50 per cent dis- 
count from respective lists; Alaska 
Freezers, 20-10 per cent from lists; 


Auto vacuum freezers, 33% per cent 
from lists. 


GALVANIZED WARE.—Sales fairly 
good, general 
prices steady. 


conditions considered; 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1, 
galvanized tubs, $6.85; No. 2, $7.75; 
No. hn $8.95; heavy galvanized tubs, 
No. 1, $12; No. 2, $13.25; No. 3, $14.50; 
eB galvanized ai 
$2.55; 12-qt., $2.90; 14-qt., 
qt., stock pai , $5; 18-qt., 
$5.75 per doz. 


HAMMERS AND HATCHETS.—Sales 
good; stocks ample; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; Plumb 
HF81, $12; Riverside 611% $12; Plumb 
broad hatchets No. 2, $17.15; Plumb 
— No. 2, $13.15; Plumb claw 

£14. 40 per doz. 


HOSE.—Fairly active demand for gar- 
den hose; stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Garden hose, com- 
petition grade, 3-ply, %-in., 9c. per 
ft.; 5-ply, 10%c. per ft.; %-in. molded 
hose, 12c. per ft.; %-in. hose is about 
one cent less per it. 


LAWN MOWERS.—Volume of sales 
this season below those of last year; 
stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best standard 
grades of lawn mowers, 25 per cent 
from lists; 16-in. ball bearing mowers 
in ordinary grades, $9.00 to $10.50 
each according to quality. 


NAILS.—Sales good; stocks ample; 
prices remain firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Smooth wire nails, 
$4.00 base, per keg; cement coated 
nails, $3.40 base. 

PAINTS.—Jobbers report a very heavy 
demand for fill in orders of paints; 
stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second grade 
house paints, $2.10 per gal.; best 
white lead, $12.83 per cwt. 


POULTRY NETTING.—Demand slow- 
ing up; stocks good; prices show no 
change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Haxagon Poultry 
a 45-5 per cent from standard 
ists 


ROPE.—Sales fair; stocks good; prices 
as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
manila rope, 19%c. per Ib. Best 
grades of sisal rope, 16% c. per Ib. 


SANDPAPER.—Steady demand; stocks 
good; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 


‘stock pails, 


sandpaper, per ream, $5.85; second 
grade, No. 1, per ream, $5.25; Garnet 


No. 1, per ream, $16.50. 


SCREWS.—Sales remain fairly good; 
stocks ample; prices shaded on large 
orders. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws, 721% per cent; flat head 
japanned, 67% per cent; flat head 


The fishing season opened on June 15, and there was a 
very good demand for fishing tackle of all kinds. 
hose, law mowers, etc., are moving quite freely. Collec- 
tions continue to remain rather slow. 


Garden 


brass screws, 70 per cent; round head 
brass, 67% per cent. 


TRANSPARENT WARE.—Sales re- 
main good, other conditions considered; 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware, 
No. 101 casseroles, $1.33 each; No. 
197 casseroles, $1.11 each; No. 202 pie 
plates, 50c.; No. 210 pie plates, 67c.; 
No. 212 bread pans, 60c.; No. 231 
utility pans, 67c.; 
2-cup, $1.67 each; No. 24 tea pots, 
4-cup, $2 each; No. 36 tea pots, 6- 
cup, $2.33 each. 


SASH CORD.—Demand remains fair; 
stocks good; prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. g. 
86c. per lb.; ordinary grades No. 8, 
56c. per Ib. 


SASH WEIGHTS.—Sales good; stocks 


good; prices as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, $2.50 
per cwt. 


SOLDER.—Sales remain rather quiet; 
stocks good; prices show no further 
change sisce last week, but are not 
very firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed Half 
and Half solder, 30%c. per Ib. 


STEEL SHEETS.—Sales small; stocks 
ample; prices shaded for any real busi- 
ness. 


‘We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28-gage galvanized 
steel sheets, $5.95 per “cwt.; 28-gage 
black steel sheets, $5.05 per cwt. 


TIN PLATE.—Sales fair; stocks good; 
no — in prices. 


quote from jobbers’ stocks, 
Pe Twin Cities: Tin plate, Furnace 
Coke, ICL 20 x 28, $14.75 per box; 
Roofing tin, IC 20 x 28, 8-lb. coating, 
$14.25 per box. 


WINDOW SCREENS AND SCREEN 
DOORS.—Demand considerably im- 
proved; stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 24-in. Sherwood 
adjustable window screens, $7.40 per 
24-in. Wabash extension, $6.50 
Common screen doors, 2-8x 
$2820 per doz.; Fancy screen 
doors, 2-8x6-8, $32.30 per doz. 


WIRE.—Demand only fair; stocks 
good; there has been a slight reduc- 
tion in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire paint- 
ed cattle, 80-rod spools, $3.51; gal- 
vanized cattle wire, $3.77; Painted 
hog wire, $3.76; Galvanized ‘hog wire, 
$4.04; No. 9 black annealed, $3.90; 
No. 9 galvanized annealed, $4. 35 per 
cwt. 


WIRE CLOTH.—Demand good; stocks 
ample; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth, 


12x12 mesh, $2.20 per 100 sq. ft.; Gal- 
vanized cloth, 12x12 mesh, $2.70 per 
100 sq. ft. 
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Advent of Summer Weather 


Speeds Up Reordering 
in New York Market 


USINESS in the New York wholesale market continues to evince 
more animation than heretofore, and the prediction is being fre- 
quently heard that before the expiration of the month June sales will 


attain very satisfactory proportions. 


The advent of better weather 


conditions has resulted in a notable increase in the volume of reorder- 
ing and continued improvement in this respect is foreseen by jobbers 


in the metropolitan area. 


No price changes of importance were reported during the past week 
with the exception of the minor readjustments. Improving interest 
is reported in the demand for mowers, sprinklers, hose and other 


seasonable items. 


General and shelf hardware is also in good demand, 


and supplies, except in the case of a few standard lines, are adequate. 
There is also an active movement of wire products; and the increase 
in sales in the New York market, and throughout the country as well, 
indicate in unmistakable fashion a genuine demand for goods. 





Continued Interest 
in Netting 


The demand for poultry netting and 


wire cloth continue with prices firm. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Netting.—From New York 
stocks, 40-42% per cent; f.o.b. Pitts- 
burgh, 45-5 per cent. 

Wire Cloth. Fig suited quotations, 


f.o.b. New Yor 
Black a 4 ‘bloth, 12-mesh, $2.30 
12-mesh, 


per 100 

Getvaniaed wire cloth, 
$2.75 per *" sq. ft.; 14-mesh, $3.25 
per 100 sq 

Copper “wire cloth, 14-mesh, $7.25 
per 100 sq. ft. 

Bronze, Ti 4- mesh, $7.50 to $7.75 per 
100 sq. ft.; bronze, 16-mesh, $8.95 
per 100 s 

Wire cloth, galvanized square mesh 
cloth, %-in. ‘mesh, $5 per 100 sq. ft.; 
34 -in. mesh, $5.25 per 100 sq. ft.: 
%4-in. mesh, $5.50 per 100 sq. ft. 


Rake Sales Good 


There is an active demand for rakes 
with stocks adequate and prices firm. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Wooden Rakes.—Wooden hay rake, 
12 teeth, two bows, 40c. each; same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 
24 teeth, 55¢c. each; same with 3 
aluminum steel bows, 24 teeth, 72c. 


each. 

Ladies’ Lawn Rake.—Two wood 
bows, 18 teeth, varnished head, 5- 
ft. handle, 50c. each. 

Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, se- 
curely fastened to head, pinned teeth 
and head, 55c. each. 

Genuine Yamada lawn rake, 95c. 


each. 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth; 
5%- -ft. ash handle, 12 teeth, 77c each; 
14 teeth, 8lc each; 16 teeth, 89¢ 
each. Malleable, 12 teeth, 32c each: 
14 oo 36c each; 16 ‘teeth, 40c. 
each. 


Builders’ Hardware 


Sales Good 


The widespread building boom 
throughout the country is continuing 
to. stimulate the sale of builders’ hard- 


ware. 
in good supply. 





Prices are holding and stocks 


Jobbers’ quotations to. retailers, 
f.o.b. New ork: 

Mortise inside lock sets, 
bevel, round end, 68c. per set. 

Front door sets, single door, square 
bevel and round end, $1.85 per set. 

Bath room sets, glass knob, $1.70 
per set. 

Butts, 3% x 3% in., F and D2, 24%6c. 
per pair in case lots; 27c. per pair for 
less quantity. 


square 


Mowers Selling Well 


The long continued rainy spell which 


has served to stimulate the growth of 
grass has resulted in an active demand 
for mowers. 
stocks adequate. 


Prices continue firm, and 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Lawn Mowers.—Plain bearing, 8-in. 
drive wheels, 5-in. reel, 3 steel knives, 
screw adjusting, 12-in., $5.60 each; 
14-in., $5.85 each; 16-in., $6.25 each; 
18-in., $6.65 each. 

Ball-bearing lawn mowers, self- 
adjusting 8-in. drive wheels, 5%-in. 
diameter reel, screw adjusting cut- 
ter bar, 3 steel knives, 12-in., $7.25 
each; 14-in., $7.60 each; 16-in., $7.95 
each: 18-in., $8.30 each. 

Ball-bearing lawn mowers, §self- 
adjusting, 9-in. drive wheels, 5%-in. 
diam, reel, 4 self-sharpening knives, 
14-in., $9.15 each; 16-in., $9.50 each; 
18-in., $9.85 each. 

Ball-bearing lawn mowers, self- 
adjusting hardened cones, 10%-in. 
open drive wheel, 4 self-sharpening 
knives, 6-in. diameter reel, 14-in., 
$10.35 each; 16-in., $10.90 each: 18- 
in., $11.45 each; 20-in., $12.10 each. 

Self-adjusting, ball-bearing lawn 
mower, 10%-in. wheels, 6-in. diam- 
eter reel, 5 shear cutting self-sharp- 
ening knives, 16-in., $14 each; 18- 
in., $14.65 each; 20-in., $15.30 each. 


Interest in Screw Drivers 


The demand for screw drivers con- 


tinues active with prices holding and 
stocks sufficient. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Yankee screw driver, standard style, 
No. 90, 3-in., $2.75 per doz.; 4-in., 
$3.25 per doz.; 5-in., $4 per doz., and 
6-in., $4.65 per doz. 

Cabinet style, No Rig 3%-in., $2.75 
per doz.; 4%4-in., er doz. : 5%- 
-s an 55 per doz. be re 14-in., $4 per 

doz 
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Tool Handles Being Sought 


The demand for tool handles con- 
tinues consistent, with prices firm and 
stocks adequate. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Tool Handles (Agricultural).—Hay 
fork handles, bent, 5-ft., 33c. each; 
6-ft., 5lc each. 

Manure fork handles, bent, 4%-ft., 
29e each. 

Spading fork handles, 4%-ft., 36c. 
each. 

Hoe handle, shank or socket style, 
414-ft., 22c. each. Mortar style, 6-ft., 
45c. each. 

Long oo handle, bent, 4%-ft., 


37c. each. 

ae spade handle, 4%-ft., 37c 
ach. 

Bent D handle, manure fork style, 
46c. each. Spading fork style, 46c 
each. Shovel style, 50c. each. Spade 
style, 50c each. 

Malleable D fork handle, manure 
fork style, with strap ferrule and 
cap, 58c each. Spading fork style, 
40c each. 

Spading style, with strap ferrule 
and cap, 63c. each. 


Satisfactory Movement 


of Nails 


As in the case of most other staples, 
the demand for nails continues active. 
Prices quoted show no departure from 
prevailing levels. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Nails.—Wire nails, $4 base per keg. 

Cut nails, $4.35 base per keg. 

Wire nails and brads in small lots, 
70-10 per cent off list, in 1-lb. papers. 

Roofing nails, 1 x 12, plain, $5.20 
per 100-lb.; galvanized, $8.20 per _ 

American felt roofing nails, % 
10%, plain, $6.50 per case. Gal *, 
nized, $9.50 per Keg. 


Crab Traps and Nets 
Continue Active 


Crab traps and nets continue to move 
satisfactorily with prices holding. 


Jobbers’ - oma to retailers, 
.o.b. New 
Crab traps, “60C. each. Nets, wood 
handle, 32c. each. 
? 


Sprinklers Moving Fast 


Sprinklers are among the most ac- 
tive of the seasonable items. Prices are 
adequate and stocks good. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Sprinkler.—Sheet brass, 8 in. in 
diameter, 59c each; sprinkler, cres- 
cent shape, top polished wrought 
brass, bottom galvanized steel, 
throws all water to the front and 
sides, 8\%-in. base, 58c each; sprink- 
ler, 11 in. high, mounted on heavy 
malleable iron sleds, 3 brass arms, 
other parts oennes, $1.38 each; 
sprinkler, 20%-in. high, 3 brass arms, 
$2.25 each. Rain King lawn sprink- 
lers, $2.33 each. 

Sprayer. —Tin, will spray all kinds 
of liquid, capacity 1 pt., length 10 
in. 25c each; same capacity, > Gi. 
length 14 in., 3le each. 

Junior Sprayer.—Galvanized steel 
tank, 20 in. long, 7%-in. in diameter, 
riveted and soldered, brass pump and 
valve, capacity 4 gal., shoulder strap, 
heavy rubber tube, automatic shut 
off nozzle, $5.25 each; bucket pump, 
working parts all brass, handle and 
foot rest malleable iron, equipped 
with 3 ft. %-in. hose with spray 
nozzle, $3 each; continuous sprayers, 
— 90c each; brass, $1.15 
each. 
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Screw Market Active 


The demand for screws continues 
consistent, with prices holding and 
stocks in good supply. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Screws at head, steel machine 
screws, 66% to 70-5 per cent. 

Round head, steel machine screws, 
6624 to 70-5 per cent. 

Flat head brass machine screws, 
60 to 60-10-5 per cent. 

Round head brass machine screws, 
60 to 60-10-5 per cent. 

Flat head, steel wood = screws, 
bright, full packages, 75-20-5-5 per 
cent. 

Galvanized iron, 60-20- 5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

"a head blued, 724, - 20-5-5 per 
cent. 

Round head nickel plated, 621%4-20- 
5-5 per cent. 

Round head brass, 67%-20-5-5 per 
cent. 

Cap screws, 80 per cent. 

Prices vary in different sections of 
the city. 


Freezer Prices Holding 


The warm weather of the past few 
days has resulted in materially stimu- 
lating the sale of ice cream freezers, 
and jobbers in the Metropolitan area 
foresee continued activity in this mar- 
ket. Stocks are adequate and prices 
holding. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Auto Vacuum, 1-qat., $3.33 each; 
2-qt., $4 each; 3-qt., $5.35 each; 4-qt., 
$6.67 each. Triple action, New Stand- 
ard, $1.15, without clamp. 

White Mountain, 2-qt., $2.83; 3-qat., 
$3.38; 4-qt., $4.12; 6-qt., $5.23; 8-qt., 
$6.75; 10-qt., $9: 12-qt., $10.78, and 
15-qt., $12.80 each. 


Bolt Prices Firm 


The demand for this item continues 
active. Supplies are sufficient, and 
price holding. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Boits.—Common carriage bolts, 
small, 50 per cent; large, 40-10 per 
cent. 

Machine bolts, small, 50 to 50-10 
per cent: large, 50 to 50-10 per cent. 

Lag screws, 50 to 50-10 per cent. 

Stove bolts, 75 to 75-5 per cent; 
both flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33% per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 


Improving Demand 
for Fly Swatters 


With the appearance of warmer 
weather, the demand for fly swatters 
continues to increase. Stocks are ade- 
quate and prices firm. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

The Swat-Sticka, $3.60 per 100; 
Kant Mis, $5 per 100; Queen, $7.75 per 
100; Swatem, $8.25 per 100. 


Galvanized Pulleys 
in Fair Demand 


Local jobbers report that galvanized 
pulleys are among the active items. 
Prices are firm and stocks in good 
supply. 


Reading matter continued on page 60 
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Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Superior Clothes Line Pulley, 6 in. 
wheel, $2.25 per doz. 


White Lead and Oxide 
Reduced 


A reduction of % cent per lb. in the 
card price of Dutch Boy white lead and 
red lead, dry and in oil, and Litharge in 
100 lb. kegs and smaller packages, has 
been made by the National Lead Co., 


effective June 19. 


Prices f.o.b. New York, are now as 
follows: 

White Lead, dry and in oil, net 
weight packages, pt) , Oar Ib., in 
100 Ib. kegs; 14%c. per Ib. in 25 ‘and 
50 Ib. kegs; 15c. per ib. in 12% Ib. 
kegs; 1744c. per Ib. “ 5 lb. cans, and 
19%c. in 1 Ib. can 

Dutch Boy Red, ‘Lead in Oil, net 
weight packages, 16c. in 100 Ib. kegs: 
16%c. in 25 and 50 Ib. kegs; 16%c. 
in 12% ib. kegs. 

Dry Red Lead and Litharge, net 
weight packages, 14%c. per Ib. in 
100 Ib. kegs; 14%c. per Ib in 25 and 
~ Ib. kegs; 15c. per Ib. in 12% Ib. 
egs. 


Dahlia Poles Moving 


Dahlia poles are among. the active 
items at this time. Prices are holding, 


and stocks sufficient. 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 

Dahlia poles ° ft., $2.95; 3 ft., $5.90; 
4 ft. ow 40: 5 ft., $16. 30; 6 ft., $19. 80 
per 


Interest in » Head Drills 


There is a consistent demand for 
hand drills in the New York market. 
Prices are steady and stocks sufficient 


for current requirements. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Millers Falls No. 1, 12%-in. long. 
$2.80 each; No. 3, 1l-in. long, $2.30 
each: No. 5, 12%-in. long, $2.48; No. 
1430, 10%-in., $3.50 each: No. 1530, 
10%-in., $4.65. 
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Garden Hose 
Prices Firm 


Interest in hose continues active, 


with prices firm and stocks adequate. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Molded hose, lic. per ft. for 25 ft. 
lengths, and 10%c. for 50 ft. lengths. 

Garden Hose.—i-ply, 8c. per ft.; 
5-ply, 9%c. per ft.; 6-ply, lle. per 
ft. Good Luck brand, lilc. per ft. 
Milo brand, 12%c. per ft. Bull Dog 
brand, 13%c. per ft. 

Nozzles.—53c. each; less 5 per cent 
for boxes. 

Couplings.—Brass, 4%, % and %-in., 
gine each. 

se Clamp “Te ie %, %& 

My $2, "$2.0 $2.15 res ectively 
per 100; brass, lt sizes, $3, $3.10, 
$3.20 respectively per 100. 

Hose Menders.—(Cooper’s), % and 
%-in., 6c. each; (Perfect Clinch), %, 
5 and %-in., The. each. 


Sharpening Stones 
Selling Well 


Sharpening stones are in good de- 


mand at the present time with prices 
firm and stocks adequate. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Carborundum combination stone, 
No. 108, $13. 65 per doz.; No. 109, $9.75 
per doz.; No. 110, $11. 70 per doz.; 
No. 111, $7.80 per doz.; No. 112, 
$6.66 per doz. 


Consistent Sale 
of Braces 
There is a satisfactory demand for 


braces with stocks adequate and prices 
holding. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Millers Falls ratchet braces, No. 
$8, $3.14 ot No. 9545, 10 in., $2 


10-in, $2. 50 each No. 722, $2.47 each. 





WARM WEATHER BOOSTS STEEL GOODS SALES 


Considerable activity, partichlarly 
from out-of-town sources, is reported 
in the steel goods market. Stocks are 


adequate and prices firm. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash 
handle, 4 12-in. tines, $1.58 each; 
5 13-in. tines, $1.75 each; 6 13-in. 
tines, $2.05 each; 5 13-in. tines, 4-ft. 
handle, $1.50 each; 6 13-in. tines, 4-ft. 
handle, $1.70 each. (Lots of six, 
per cent off.) 

Hay Forks.—3 oval 12-in. drop- 
forged tines, bronzed and polished, 
select ash handle, strapped ferrule, 
5-ft. bent handle, $1.12 each; 6-ft. 
bent handle, $1.35 each. (Lots of six, 
5 per cent off. 

Spading Forks.—Malleable D han- 
dle, strapped ferrule, angular drop- 
forged tines, 4 tines, 76c each; spad- 
ing forks, wood D handle, strapped 
ferrule, 4 heavy tines, $i. 64 each; 
5 heavy tines, $2.08 each. 

Garden WHoes.—7-in. steel blades, 
black finish, 414-ft. ash handle, solid 
shank, 36c each; 7-in. blade, bronze 
finish, 7ic each; 6-in. blade, bronze 
finish, 77c each. Mortar hoe, forged 
steel blade, bronze finish, solid shank, 
6-ft. ash handle, 9-in. blade, 95. 
each. (Lots of six, 5 per cent off.) 

Trowels.—Garden trowels, 6-in. 
blued steel blades, black-enameled 
handle, riveted tang, 7c each; heavy 
solid steel 6-in. blade, half polished, 





riveted shank, hardwood handle, 10c. 
each; 1-piece socket, 6-in. for rged 
steel blades, polished and enameled 
red, length over all, 13% in., 29c 
each. All steel trowel, 17c each. 
Socket pattern solid forged one-piece 
blade and socket, wood-grip handle, 
60c each. 

Hand ene Forks.—Three heavy 
flat tines, ished and japanned, 
binate-enmnelad handle, 10 in. over 
all, 10c. each; 4%-in., malleable tines, 
half polished, brass ferrule, polished 
handle, 10%c. each. 

Lawn Weeder.—3 steel spring tines, 
tinned, black-enameled handle, 10c 
each; 4 steel tines, 42-in. handle, 
44c. each. 

Weeding Hooks.—Malleable iron, 
tinned, 8%c. each; Magic weeder, 
three steel spring tines, tinned, black- 
enameled handle, 10c. each. Same 
with 42-in. handle, four steel tines, 
tinned, 44c. each. 

Grass Hooks. — Tempered steel 
blade, black-enameled handle, 25c. 
each; same, forged from bar tool 
steel, raised hardware handle, 43c. 
each; same, high quality steel, ribbed 
black, polished edge, 35c. each: same, 
tempered steel blade, 46c each. En- 
glish grass hooks, 54c. to 57c. each. 

Hedge Shears.—Plain, 6%-in., 8-in., 
9-in., $1.05, $1.80, $1. 95 each respec- 
tively. Notched, 8, 9 and 10-in., $1.95, 
$2.10 and $2.30 each respectively. 

Border Shears.—With wheel, 9-in., 
$3.45 a pair; without wheel, $2.85 
pair. Lawn shears, two wheels, 9- 
$3.60 pair. Disston utility pruner, 
$1.55 pair. 
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Upon the many occasions 
we have of recommend- 
ing retailers to consum- 
ers we refer to the fine 
wares they carry, among 
heeditioen  Wnich will be found 
See . Me KinncsPinecs. Cor 
rying McKinney Hinges 
helps sales generally. 
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Seasonal Goods Selling in Larger Volume in 
New England as Weather Grows Warmer 


(Boston office of HARDWARE AGE) 
HANKS to more stable weather conditions, season- 
able merchandise is moving in larger volume through- 
out New England, according to retail dealers. Their 
statements are substantiated by those of jobbing houses, 
who are again showing a gain over 1923 in bookings. 
But because of industrial conditions and because of the 
lateness of the season, the retail trade generally does not 
anticipate that the first six months of this year will show 
as large a profit as we were inclined to believe during the 
early months. If, however, comparison is made with busi- 
ness a month ago, it is found retail business has mate- 
rially improved. If it holds on its present basis or in- 
creases, the trade may finish up the first half of 1924 
with larger profits than anticipated. 

Again, if comparison is made with a majority of other 
retail lines of business, the showing being made by the 
hardware trade is nothing short of remarkable. The sta- 
bility of hardware values over a long period of months 
unquestionably has much to do with the status of retail 
business. Cotton, wool, silk and many other raw mate- 


BARROWS.—Some movement of gar- 
den barrows out of retail stocks is 
noted. The wholesale market is rather 
listless, but jobbers’ stocks are far 


Fillers.—No. 


10 per cent. 


$1.95; No. 72, $2.95; No. 81, $2.75; ry 
82, $4; No. 191, $2.35; No. 192, $3.6 
Discount, 25 and 1 per cent. 

00, 90c. each list; No. 


, $1; No. 2, $1.60. 


rials have been subjected to violent price adjustments. 
Manufacturers and distributors of manufactured products, 
not knowing where they stood, have thrown up their hands. 
Retail dry goods stores according to reliable authorities 
are carrying large stocks of goods they can replace at 
much lower values. The retail hardware dealer truly has 
much to be thankful for. 

As a rule the hardware dealers’ stocks are small, but 
well assorted. As intimated heretofore, jobbers in all 
branches of the hardware business are making strenuous 
efforts to eliminate slow selling merchandise and to makc 
their stocks as liquid as possible. Retail dealers should 
do the same thing, and now is the time to do it. The 
credit situation insofar as it relates to the hardware trade 
is easier. In other lines it is generally tighter. Banks 
say it is time to clean house on credits, that credits in 
many directions are extended and that an apparently easy 
money situation may change over night because of a de- 
velopment of over-extended credits. To be frank, they 
say, it is time to watch your step. 7 


given quite a boost to the ice cream 
freezer market. 
We quote from Boston jobbers’ 


Discount 25 and stocks: 


Freezers.—White Mountain, 5645: 
¢ 


from excessive and the market there- CULTIVATORS.—Retail sales have $4.85 ii. 3 at Be. = 

fore is in a comfortable position. been quite encouraging the past week. 10-at., $18.00; 13-qt., $21.50; iBeat. 
— quote from Boston jobbers’ Warmer weather has brought gardens aS Seat, bay at, ae wy 
. ascwwn-ienten No. 4, steel up to a point where cultivation is nec- 3-qt., $5.55; sat. $6.80; 6-qt., $8.66; 
wheel, $6 net each; wood wheel, $5.25; essary, which explains the better busi- 8-qt., $11.10; 10- a $14.80; r -qt., 
No. 5 steel wheel, $6.60; wood wheel, $16.65; 15-qt., $23.30; 20-qt., $30 
$6.75. F.o.b. factory, No. 4. steel ness. _Jobbers’ di discount, 50 per cent from 
wheel, $5.75; wood wheel, $6; No. 5, We quote from Boston jobbers’ store or facto 
steel wheel, $6.25; wood wheel, $6.50. stocks: ee 3- age 10: at, 3 ” he a $530 30: 

— ; Cultivators.—Midgzet, $3.45 per 
BATTERIES. . All kinds and makes of dozen; three-prong cultivators, $6.65; 8-qt., $8. = he 10- -at., "$10. 15 "Bat. 0 $14: 
batteries continue to sell well. The five-prong, $8.85. All prices net. 15-qt., $17. Discount, and 10 per 


diversified appliance of batteries sure- 95: Leader, No 


American Fork & Hoe Co., No. G2, 


cent. Alaska special, 2-qt., only, 
$2.25 less one-third off. 
Auto Vacuum, 1l1-qt., $5 list; 2-qt., 


ly offers opportunity to the retail hard- DRYERS.—More clothes dryers are $6; 3-qt., $8; 4-qt., $10. Discount, 


mare merchant to make sales. 


33% per cent. 





We quote from Boston jobbers’ 
stocks: 

Batteries.—Columbia line, ignitor. 
in lots of 50, $30.22 net; per 100, in 
lots of less than 50, $35. 22. Hot Shot, 
No. 1461-M, in less than barrel lots, 
$1.76 each; in barrel lots, $1.66; No. 
1562-M, in less than barrel lots, $2.08: 
barrel lots, $1.98; No. 1662-M, in less 
Fr barrel lots, $2.44; barrel lots, 


BICYCLES.—There is, perhaps, a 
slightly larger sale of bicycles, yet 
business is by no means brisk. Ac- 
cording to manufacturers in this sec- 
tion of the country conditions every- 
where are much the same as in New 
England. 


We quote from Boston jobbers’ 
stocks: 

Bicycles.—Men’s, $30 to $32. 50 each 
net; boys, $29; women’s, $32.50; 
girls’, $29.50. 

Boycycles.—No. 1, $9 net; No. 2, 
$10; No. 3, $13; No. 4, $15. 


BOTTLES.—The opening of the vaca- 
tion season has created a somewhat 
more active inquiry for vacuum bottles. 
The retail trade generally is sufficient- 
ly supplied to meet ordinary require- 
ments, consequently jobbers’ secure 
only occasional orders, usually for 
small lots. 


We quote from soston jobbers’ 
stocks: 

Botties.—Vacuum, Landers, Frary 
& Clark line, No. 21, $1.75 each list; 
No. 22, $2.75; No. 70, $1.85; No. 71, 


passing into public hands, according to 
most of the retail dealers interviewed 
the past week. It looks as though re- 
tail stocks will clean up well. 


We quote from’ Boston jobbers’ 
stocks: 

Clothes Driers.—Four line, $6.50 
each net; five line, $7.25. 


FISHING TACKLE.—While, in gen- 
eral, the sporting goods business is 
somewhat backward, fishing tackle is 
seemingly having a better demand than 
many other lines. With improved 
weather conditions and the coming of 
vacations, fishing tackle is bound to 
move in larger volume. Retail deal- 
ers should carefully watch stocks and 
keep well supplied for the next few 
months. Prices are reported as firm 
and, according to manufacturers, will 
probably remain so indefinitely. 


FLOWER BED GUARDS. — Flower 
bed guard is enjoying a normal in- 
quiry.- Wholesale and retail houses 
are carrying small supplies and un- 
doubtedly will clean up well this sea- 
son. 


RE quote from Boston jobbers’ 
stock 

Flower Bed Guard.—16- -in., $1.09 per 
rod; 2@-in., $1.29 per rod 

Trellis. nie in., 80c. per rod. 


FREEZERS.—tThe few really summer 
days experienced the past week have 


GALVANIZED WARE. — There has 
been a slight downward revision in 
prices for galvanized pails. Quota- 
tions on other merchandise under the 
classification of galvanized ware re- 
main unchanged. 


We quote from Boston jobbers’ 
stocks: 

Ash Cans.—No. 0180, $2.68 each, 
net; No. 190, $4.20 each, list; No. 171, 
$3.50; No. 181, 7 

Pails.—8-at., 3.25 per doz. net; 10- 
qt., $2.54; 12 -at., $2.78; 14-qt., $3.12; 
40-lb. to the doz., $5.62; round bottom 
562 pails, $4.20; 50-lb. to the doz., 


20. 
Tubs.—No. 200, $14 per doz. net; 
No. 300, $15. 
oot Cans.—Dover line, No. 4, 
$1; No $1.40; No. 1, $1.68. 
Ash Sifters. —Favorite, $6 ay doz., 
net; all wire, $8.40; No. 19, $3.65. 
Watering Pots.—4- -qt., 6.25 per 
doz., net; 6-qt., $7; 8-qt., $8; 10-qt., 
$9. 40; 12- -at., $10. 80, and "15-aqt., $13. 
Coal Hods.—Japanned, with wood 
handles, 15-in., $3.16 per doz.; 16-in., 
$3.40; 17- in., $3. 75; galvanized, with 
wood handles, 15-in ; 16-in., 
$4.80; 17-in., $5. 16; 18-in., $5.6 60. 


HAYING TOOLS.—As might be ex- 
pected at this time the market for hay- 
ing tools is grownig more active daily. 
New England expects to raise a large 
hay crop this year, and many new tools 
will be required to harvest it. 


we quote from Boston jobbers’ 
stocks: 
Haying Tools.—Hand rakes, wood 


Reading matter continued on page 62 
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WW QVALITY LEAVES ITS IMPRINT 




















Doors are the 


ost Important 
G: of a 
Garage 


No other. part of a garage is sub‘ected to such unceasing 
wear and tear as its doors. That’s why they deserve to be 
hung on hardware which will make them a source of last- 
ing satisfaction rather than the cause of daily annoyance. 
Warping, sagging, sticking, slamming—all these trouble- 
some features of ordinary swinging doors are forever elimi- 
nated by the use of — 









































Garage Door 
Hardware 


Unlike swinging doors, Slidetite equipped doors are sus- 
pended from a faultless track and cannot sag or stick. They 
slide inside, away from snow and ice, and fold flat against 
the wall where the wind can’t possibly get at them. The 
doors slide smoothly, with no more effort than is required 
to open a house door, and fit tight and snug when closed. 


Many thousands of installations have proved S/:detite to be 
the only practical door-hanging system for openings of any 
width up to thirty feet. Even for doorways of this extreme 
width, Slidetite provides a clear, unobstructed opening, 


There is no better way to create customer good 
will than to sell Slidetite Garage Door Hard- 
ware. Every sale you make results in boundless 
satisfaction. Send today for Catalog A-20, 
which fully describes this highly-profitable 
item of builders’ hardware. 


‘ 
' 


mye 








New York Chicago ! 
Boston Minneapolis 
Philadelphia Omaha 
~ Cleveland Kansas City 
S Cincinnati AURORA, ILLINOIS.U.S.A. bec ee 
Indianapolis RICHARDS-WILCOX CANADIAN CO., LTD. a 

3 ot. Louls Winnipeg LONDON, ONT. Montreal 














ae 


62 


bow, two bows, $6.90 per doz. net; 
steel bow, $7.15. Lawn rakes, wood 
bow, three bows, $8.75; steel bow, $9. 
Drag rakes, 4 

Scythes. ee Giant, 28 to 32-in.; 
30 to 36-in., 34 to 38-in., 36 to 40-in., 
$16 per ng net. Bramble, $16.50. 
Brush, $16.50. 

Snaths.—Ash, $14.50 per doz., net; 
cherry, $16.75; brush, $16 


IRON AND STEEL.—tThe aggregate 
volume of iron and steel passing out of 
jobbers’ stocks each week is increasing, 
but the individual order remains small. 
Continued unsettled steel mill prices on 
iron and steel are not reflected in 
warehouse lists. 


We quote from Boston jobbers’ 

oo 
teel.—Soft steel bars, $3.51% per 

100 lb.; flats, $4.40; plain, round and 
square’ concrete bars, $3.76%; de- 
formed bars, $3.76%4; structurals, 
angles, channels, beams, $3.61; tire 
steel, $4.80 to $5.15; open-hearth 
spring steel, $5 to $8; crucible spring 
steel, $12; bands, $4. 31%: hoops, $5. = 
to $6.30; cold rolled steel, $4.35 
$4.85; toe - steel, $6. 15; Dlates, 
$2.6114 to $3. 

We quote ak Boston jobbers’ 
stocks: 

iron.—Refined bars, $3.51% per 100 
lb.; best refined bars, $4.75; Wayne, 
$5.50; Norway, $6.60 to $7.10. 

Differentials.—Quantity, lots, of 
less than 1000 Ib. of a size, 50c. per 
100 Ib. extra; lots of 1000 to 1999 Ib., 
20c. extra. 


LAWN MOWERS.—An improvement, 
although a slight one, is reported 
everywhere in the sale of lawn mowers. 
Business is considerably behind last 
year, but should come ahead fast dur- 
ing the next few weeks. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers.—Hut, 14-in., $6 
each, net; 16-in., $6.25 net; Jewel, 
14-in., $13.75 list; 16-in., $14.50; Co- 
lonial, 8-in. Wheel, ballbearing, 16- in., 
$17. 50 list; 18-in., $18.25; Newport, 
9-in., wheel, plain bearing, 16-in., 
$16. 50 list; 18-in., $17.25; Lakewood, 
9-in. wheel ballbearing, 16-in., $19.25 
list; 18-in., $20; Imperial, plain bear- 
ing. high wheel, five blades, 14-in., 
$26.50 list; 16-in., $28.50; 18-in., $30.50; 
Imperial, ballbearing, 14-in., $29 list; 
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16-in., $31; 18-in., $33; 20-in., $35; 
Caldwell lawn trim, 8- in. .- $16.50 list. 
Discount, 50 per cent. 

Motor Lawn Mowers.—No. L, 
$292.50 net; No. H, $360 net. 


LAWN SPRINKLERS.—Here again an 
improvement in business is noted. Pub- 
lic demands cover quite a wide range 
of makes, consequently it is often nec- 
essary for the retail hardware dealer to 
carry a good assortment. 


We quote from Boston jobbers’ 
stocks: 

Sprinklers.—Lawn, fountain, $7.75 
per doz. net; fountain, half circle, 
$6.65; Brooks, $8; Rain King, $2.34. 


NAILS.—Nails are moving out of job- 
bers’ hands in small quantities on in- 
dividual orders. Retail orders appear 
more numerous, however. Prices ap- 
parently have settled down to the basis 
established early in June. At least, 
one hears less of price cutting. 


We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, $3.90 ro keg, base, 
from store; from mill, in less than 
carload lots, $3.25 per keg, base, and 
in carload lots, $3 per keg, base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, 1-in., and longer, add $2.50 per 
keg; shorter than 1- in., 2.75; cut 
nails from store, $4.55 per= eg pase; 
direct shipments, ear lots, $3.60 per 
keg, base; in less than car lots, 
$3.75; Tremont, cut nails from 
store, $4.35 per keg, except hard- 
ened steel, which are $8.10; from mill, 
$4.05 f.o.b. Wareham, Mass., except 
hardened steel, wnich are _ $7.60; 
Western cut nails, direct shipments 
only, $3.75 base, f.o.b. Pittsburgh; 
galvanized, four pennyweight and 
smaller, $6.30 f.o.b. factory base, 
larger, $7.05; from store, four penny- 
weight and smaller, $6. 80 base, larger 
$7.55; cement coated nails from mill, 
in less than carloads, $3.75 per keg, 
base; in carloads, $3.45; hard steel 
nails, from store, $8. A wd keg, 
base: from factory, $7.6 blued 3- 
pennyweight, light’ scortiioed lath, 
$2.05 per keg. 


POSTS.—Posts are selling in normal 
quantities. Otherwise there is no spe- 
cial feature to the market. 


We quote from Boston jobbers’ 
stocks: 
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Posts.—Line, steel, galvanized, a. 
ee 63c. each net; 7-ft., 69c.; 744-f 
Cc. 


End.—Steel, galvanized, 7%%-ft., 
$3.94 each net. 


Corner.—Steel galvanized, 7%%-ft., 
$5.70 each net. 

RUBBISH BURNERS.—There remains 
a very good market for rubbish burn- 
ers. Many retail dealers admit they 
are not pushing sales, yet are getting 
results. Those who have been more 
actively engaged in getting the subject 
of rubbish burners before the public 
have had good success. 


We quote from Boston jobbers’ 
stocks 


Rubbish Burners.—Cyclone, No. 2, 
$2.40 each net. 
SCREENS AND DOORS.—The market 
for screens and doors, after many false 
starts because of weather conditions, 
apparently has hit its stride. At least 
it would seem so by the rather pro- 
nounced increase in the volume of job- 
bers’ shipments. 
We quote from Boston jobbers’ 
stocks: 


Screen Cloth.—Black, 12-mesh, 
$2.40 per 7 sq. ft.; 14-mesh, $2.90; 
pal 12-mesh $2, 95 per 100 sq. ft.: 
14-mesh, $3. 45; 16-mesh, $3.95; all 
from Boston store. Direct mill ship- 
ments, f.o.b. Pittsburgh, black, 12- 
mesh, $2.15; 14-mesh, $2.65. Bronze 
screen cloth, widths 24-in. to 48-in., 
from stock, 7%c. per sq. ft.; factory, 
74c.; 16-mesh, 8c.; 18-mesh, 8%4c. 
Screen Doors.—No. 241, 2x 6, 
to. 32 per doz.; 2 x §8, $21.75, 2x 


$ . .10; No. 4.45: 
2x 8, $25.75; 2 x 10, $27.20; 3 x 7, 
$38.60. All prices net from store. A 
10 per cent discount is allowed on 
direct factory shipments. 


SPRAYERS.—More sprayers are mov- 
ing out of hardware stores now that 
gardens in many cases have developed 
to a point where pests are impelling 
factors. 


We quote from Boston jobbers’ 
stocks: 


Sprayers.—Compressed air galvan- 
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in the evening?” 


candles. 


100 


possible. 





And, in the end, he “guesses” 


the amount of illumination. 


is very low, anyway. 


MORE LIGHT } 


oe facts are welcomed by no one more than by the merchant. Perhaps that.is 
because, everything considered, he usually has so few real facts at his disposal to ) 
go by and has to do so much “dead reckoning.” 
at one time or another: 


Cost of electricity 
per hour (cents). 


9 
13 
17 
19% 
22 


Probably the same general ratios would be found true elsewhere. The cost of 
doubling the pulling power of show windows after dark has a definite relationship to 
The cost per reader may not reduce in proportion as the 
number of readers is increased, which is the case with most advertising, but that cost 
whole windowful of advertising at one cent per reader is 
worth while and the important thing at such a low cost is to get as many readers as 


Every merchant has asked himself, 
a ouid it really pay me to light my windows more brilliantly 
it would pay or “guesses” it would 
not. But a Newark, N. J., merchant made up his mind he would really find out. And 
this is what he discovered: 
IIlumination 
measured in foot- 


Numbers of persons per 
100 passing that stopped 


I 


to look in. 


21 
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The live hardware 
dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 


Makers of these famous 
brands of Garden Hose 
BULL DOG, 
GOOD LUCK 
and MILO 
Also 
Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 
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“IT Figured It Out for Him 


‘* My friend down the street saved 3 cents 
a gross by buying cheap jar rings instead 


of GOOD LUCKS. 


‘“Last night I stopped in his store for a 
pound of coffee and waited just five min- 
utes while he explained to a woman that 
the cheap rings were just as good. 


‘* Money saved on 2 dozen rings, %-cent; 
time lost, 5 minutes. How mad my friend 
got when I figured out for him that he 
was working for 6 cents an hour.’’ 
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ized, four gallon, $4.85 each; brass, 
$6. 50; contiguous atomizer, 1-qt., $7 
per doz. net; tin, 1-pt., $3. 


STAPLES.—In common with a con- 
tinued excellent demand for poultry 
netting and other wire products, gal- 
vanized staples are selling very well. 
Recently adjusted prices unquestionably 
have helped business. 

Ra quote from Boston jobbers’ 
STOCKS: 

Staples.—Galvanized, in full kegs 
$5 per cwt., in less than keg lots 
$5.40: from factory, full kegs, $3.80 
Pittsburgh, in less than kegs, $4.05. 

STOVES. — Almost every hardware 
store catering to the country and sum- 
mer trade is displaying oil stoves. 
Good results have been obtained so far, 
but the public buying movement really 
has not set in. Another week or two 
should witness a still further increase 
in retail sales. 

We quote from Boston jobbers’ 
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for three- ge $4 and $4.50; for 


four-burners, $4.7 
ater ~The —$45 
Discounts: 30 per cent; 
30 and 5 per cent. 
Air Tight Stoves.—Conco line No. 
418, $3.15 each, net; No. 421, $3.65; 
No. 424, $4.40; No. 427, $5. 
TREE TANGLEFOOT.—Encouraging 
reports regarding the movement of tree 
tanglefoot are given by the hardware 
trade. As is usually the case when 
indications are for large fruit crops 
and abundant foliage, all kinds of 
crawly things that destroy increase rap- 
idly. Tanglefoot is one of the most 
effective means of ridding one’s trees of 
these bugs. 


We quote from Boston jobbers’ 
stocks: 

Tree Tanglefoot —In 1-lb. cans, 
$4.80 per doz.; in 5-lb. cans, $22; in 
10-lb. Cans, $42; in 25-lb. cans, $96. 


WASH BOILERS.—tThere has been a 
slight decline in tin wash boilers. Not 
all manufacturers have changed their 


each list. 
in lots of ten, 
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washing machines. Success so far this 
season has been only lukewarm. 

We quote from Boston jobbers’ 
stocks: 

Washing Machines.—Haag line, cyl- 
inder type, wood tub, No. 10E, $6 2.65 
each net; galvani zed tub, o. TOE, 

metal cylinder, No. 75E, 
; Eveready, galvanized _ tub, 
aoe ysl, $104.65; copper tub, No. E41, 


WATCHES. — Complying with new 
lists recently issued by the manufac- 
turers of watches, jobbers have ad- 
justed their lists. Price changes were 
brought about by the elimination of 
luxury taxes, effective July 1 


a quote from Boston jobbers’ 
stoc 
Watches.—Yankee new model, $1.17 
each net; $2, Junior, $2.33; 
radiolite 
‘ Yankee, $1.83; Eclipse, $2.66; 
Midget, $2.83; jeweled models, Water- 
bury, $3.33 each, gold-filled, $6 each; 
Reliance, $4.66 each; gold-filled, $6.66. 


WINDOW WEIGHTS.—As intimated 





stocks: 5 
Cook Stoves.—Oil, one-burner, prices, however. 
$9.50 each list; two-burner, $17.35; We quote 
three-burner, $22; four-burner $28. stocks: 
Discounts: 30 per vent: in lots of 
ten, 30 and 5 per cent. Detroit Jewel 
line, two-burner, without high 
shelves, $12.50 and $13.50 each net; 
three-burners, $15.50 and $16.50; four- 
burners, $19.50 and $20.50. Shelves 


from Boston jobbers’ 


Wash Boilers.—Tin, Rome line, No. 
81, $23.50 per doz. net; 
No. 82, $26,25; No. 92, $28 


WASHING MACHINES.—Jobbers are 
making special efforts to dispose of 


last week, jobbers have adjusted prices 
on window weights to jibe with those 
recently issued by foundries. 


a quote from Boston jobbers’ 
; stoc 
— 91, $25.25; Window Weights.—From _ stock, 


weights under 5 lb. 3c. per Ib.; 5 Ib. 
and more, 2%c. Foundry shipments, 
weights under 5 Ib. $53 a ton; 5 Ib. 


and under, $51 a ton. 


Pittsburgh Sees Better Business 
by August or September 


(Pittsburgh office of HARDWARE AGE) 


N SO FAR as the steel industry may be considered a 


| barometer of industrial conditions, its present condi- 
tion does not offer any signs of a turn for the better 
in the business situation. Market sentiment has improved 
quite a bit, but this is not yet reflected in a tangible way. 
The steel] industry, in point of production and orders being 
placed on the books, is at the lowest point in many years. 
Not even during the depression of 1921 did producion 
reach such a low point as is now the case. Pittsburgh 
mills are operating at not over 40 per cent of ingot ca- 
pacity, while Youngstown and Johnstown mills are near 
a 30 per cent average. 

However, the steel industry, as reflected by opinions 
given to HARDWARE AGE this week, believes that the worst 
of the slump in steel business has passed and that a slight 
recovery may be expected soon, certainly not later than 
August or early September. 

The political situation is regarded as a very important 
factor in the present dullness. The attitude of the trade 
is that if the Democratic party nominates a Presidential 
candidate who may be counted upon to take a conserva- 
tive attitude toward business and in particular toward the 
railroads, business will go ahead with confidence regard- 
less of the outcome at the polls next November. 


In the past week or two there has been no activity 
worth mentioning except in pig iron, and the sales of pig 
iron, which have assumed fair-sized proportions, are 
largely due to the extremely low prices prevailing and to 
the recognition on the part of some buyers that purchases 
at present may be regarded as “bargains.” 

By all means, the most promising phase of the steel 
business is building construction. Building costs have 
gone down somewhat within the past two or three months, 
and this has encouraged a good deal of new work. Con- 
siderable work of a public character is in the market, such 
as subway construction in New York and Philadelphia, 
school buildings and semi-public work, such as power 
plants, t sakenhons buildings, hotels and theaters. It seems 
quite probable that any forward movement in steel busi- 
nss may originate with building construction. Railroads 
and the automobile companies, which were such important 
buyers early in the year, are uncertain buyers so far as 
the remainder of the year is concerned. 

Prices of steel products and related lines show no 
marked change in the past week, the mills taking a some- 
what firmer attitude that further concessions will not 
stimulate buying. Pig iron prices, however, are lower, 
there having been declines here in the past week or ten 
days of at least 50 cents a ton. 





BOLTS, NUTS AND RIVETS.—Makers 
of bolts, nuts and rivets have not 
changed their published prices, but con- 
cessions are being given freely when- 
ever a desirable order is to be had. 
Therefore there is considerable irregu- 
larity, which is reflected also to some 
extent in prices quoted by jobbers. We 
quote for shipment out of jobbers’ 
stocks as follows: 


Machine bolts, small rolled threads, 
60, 10 and 10 per cent off list; all sizes 
cut threads, 60 and 10 per cent off 
list: carriage bolts, small _ rolled 
threads, 60 and 10 per cent off list; 


all sizes cut threads, 50, 10 and -0 per 
cent off list; nuts, hot-pressed blank 
or tapped, 4.75c. oft list; c.p.c. and t, 
blank or tapped, 4.25c. off list; rivets, 
small wagon and tinners, 60 and 10 
per cent off list. 
SHEET STEEL.—The demand for sheet 
steel upon the mills is very light, but 
some of the jobbers are doing a fair 
business, due to the fact that many 
consumers, desiring to keep their 
stocks down to the lowest possible 
point, are buying small lots from job- 
bers rather than larger lots from the 
mills. Jobbers’ quotations follow: 


Galvanized, flat, base, No. 28 gage, 
$5.75 per 100 lb.; corrugated, base, No. 
28-gage, 2% in., $4.87 per square in 
lots of 1 to 9 bundles; one pass cold- 
rolled black, No. 28 gage, base, $4.65 
per 100 1b.; galvanized conductor pipe, 

3 in., No. 29 gage, $4.80 per 100 ft. 
TIN PLATE.—There has been a reduc- 
tion in specifications of tin plate by 
large users and the mills are averag- 
ing about 65 to 70 per cent production. 
Terne plate for roofing purposes is in 
fair demand, though not as active as 
it should be at this season of the year. 


WIRE PRODUCTS. — Conditions in 


Reading matter continued on page 66 
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Three Steady Sellers 


VERY Crecoite Tool is a sure 

seller, but here are three espe- 

cially popular numbers. They 
have the universal appeal—useful for 
a variety of purposes, quality to suit 
everyone, and priced low enough to 
sell every prospect. 





All Crecoite Tools are now equipped 
with Grady Wedges, positively elimi- 
nating loose handles. They’re right in 
weight and design—and Crecoite is the 
wonderful new metal developed in our 
own laboratories especially for tools. 
It fills the bill in a manner heretofore 
achieved by only the highest priced 
lines! 


If Your Jobber Can’t Supply You Write 
Us Today for Samples or Catalog H 
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MARION TOOL WORKS, Inc., Marion, Indiana 


Subsidiary of Chicago Railway Equipment Company—30 Years of Steel Making 





Vii ,4 





a ERE ae RE OR 











pee: 





ses ee 














66 


the field of wire products have not 
changed to any appreciable degree dur- 
ing the past week. Business continues 
at practically the same level of the 
previous week. The American Steel & 
Wire Co. and all of the larger independ- 
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Jobbers quote retail trade from 
stocks as follows: 


Wire nails, $3.25 to $3.35 base, per 
keg; galvanized, 2-point cattle wire, 
$3.29 per spool; galvanized, 2-point 


ents continue to quote the prices which 
have been in effect for some time. 
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hog wire, $3.57 per spool; galvanized 
4-point cattle wire, $3.52 per spool; 
galvanized, 4-point hog wire, $3.80 
per spool; No. 9 annealed fence wire, 
$3.15 per 100 Ilb.; No. 9 galvanized 
fence wire, $3.60 per 100 1b.; woven 
wire fencing, 64 per cent off list. All 
ae apeee prices on spools are for 
-TO . 


Cleveland Reports Continued Movement 
of All Kinds of Warm Weather Stocks 


(Cleveland office of HARDWARE AGE) 
\ N ] ARMER weather has improved the tone of this 


market and dealers are showing more inclination 

to purchase necessary merchandise. Actual figures 
indicate that the average dealer’s sales and purchases have 
increased. The conservative tendency, however, 
evident and should be a factor in keeping the market 
There seems to be a realization that in order 
to sell goods the dealer must have stocks. 

The continued cool weather which has just broken 
served to retard normal business in screens, wire netting, 
freezers, garden hose, steel goods, sprinklers and such 
All of these items are fairly active at the present 


healthy. 


lines. 


AUTO ACCESSORIES AND TIRES.— 
‘Wholesale trade moderate. Consumers 
beginning to buy. In the city there 
are certain places where prices are 
very low on tires—the market as a 
whole, however, is fairly firm. Touring 
items, such as luggage carriers, picnic 
kits and portable stoves, are moving. 
Spark plugs, jacks, tool kits and mir- 
rors are active. Stocks appear light, 
but well balanced. | 
We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, $4.75; Reliable jacks, No. 1, 
$2.33: No. 2, $3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 41c. each for over 100; Cham- 
pion regular, 53c. each for less than 
100, all sizes, 50c. each for over 100; 
Reliable jacks, No. 00, $1; No. 1, 
$1.25; Nos. 2 and 3, $1.75. 
AXES.—Fill-in demand continues at 
about same pace; prices guaranteed un- 
til Dec. 31, 1924. 


Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $19 per doz.; unhan- 
died, $14.50 per doz.: double bitted, 
handled, $24.50 per doz.; unhandled, 
$20 per doz. 


BINDER TWINE.—Dealers buying in 
fair lots; demand will exceed supply in 
August, it is said. Raw material still 
high and scarce; stocks fair. 


Jobbers quote f.o.b. Cleveland: 

Standard. first quality binder 
twine, $5.87% per bale. White sisal, 
first quality, binder twine, $5. 87% 


per bale. Second grade, 95.62% per 
aie, 
BOLTS AND NUTS.—Fair demand; 


prices steady and considered by many 
as too low. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
69 and 10 r cent off list; small 
rolled threads, 60, 10 and 10 per cent 
off list; carriage bolts, large and 
small, cut threads, 60 and 2% per 
cent off list; stove 'polts, 80 per cent 
off list: hot pressed nuts, $4 off list. 


COASTER WAGONS.—Very brisk de- 
mand, both wholesale and retail; prices 
steady; stocks adequate. 


Jobbers quote f.o.b. Cleveland: 
Auto-Wheel coasters, rubber tired 


time. 


is still is not serious. 


Rapid increases are not expected, but there is a 
spirit of market confidence in northern Ohio that steady 
improvement has started and will continue as long as 
warm weather continues. 

The labor situation generally is fair and unemployment 


Some curtailment in production has been 


reported, bringing with it a reduced individual buying 
power. But that is considered better than a limited num- 


ber of full time workers. 


-_ wheels; size 12 x - $5.50; pa 
2, $ 43; size 14 4, 

~ &, 16 x 38, $7.73; size 18 x 40, 38. 33 

each. 

Gendron line, high grade rubber 
tires, size 14 x 32, 8-in. roller bear- 
ing disc wheels, $5. 70; size 14 x 34, 
10-in. disc wheels, $6. 75; size 16 x 
38, 10-in. disc wheels, $7. 15; yee oe x 
40, Ru. in. disc wheels, 5 ea 

wman All-steel line: sins TR x 
goig. No. loose bearings, $4.50 
to $4.15, ‘according to quantity; No. 
200, same with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity; No. 80, came with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity, each. 

Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55; size 14 x 34 x 10, 
$10.40; size 16 x 30 x 10, $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of 33% per cent. 

American National Line—American 
Boy Red Express Wagon, No. 06, 
$8.65 per doz; No. 02, $15. 80. per doz.; 
No. 4, $32 per doz. Little Toto Coaster 
Wagon, roller xe double disc 
wheels, No. 38, $2.20 each; No. 40, 
$3.65 each. American Coaster, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each; No. 43, $6.40 each. 
National Flyer Coaster, roller ar- 
ing double disc wheels, No. 51, $5.70 
each; No. 53, — 90 each. 

Janesville and, No. 11R, $8.70; 
No. 12R, $7. OB; No. 13R, $7.20 each. 








Has Helped Me More 
Than Anything Else 


“HARDWARE AGE, 
“New York City. 
“Gentlemen: 

“I will appreciate it very 
much if you will send the next 
issue to the above address, as 
I have missed several copies 
and do not want to fail to re- 
ceive another one. I feel that 
your paper has helped me more 
than anything else in the hard- 
ware line. 

“Yours very truly, 
“J. C. HARRIS, 
“Knoxville, Tenn.” 


- 
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According to a reliable commercial report for the first 
five months of this year the hardware jobber and retailer 
have suffered relatively less than contemporaries in other 
lines of business. 


DOG MUZZLES AND LEADS.—Re- 
cent local legislation affecting Cleve- 
land and nearby suburbs requires muz- 
zling of all dogs. This law has created 
an unusual demand for muzzles, leads 
and collars. 


Jobbers quote f.o.b. Cleveland: 

Dog poses, leather, $8.00 per S06; 
wire, $4.00 pez doz.; Dog leads, $2. 
per dozen on an assortment By 


FLY SWATTERS.—Business to date 
not up to normal, due to the weather, 
but this is always an active summer | 
line and dealers are placing their or- 
ders. Stocks are ample. 


Jobbers quote f.o.b. Cleveland: 
Fly swatters, Swatsticka, 45c. per 
doz.; National, 60c. per doz.; Kant- 

miss, 65c. per doz.; Queen, 75c. pag 

doz.; Sanitary rubber, 95c. per doz. 
FREEZERS.—Weather has been too 
cool to interest consumers in freezers. 
Warm days last week opened up some 


business; prices steady; stocks ample. 


Jobbers uote f.o.b. Cleveland: 
White ountain a triple 
action type, l1-qt. size, $2.40 each; 


2-qt., size, $2.80 each; 3-qt. size, $3. 35 
each; 4-qt. size, pe 10 each; 6- at. size, 
$5.20 each; 8-qt. size, $6.75 each 
Lightning Freezers, double action 
type, 1l-qt. size, $2 each; 2-qt., size, 
$2.50 each; 3-qt., size, "$2. 85 each; 
6- | size, $4. 25 each; 8-qt., size, $5. 60 


Auto Vacuum Freezers, 2-qt. size, 


$6 each; 3- < size, $8 each; 4-qt. size, 
$10 each hese are list prices sub- 
ject to a discount of 33 per cent. 
Blizzard Freezers, single action 
type, l1-qt., size, $1.85 each; 2-at. 
size, $2.20 each; 2 size, $2.60 
each; 4-qt. size, $3.20 each; 6-q 


size, $4 each. 
Polar Freezers, all metal, 1-qt. size, 
$12 per doz. 


GARDEN HOSE.—Up to present sales 


have been light; dealers showing more 
interest. 
Jobbers quote f.o.b. Cleveland: 
First a ity garden hose, per foot 
as follows 
or ‘yin. sa 


PE dmc ane geen 9c. 10. ie. 
Nozzies.— Boston, $6.50 to = 75 per 
doz.; Gem, $5.75 to $6 per doz 


HANDLES (TOOL AND AGRICUL- 


| TURAL). — Comparatively light at 


present, but expected to open next 
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No. 940 
Panel 
Assortment 


Shown above. Contains 
two each of seven pop- 
ular cast brass pad- 
locks, with nickel- 
plated steel shackles. 
For general’ service, 
but recommended espe- 
cially for use on auto- 
mobiles, trucks, motor 
cycles and bicycles. 
The numbers shown 
are 40, 40 LS, 41. 


scribed and illustrated 
in Miller Catalog No. 
29. Packed in indi- 
vidual carton with 
enamelled steel panel, 
94%” x 21”, and hinges 
and screws for mount- 
ing. Shipping weight 
about 8 Ibs. 


No. L 6 
Night Latch 
Panel 
Assortment 


Shown at right. Con- 
tains six night latches 
Nos. 80, 137C, 4978, 
878, 178C and 64— 
mounted on handsome 
swinging display board. 
Size 8” x we ef 
Packed one assortment 
in carton, with screw 
eyes and hooks for 
mounting. Keys and 
escutcheons on back. 
No. L-12, same as No. 
L-6, but with extra 
lock of each as stock. 
No. L-18, same as No. 
L-6, but with two extra 
locks of each as stock. 
Illustrated and de- 
scribed in Miller Cata- 
log No. 29 
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A Quick, Sure Way to Sell Locks 
Is from Miller Display Panels 


Also it is a profitable, convenient and effortless way. 
Simply hang a Miller Padlock Panel on any vertical 
partition of your shelving, from which it swings 
easily without being in the way and without con- 
cealing other goods. 

Yet the locks are always in plain sight, inviting 
notice and reminding customers of their locking 
needs. 

Miller Locks (Padlocks, Night Latches, Cabinet 
Locks) on Miller Panels sell themselves. Dealers 
report greatly increased lock sales from their use, 
an increase in some instances, of several hundred 
per cent. 

More than 40,000 of these carefully selected panel 
assortments have been sold throughout the coun- 
try. And the demand for them is growing. 

Miller Display Panels and other lock selling helps 
are fully described and illustrated in the new Miller 
Catalog, No. 29. If you do not have a copy, write 
for one at once. 

Nearly every jobber in the country sells Miller 
Locks and Miller Panel assortments, and is pre- 
pared to make immediate shipments. 


Miller Lock Company 
PHILADELPHIA. U. S. A. 
Established 187] 


Padlocks—Night Latches—Cabinet Locks 


Originators of Swinging Metal Display Panels, Metal Display Stands and Counter Display Cartons 


for Padlocks 
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month, when users begin to break han- 
dles on steel goods; prices firm; stocks 


ample. 
Jobbers quote f.o.b. Cleveland: 


Axe Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handiles.— 
No. 1, 90c. per doz.;. finest growth 
hickory, $1.50. 

way Fork Nando —Straight, 
a? ed and bored.,. ft., ,o*- 50; 

, $5.50 per Tt a 4% ft., $3.80 
ame doz.; X, 4 , $2. 40 ad doz. ; 
XX. 5 ft., $46 — doz.; 5 ft 
$2. oe = doz. 

at Fork Handies.—Bent, chucked 

ored, 4% ft., $7.50 per d 

a. 50 per doz.; eo bent, 4% ft., 
os 30 per doz.; X; nent ae ‘ft. 
per doz.; XxX, bent, $5. 25 per 
doz.: X, bent, 5 ft., ‘3 Rs per See. 

Manure Fork Handles. —Bent, 4 ft., 
$4.75 per doz.; 4% ft., $5.10 per doz.; 
XX, bent, 4 ft., $4 per doz.; 4% ft., 
$4.30 per doz.: X. bent, 4 ft., $2.50 per 
doz.; 4% ft., $2.90 per doz. 

Garden Hoe Handies.—XxX, 4% ft., 
— per doz.; X, 4% ft., $2.40 per 


x Rake Handies.—XX, 6 ft., 


=. 25 per doz.; X, 5% ft., $3.25 per 
OZ. 
Shovel Handles.—Regular pattern 


X, 4% ft., $5.90 per doz.; X, % ft., 
$3.75 per doz.; D handle. best grade, 
$7.95 per doz.; X grade, $6.25 per doz. 

Spade — handle, best 
—, $7.75 per doz.; X grade, $6.25 
per Z. 


NAILS AND WIRE.—Some talk rela- 
tive to shading of 5 cents per keg, base, 
Prices as quoted, how- 
ever, prevail in most quarters. Buying 


on wire nails. 


steady. 


Jobbers quote as follows, 
land: 


Nails, less .¥ carload lots, stock 
shipments, $3.4 “7 keg: No. 9 gal- 
vanized wire, $3. 5 per 100 Ib.: No. 9 
annealed wire, $3. 30 per 100 Ib. ; and 
cement coated nails, $3.85 per 100 Ib. 

Polished fence staples, $3.85 per 100 
Ib.; galvanized fence staples, $4.30 per 
100 Ib. Miscellaneous nails, 70 per 
cent off list. $3.50 per 


eg. 

_ Wire brads, 
ist. 

Barbed wire, 
$4.30; 


Cleve- 


Cut nails, 
70 and 10 per cent off 
100 Ib. spools. galv., 


Lyman 4 cattle wire, &0- 
same, hog wire, 


rod spools, $3.64 
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$3.92. American special, hog wire, 
$2.73. Prices on barbed wire are 
base, stock shipments. 


OVENS.—Very active; ample stocks; 
prices holding. 


Cleveland jobbers quote: 
30 533.05." ovens, No. 40, $3.35; No. 


PAINTS AND OILS.—Mixed paints 
very good; turpentine firm and fair; 
linseed oil selling light. 


Jobbers quote f.o.b. Cleveland: 

Turpentine, in ony oxi .0834; less 
than bbls., $1.18 

Linseed oil, in b ag a "si 09: less than 
bbls., $1.17. Boiled, 2c. extra per gal. 
wood bois alcohol, 66c. per gal., in 


A, eibs: in 3 Venetian red, in bblis., 344c. 
peoh 1 b. 


b. kegs, 4% c. per 
ite thy *n 100-lb. kegs, 15c. per 
Ib.; a 50-lb. and 25-lb. kegs, 15%\c. 
per Ib.; in 13%-lb. kegs, $15c. per Ib.; 
in 500- ‘lb. lots. 10 per cent discount; 
other prices are net. 


POULTRY NETTING.—Sales a little 
heavier; prices steady; stocks satisfac- 
tory. 


Jobbers quote f.o.b. Cleveland: 

Poultry netting, Cleveland stocks, 
45 seg cent; f.o.b. Pittsburgh, 45 per 
cent. / 


PYREX OVEN WARE.—Sales steady; 
prices guaranteed until June 30, 1924. 
Jobbers do not expect any immediate 
—— following that date. 


obbers quote f.o.b. Cleveland: 

List PRICES epee to discount 
of 33/4 per cent. 

Casseroles.—Roun standard, No 
167, $1: No. 168, a 17: No. 169, $1. 33: 
" 170; $1.67 each 

read and Biscuit Pans.—No. 212, 
$1. 60s No. 214, $1 each. 


Cake Pans.—No. 231, $0.67; No. 221 
(round), $0. = No. 809. 0.67 each. 

Pudd in ishes oy 450, $0.83; 
No. 463; Go.40 40; No. , $0 57 each. 


Pie Plates.—No. 202, 30, 50; No. 203, 
0.60; No. 209, $0.60 each. 
Custard Dishes. io. 422, $0.17; No. 
423, $0.13 each 
1.67: No. 14, 


Tea Pots. 
No. 32, $1.67; No. 34° $0. No. 22, $1. 7: 
No. 24, $2 each. 


ROLLER SKATES.—Continues to be a 
very heavy item; sales large; stocks in- 
complete; prices firm. 


June 26, 1924 


Jobbers quote f.o.b. Cleveland: 


Roller Skates, children’s model, 
Union _ No. -_ 1 te men’s model, 
Union No. $1.5 dies’ model, 


Union No. é $1. 6b, 
per = pole 
walk skates, 78c. per pair. 


SPRINKLERS (LAWN).—With hose 
and nozzles this item is creating inter- 
est and fair volume of sales. Stocks 
appear well balanced; prices firm. 
Jobbers quote f.o.b. Cleveland: 
Sprinklers, Rain King, $2.33 each 
net; Pluvius, $16.00 per doz.; Foun- 
tain (ring style), $7.75 «per doz.; 
Crown, $6.75 per doz. 
STOVE PIPE AND ELBOWS.—Prices 
guaranted until Aug. 31, 1924. 
Jobbers quote f.o.b. Cleveland: 
Stove "pled," crates, of 25 joints, 


All prices are 


Security a 28 gage, 3 in., $3.35; 
4 in., $3.50 fin., $3.80; 6 in., $4; 
7 in., $4.65. 


Elbows, Security blued, corrugated, 
28 gage, 3 in., $1. ~) 4 in., $1.25; 5 in., 
os Sa ; 6 in., $1, 55; Se "$2. 10, all per 


Sal hods, galvanized, ‘17 in., $5.25 

per doz. for open models. Same size 
onde with funnels, $6.50 per doz. 

Stove boards, Crystals, 33 in., $21.25 
per doz.; 30 in., $18 per doz.; 28 in., 
$15.50 per doz.; 26 in., $13.25 per doz. 

Crystal boards, wood lined, oblong 
shape, 20 x30 in. “a $15 per doz. ; ; 24x 
36 nm» & $16.65 per doz.; 26 x 32 in., $16 
per 

Crystal ae pew = + eeere 
shape, 24 in., per in. “s 
$7.25 per ge : ES —% $8. 
30 in., $9.65 per 

Crystal stove ren paper lined, 
Frog, ® ee 18° x .30 in., $7.90 per 

in., $9. 30 per we . =x 

36 in. ™ $10 per doz.; 26 x 30 in., $10. 50 
per doz.; 28 x 24 in. -» $10.75 per doz. 


WINDOW GLASS AND _ ACCES- 
SORIES.—Glass firm; building demand 
very good; general store business for 
home replacement fair. 


Jobbers quote f.o.b. Cleveland: 


Window glass, first three brackets, 
single A and B, 86 per cent off list; 
over three brackets, same grades, 85 
per cent off list. Both sizes double 
A and B, 87 per cent off list. 

Lights, single and double, 
cent off list 

Single WA paper wrapped, 85 per 
cent off list; double AA paper 
wrapped, 85 per cent off list; lights, 


1o oy ‘aan: : 


85 per 











_— 
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every type of merchandise. 
of real service on the part of the seller. 


TEACHING THE CUSTOMER 


ROGRESS may seem slow at times, but it is unquestionably true that, little 

by little, sales managers and business executives are making real salesmen 
and saleswomen out of mere order takers. At the same time that the latter are 
being taught to show and to talk the goods they have for sale, it must not be 
forgotten that even a good thing may be overdone. 
not, in all fairness to the prospective customer and to the house, mean only 
telling the advantages of those goods. 
One of the surest ways to cement the patronage of some people to your house 
is by explaining to them carefully, at the time of purchase, how to care for the 
goods they are purchasing. Thus, in the successful hardware store, purchasers 
of saws are explicitly advised as to the proper way of keeping them in condi- 
An unwary customer, not so warned, may get into trouble with almost 
He will feel that such warnings are an evidence 


Talking the goods should 
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Better Business Records 
At Your Finger Tips 


Business control comes from having good records at your 
finger tips. Printed forms save writing, in record keeping. 
Carbon copies save time and prevent mistakes. Colored 
copies go directly to work where they belong, without confu- 
sion. A checking copy accounts for every item. All these 






TROUBLE.....AVOIDED are combined automatically in the Wiz Flat-Packet Register. 
WASTE... .... PREVENTED 5 — — flat packet is used_to make any required number 
of duplicates. 

EATS. 2-10 02s STOPPED 2. Wiz printed forms always lie flat and file flat. 
USED EVERYWHERE PEN- . 3. Wiz bonne all copies or files one, if ileaived in a front oar g 

rt ti i e rea or 
CIL FORMS ARE WRITTEN [iotant selerence, posting, checking? auditing and filing. 
IN STOCK KEEPING 4. Wiz loads faster. 
FOR SHIPPING RECORDS 5. Wiz keeps all forms in alignment. 
ORDERS alone or combined Phone our experienced man—he knows! Or send us the 


with other forms aie cee 


SALES RECORDS 


more ype American Sales Book Company, 14, Elmira, N. Y. 





WITH CASH “West of the Rockies In Canada 
DRAWER Pacific Manifolding Book Co., Pacific Coast Sales Book Co. F. N. Burt Company, Ld., 
Emeryville, Cal. Los Angeles, Cal. Toronto, Can. 
1 elec eet te eet ee hie eit | 
r ; 
: Pin to forms now used or to letterhead for : 
: information without obligation : 
- []} Cash Transactions [] Bills of Lading - 
: (]) Charge Sales [] Express Receipts - 
. Ch & Ga aaAe [] Receiving Records . 
- [) Warehouse Orders CC) Requisitions. h 
' ( Delivery Receipts ([ Invoices : 
: — _ S s ([) Shop Orders []} Purchase Orders . 
te] ’ 
Makers of autographie registers “=amaaE - Imire, N.Y. ee LRP OPTT TT Tee eT Tk CL a 
since 1893. Originators of 186 ‘Woronte; Cone) Aim © Dept. 7256 : 
oneers in the manufacture of books, machines and forms using carbon paper. rr) t?t?tttteteetee ee ee rei 
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Why Sit Waiting for the 
Ship to Come In?? 


The Hopes of Yesterday are 
the Opportunities of Today. 
Enterprise is the Harbor 
light that guides the Ship of 
Success. Modern, high class 
means are the secret of “put- 
ting it across.” Use them! 


HARDWARE ACE CLASSIFIED 
OPpPoRTUNITIES offer the me- 
dium through which Hard- 
ware Men meet each week. 
Its pages of personal contact 
deliver the message to those 
who look for you and your 
offer. It is an open door of 
over one million copies a 
year to an attentive audience 
of paid subscribers. 
When you “want” new 
sales representatives 


When you “want” to in- 
crease you sales force 
or expand territory— 


If you “want’”’ experienced 
help or desire to locate 
a responsible business 
partner— 


If you are in the market 
for a new store or 
“want” to sell a store— 


Or are looking for a 
position— 


The columns of your Business 
Paper will best serve your end. 
It is a sure course when you want 
quick results. 


Don’t wait for the ship to come 
in. Get aboard with us and bring 
it in yourself. 


Refer te the back of this issue 
right now. Rates are there and 
examples for wording your ads. 


ADVERTISING DEPARTMENT 
CLASSIFIED DIVISION 


HARDWARE AGE 
239 W. 39th St., New York 
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4 paper wrapped, 85 per cent off 
Putty, pure, in 12% Ib. lots, $6.75 
per cwt.; in 25-lb. kegs, $6 per cwt.; 
in 100-Ib. lots, $5.50 per cwt. Com- 
mercial grade, in 12%-lIb. lots, $4.75 
per cwt.; in 25-lb. lots, $4.25 per cwt.; 
in 100-Ib. lots, $3.75 per cwt. Glaziers 
points range from 20c. to 22c. per Ib. 


WIRE CLOTH.—Sales improving with 
warmer weather. 


Jobbers quote f.o.b. Cleveland: 

Wire cloth, 12 mesh, $2.10 per 100 
sq. ft. 

Galvanized wire cloth, 12 mesh, 
$2.65 per 100 sq. ft.; same, 14 mesh, 
$3.10 per 100 sq. ft. 

Black wire cloth, 12 mesh, $2.10 per 
100 sq. ft. 


June 26, 1924 


Copper “ape tg cloth, 14 mesh, $7.25 
per 100 sq. ft. 


Maehuase wire cloth, $5.25 per 100 
sq. ft. 


WRENCHES.—Jobbers announce re- 
duction on Trimo and Stillson wrenches 
which is aproximated at 20 per cent. 
New prices are given below. 


Snap-On  omenee. No. 101, Master 
Service sets, $15.25 each; No. 202 
Heavy Duty ‘sets, $8.80 each; No. 404 
Flexible Socket sets, $8.75 each; No. 
505B, Screw Driver sets, $3.40 each. 
Less 40 per cent on all snap-on 
wrenches, f.o.b. Milwaukee, Wis. 
Trimo and Stillson take 70 per cent 
= lt: Coes take 40 and 10 per cent 
rs) 





Ball Bearing Coffee Mill Has 
Unique Features 


The “Diamond-Cut” ball bearing 
coffee mill recently placed on the mar- 
ket by the Freidag Mfg. Co., Freeport, 
Ill., is designed to fill the demand for 





a high grade coffee mill in the home. 
There is a simple adjustment which 
gives a complete range of grinding 
from coarse to pulverized. The grind- 
ing burrs work on ball bearings and 
are placed in a vertical position, per- 
mitting the coffee beans to feed in 
automatically and making for fast 
work with a minimum amount of effort. 
The mill is fitted with a special glass 
canister and will hold over a pound 
of coffee. The receiving tumbler is 
graduated in tablespoons, so that it is 
not necessary to measure out the 
ground coffee. The canister is 
closed with a screw cap and rub- 
ber gasket, making it air tight. 
The mill can be attached to win- 
— casing, door frame, cabinet or 
wall. 





Thermal Jar Will Appeal to 
Autoist 


The gallon size thermal jar, 
aluminum jacketed with contrast- 
ing ebony bands, known as the 
Aladdin “De Luxe” Model No. 410, 
made by Aladdin Industries, Inc., 
609-613 West Lake Street, Chicago, 
has a beautifully silvered inner 
jar of heavy heat-resisting oven- 
ware glass. It comes with a 4 in. 
mouth which makes it especially 
desirable for inserting and remov- 
ing large pieces of meat and for 
serving ice cream with a ladle. It 


a 


Reading matter continued on page 





is designed to keep food or liquids 
hot or cold for many hours. The 
aluminum used in the jacket is said 
to be 18 gage and “extra hardened” 
to resist thumps and guard against 
breakage. Like the green enameled 
Aladdin Jar, it has the patented 
“Thermalware” neckseal, silvered glass 
stopper, drinking cup-cap of heavy 
aluminum and other features. It is 
rustproof, leakproof, wearproof and 
sanitary throughout, according to the 
manufacturers. 

Because of its large capacity, its 
unique heat and cold resisting quali- 
ties, together with its unusually attrac- 
tive appearance, the Aladdin “De 
Luxe” Thermal Jar should prove a 
popular item with automobilists, camp- 
ers and picnickers. 





Toy Monkey Entertains 
While Instructing 


“Consul,” the Educated Monkey, 
made by the Tepp Mfg. Co., Inc., 2-114 
General Motors Building, Detroit, Mich., 
is an ingenious toy designed to instruct 
the kiddies while entertaining them at 
the same time. He is a metal monkey 
to whose hands and feet are attached 
pointers. When his feet are set at two 
numbers, his hands point to the product 
of those two numbers. He can also add, 
subtract and divide elementary num- 
bers. The inexpensiveness of this toy 
makes it. a very real aid in teaching 
elementary arithmetic. It is very likely 
that “Consul” will make arithmetic a 
joy instead of a drudgery to many 
youngsters who own him. 
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\\WICKWIRE SPENCER/ 











All grades of wire cloth, from the finest weave to the heaviest, come 

' from the looms of the Wickwire Spencer weaving mills. Whatever 
your requirements may be, the production departments of these plants 
will serve you promptly and in complete compliance with your 
specifications. 


AMERICAN WIRE FABRICS CORPORATION 


Subsidiary of WICKWIRE SPENCER STEEL CORPORATION 
General Offices: 41 East Forty-second Street, New York 


Western Sales Office: 208 South LaSalle Street, Chicago 
WORCESTER BUFFALO PHILADELPHIA DETROIT SAN FRANCISCO LOS ANGELES SEATTLE 
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AYHEW No. 519 is 
an “Every - Man’s” 
Screw Driver. It 


belongs in every Tool Kit and 
Every Home. 


Elimination of flare at the 
point of the blade makes this 
slim Screw Driver an unusual- 
ly handy tool for close work 
of all kinds. Electricians find 
it invaluable. It is also an ex- 
cellent Radio Tool. 


Mayhew No. 519 Screw 
Driver is made in ten differ- 
ent blade lengths of 3/16” 
tough spring steel, electrically 
tempered. 


If you have not stocked these 
Salable Screw Drivers Please 
Order from Your Jobber. 


MAYHEW STEEL PRODUCTS, Inc. 


SHELBURNE FALLS, MASS. 


TOOLS THAT ENDURE 


ELECTRICIANS’ 
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ness in an eminently satisfactory manner. 

I insisted upon placing W. G. Yantis in complete 
charge of all of our buying. I had some difficulty 
about this. Some of our other new officers wished 
to do buying. They thought they would shine as 
buyers. At first I was forced to yield to their de- 
sires and the buying was divided, but eventually, 
after some rather serious mistakes were made, all of 
the buying was placed in the hands of Mr. Yantis. 

The objection on the part of some of our other 
officers to Mr. Yantis’ having charge of the buying 
was based on the fact that he knew nothing about the 
hardware business. My contention was that in time 


he would learn the business. I remember at first . 


Mr. Yantis simply supervised the buying of hard- 
ware of some of the other buyers. He had to learn 
the hardware business. When a manufacturer’s 
salesman would call he would first make his proposi- 
tion to one of our regular buyers and then before he 
left Mr. Yantis would have a final talk with him. In 
these final talks Mr. Yantis usually succeeded in 
gathering in some extra concession! 

I remember one day he came over to my office and 
said hurriedly: “Tell me, how are horse shoe nails 
put up? A manufacturer’s salesman over here has 
given me a rebate of 1 cent and I do not know 
whether it is 1 cent on a dozen, a gross or a hun- 
dred.” I told him quickly that these nails were 
packed 25 lb. in a box and no doubt the rebate he 
had received was 1 cent per pound, or 25 cents per 
box. “All right,” replied Mr. Yantis, as he hurried 
back to the salesman! 


Nail Orders and No Nails 


One of our other officers right in the beginning in- 
sisted upon being put in charge of the buying of nails 
and barbed wire. At this time the Union Steel Com- 
pany of Pittsburgh was just getting under way. They 
quoted a very low price on nails and wire to this 
officer. He placed a very large order with them. The 
goods were to come forward immediately. His cost 
was put up to our sales department. We found that 
we could cut the price about 10 cents per hundred 
and still have a very nice profit left. We gave our 
salesmen the new price and the orders rolled in. 
The orders came but the carload lots of nails and 
wire from the Union Steel Company did not come. 
They put us off with one excuse and another—their 
machinery had broken down; they would start ship- 
ping the next week. They never did ship anything and 
in the meantime our files were full of orders. Our 
customers were calling for shipments. 

I called a meeting of our board of directors and 
at this meeting I said something must be done imme- 
diately. We discussed the situation pro and con. 
Our new buyer assured us if we would just be patient 
that the nails and wire would come. I did not be- 
lieve they would ever come. I finally suggested that 
I take the train that night for Chicago, call on Mr. 
Baackes, the sales manager of the American Steel & 
Wire Company, and see if I could not get some nails 
and wire from him. Our board finally agreed that 
that was the best thing to do. . 

I had all of our orders gotten together and I car- 
ried copies of them to Chicago with me. I had never 
had the pleasure of meeting Frank Baackes. I sent 
in my card and was finally admitted to his office. He 
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shook hands with me cordially and remarked that 
he had been waiting for me to call. He took out a 
box of cigars and pressed one of his long thin cigars 
upon me. Now, on the Pullman car the night before 
I had rehearsed a very pretty speech to make to Mr. 
Baackes. It was a pippin, but I never made that 
speech. 

Before I could say anything Mr. Baackes re- 
marked: “Well, you fellows down there have just 
been raising h— with the wire and nail market. I 
suppose you haven’t any goods and now you have 
come up here to ask us to fill the orders?” In my 
best Missouri dialect I "lowed he was exactly kor- 
rect. “Well,” said Frank, “let’s see your tonnage.” 
I opened my little brown package and handed him 
our orders. He glanced over them and whistled. 
“You certainly have been selling nails and wire,” he 
remarked. “Now,” said he, “we shouldn’t do a thing 
to help you. It is not a square deal to our other cus- 
tomers, but I am just going to take these orders, fill 
them for you and give you just a little profit on the 
business. I am doing this simply to show you that 
we are a big, broad-gaged, liberal-minded institu- 
tion. Now in future, while we do not ask for all of 
your business and never ask for all of anybody’s 
business, still I want you to remember what we are 
doing for you in this deal. We are returning good 
for evil. We are letting you out of this hole you 
have gotten into and are giving you a profit on the 
business. Now, what I wonder,” he remarked, as he 
puffed his cigar, “is whether you will appreciate 
what we are doing for you and if you will remember 
it in the years to come?” 

That was just about the sales talk of Frank 
Baackes. I have known Frank for many years. I 
have always found him there with the goods. He al- 
ways treated us very well, indeed, and as long as I 
was in the hardware business I always insisted that, 
everything else being equal, the preference in pur- 
chases should go to Frank Baackes. 





This Appeals to the Housewife 


HE A. W. Lund Co., River Falls, Wis., publishes 

a monthly store paper called the Lund’s Mes- 
senger. There is always plenty of fun scattered 
throughout the four pages. The special lines are ad- 
vertised in the most approved fashion and a sprinkling 
of “local happenings” make the paper decidedly read- 
able. 

A recent edition advertised in the news column 
the fact that the firm would make porch curtains to 
fit any porch. This is a new service for the hardware 
dealer and is another strong magnet to draw in the 
trade of the housewife. 





Fewer Farmers Producing Larger Crops 


There has been so much talk about the movement 
from the farm to the city that many folks have come 
to the conclusion that it will not be long until we will 
have many cities and few farms. The U. S. Depart- 
ment of Agriculture has just made an interesting state- 
ment along this line. It says that farm labor has 
become 18 per cent more efficient in the matter of 
crop production. That is more than can be said about 
some of the other trades. Within the last ten years 
the number of farm workers has decreased about 4 per 
cent, but the mass of crop production has increased 
about 13 per cent in the same period. 











Good Service Demands 
Good Equipment 


The success of Brookins Products has 
been due entirely to one thing—and that 
is their ability to help any garage or 
service station win customers’ good will, 
get more customers, increase trade, build 
up profits. The Brookins Measure is the 
standard oil measure of the world today. 
Other Brookins Products, shown below, 
are climbing steadily toward the same 
world leadership. 


The Brookins Oil Measure 


The most convenient, efficient and 
durable of all oil measures. It has a 
flexible metal nozzle that reaches any 
oil hole without the use of a funnel. 
Oil ‘low is started, stopped, controlled 
by a thumb-valve operated at the rim. 
A widé lip prevents spilling when 
brim-full. Made in one, two, four 
and five-quart sizes, all copper- 
finished. 





Permanent steel charts, lithographed 
on both sides and weather-proofed by 
baked enamel. Each chart shows 
price per gallon and corresponding 
quantity prices from one to twenty 
gallons. Supplied in both even cents 
and half-cents. Complete price range 
in each set. Chart fits directly on 
pump—can be changed instantly. “In- 
sures accurate price quotation—elim- 
inates disputes. 


The Brookins Emergency Gas Can 





A sturdy two-gallon can, fitted with 
a flexible metal tube instead of a 
snout. Carries any distance without 
spilling. Flexible tube reaches any 
gasoline intake port without funnel— 
no spilling, no waste, no danger. An 
emergency service can that will be 
appreciated by every customer. 





Brookins Products are carried in stock by most jobbers. 
If your jobber hasn’t them—write us for samples and prices. 


THE BROOKINS MFG. CO., DAYTON, OHIO 


ae 





SERVICE STATION EQUIPMENT 
, 
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TEGCO 


= (;lass-Hardware= 


With any commodity the GEN- 
UINE article is always the best and 
safest to buy. 





















Ask your Jobber for 
‘“TEGCO”’ Glass 
Knobs. 


These knobs are 
made in four sizes, 
of the very finest 
crystal and opal 
glass. 


The faces are all cut 
and polished and the 
bottoms are studded, 
absolutely prevent- 
ing them from turn- 
ing. slipping, or be- 
coming loose. 


Cuts Show Actual 


Size 


For sale by 
All the leading 
Wholesale 
Hardware 
Jobbers 
in U. S. A. 
and Canada 





This cut shows 
studded bottom 


Manufactured by 


TECHNICAL GLASS CO., Inc. 


48th St. and Santa Fe Ave., Los Angeles, Calif. 
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Builders’ Hardware from the Ground Up 











PEUERLEDEASCPUREROERDOTEERELE® GQ? DERERCDORDAORERGEDCTORODDOREROR ERE enePeeaatE TEDOGEOT EC AEACAEOORAELEODOE. PGOEEEEL COURT EOD a Le etaeetoar 


ally known have had a large part in familiarizing the 
public generally with New England Colonial exteriors 
and interiors. : 

It should not be considered that the Colonial type 
is limited in its adaptability to homes alone. It is used 
with most pleasing effect in theaters, hotels, the 
smaller office buildings, schools and churches. 

There are two different ways of doing Colonial 
buildings. One is to make a building in all details as 
nearly like it would have been built two or three 
hundred years ago. The other method is to build it 
with the general Colonial characteristics using modern 
construction and materials. The first may be called 
“Qld Colonial,” and the latter “Modern Colonial.” 

For the “Old Colonial” iron hinges, latches and bolts, 
hand wrought and painted black, with bright brass 
knobs and occasional other small parts, by way of 
beautiful contrast, is quite the proper hardware to 
use. A group of this style of hardware taken from the 
catalog of James Peters & Son, local makers in one of 
our Colonial centers, gives an extremely good idea of 
this type. However, there are comparatively only a 
small number of “Old Colonial” buildings built in these 
days. The great majority of people want all the 
“Modern” conveniences and appliances with only the 
“dress” of the “Old,” and it is for these that ““Modern 
Colonial” hardware is made. For the most part the 
locks and butts and bolts used on “Modern Colonial” 
buildings are the same mechanically as for other styles 
of buildings, but the knobs, escutcheons, sash lifts, 
and other decorative pieces should be selected with an 
eye to simplicity, dignity and beauty of line. 

“Sectional trim’’—that is, the knob and rose being 
separate from the keyhole escutcheon, is very general- 
ly used. There are many “Colonial designs” having 
the elongated rose and escutcheon combined in one 
plate. They have an advantage because there is a 
better opportunity to use larger and better placed 
screws, but they have not the true Colonial spirit of 
simplicity that is expressed by the sectional trim. 

Glass knobs are used quite commonly and are very 
good looking. They always appear bright and cheer- 
ful and do not tarnish. Those octagonal in shape are 
used more than any others. Two and a quarter inches 
in diameter is the standard size, but they look better 
slightly undersized rather than oversized. There is a 
growing demand for small brass knobs. As they are 
not so generally used as the glass, they may be said 
to be a little more “exclusive.” There are several 
patterns made with the old-fashioned, thin necks so 
common in Colonial times. This style of knob is rather 
small, from one and three-quarters to two inches in 
diameter. It is “good Colonial” to have them small, 
but they can be too small for comfortable use. 

Small keyhole escutcheons with drops over the key- 
hole are very good. There are a number of patterns 
reproduced from examples of Old Colonial times. The 
plain round or oval type without the drop is frequently 
used, looks well and costs less than those with the drop. 

Black iron, or brass rim locks of the horizontal type 
are sometimes used, but they are more fitting with 
“Old Colonial” than with the modern type. Horizontal 
mortise locks, with the keyhole between the knob and 
the face give a particularly good Colonial effect, but 
they cost more than the usual upright pattern. 

For entrance doors there is a large assortment of 
brass handles with thumb pieces instead of knobs to 
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operate the lock. These locks have the cylinder rose 
separate from the handle in true sectional fashion. 

A Colonial entrance door is hardly complete with- 
out a good brass door knocker, even though there be 
an unobtrusive electric push button for real use, 

In a recent issue of The House Beautiful there was 
shown a group of hardware suitable for use in 
“Modern Colonial” houses prepared by W. H. Whitta- 
ker. The selections are so good and the execution 
of the drawings is so artistically done that the liberty 
is taken to reproduce them here. 

Brass, either “bright” or “scoured,” is the metal 
that should be used with Colonial architecture. In 
association with the white and mahogany woodwork 
the effect is particularly pleasing. Other finishes may 
be used with very satisfying results, but they are less 


appropriate. 
In the Neck 


By WILLIAM LUDLUM 


The clerk is being recognized for what he really is— 
The channel through which every sale must pass, 
And we hope this talk about him—‘“that we cannot do 

without him”’— 
Is something more than artificial “gas.” 
Much too long he’s been neglected and too long he’s 
been rejected 
As a factor in the selling game, by heck! 
Now he’s getting what is due him, getting all that’s 
coming to him, 
Getting, where he’s always got it—in the neck! 





Merchandising is a bottle, (we have borrowed this 
idea ) 
With the manufacturer busy at the base 
Making goods which must go later by express line or 
by freighter 
To the jobber who is next lined in the race; 
Mr. Jobber, in the bottle placed midway, stops not to 
throttle 
Trade, but shoves ’em right along without a check, 
To the fellow in the spoutlet, in that part which is the 
outlet 
Where he gets ’em, always gets ’em— in the neck! 


Through this small congested opening every selling 
thing must pass 
Every manufactured article must go; 
If the “neck” is out of training—it’s a case of busi- 
ness waning 
Till it’s rated in reports as rather “slow.” 
Factory wheels may whoop and clatter and the stock 
on hand grow fatter; 
Jobber’s shelves be lined with everything on deck; 
But there is no profit showing unless goods are kept 
a-going 
By the hands that always get ’em—in the neck! 


If the “neck men” push and shove ’em, there’s a steady 
selling flow, 
Goods are certain to keep pouring through the land; 
Just as long as they keep feeding goods to folks at 
top-notch speeding 
Trade is certain to be classified as “grand’’; 
But—to keep the wheels a-turning, pay should be in 
line with earning, 
Pay proportionate—take heed all those who reck— 
Pay enough to make ’em happy, pay enough to make 
’em “snappy,” 
Or—everybody ’ll get it—in the neck! 
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Stock “Cleveland” 


Pump Chain and Pump Buckets 


—and stop worrying about turnover. 
More an more people are mending 
and repairing their hand pumps. They 
have found no substitute for cool, 
clear, delicious well water. You can 
find no substitute for ‘““Hodell”” Pump 
Chain. It will double your present 
chain profits, because it moves. 


“Hodell” Pump Chain, ‘“‘Cleve- 
land” pattern, comes in two popular 
sizes, No. 5 and No. 6. Hot galvan- 
ized, strong and durable, it will out- 
last other makes. Packed in conven- 
ient 100 Ib. kegs and 500 Ib. casks. 


“Cleveland” and “Standard Ex- 
pansion”’ rubber pump -buckets fur- 
nished in standard size. Packed 
conveniently 500 toa keg. Prices and 
samples on request. 


“Cleveland” 


“Standard 
Expansion”’ 





The Chain Products Co. 


Established in 1886 


Cleveland, Ohio 


Modell Chains 


Our general trade name for the 
whole Chain Products family 
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PRACTICE STROKES 








Pm 


{OCOPPP 





N1€)+€? 


The complete speed pen alphabet. 
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Note the basic strokes in the lower left hand corner 
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Practice Hints for Speed Pen Lettering 


his skill to hit the bullseye by 

means of consistent practice, 
earnest effort and determination at the 
rifle range. Thousands of doughboys 
learned to shoot and shoot straight in 
the late war and many of these boys 
who were residents of our large cities 
had never shot a rifle before in their 
lives. This merely demonstrated the 
fact that not any of us can tell the 
power of our ability to accomplish 


Tris expert sharpshooter acyuired 


Gold Seal 
Conga eum 


Art Wes 


Large Assortment 
of Colors & Patterns. 





The slanting word “Congoleum” 
makes this card distinctive 


By JOSEPH BERTRAM JOWITT 


what the other fellow can do until 
we try. Practice is the one thing in 
life that makes us proficient in any- 
thing we attempt, and practice is the 
keynote of success at learning show- 
card writing and the more we succeed 
in our attempts the more it will appeal 
to us. 

Show-cards are divided ,into two 
classes, those which are to be used 
for a day or so, and those which are 
designed for permanency. Those of 
the temporary order as a rule are 
wanted in a hurry and this is one 
reason that prompted the evolution of 
the speed pen. This simple single- 
stroke Gothic or Egyptian alphabet is 
the best all round alphabet to use with 
the speed pen, as each element or single 
individual stroke is the exact width of 
the speed pen selected. 

The reader’s attention is called to 
the twelve practice strokes shown on 
the alphabet plate wherein are all the 
single strokes necessary to make every 
letter of the alphabet. First right and 
left angle strokes, shown in practice 
strokes Nos. 1 and 2 are used in con- 
structing the capital letters A, M, N, 
V, X, Z and the tail stroke of the 
letter R. The next stroke, No. 3, is 
the basic stroke for the letters B, D, 
BE. F, H, i, 7, &, &, M, N, P, B Fo.U 
and Y. Stroke No. 4 is for the letters 
C, G, O and Q, No. 5 is the finishing 


stroke for the letter D and is also one- 
half of the letters O and Q, No. 6 is 
the horizontal stroke used in the letters 
A, E, F, G, H, L, T and Z. Stroke 
No. 7 forms the angle strokes in the 
letter K, No. 8 is the loop stroke used 
in constructing letters B, P and R. 
Strokes Nos. 9 and 10 are used in con- 
structing the letters S, J and U, and 
the last strokes, Nos. 11 and 12, are the 
basic formation of the letter “Y.” 
These twelve characters are the basic 








‘vortwind 


Electric 


FANS — ip 

Light Mat Brass Finish, 
Two Speed Switch 
Can be usedon — st 

z- Wall, Desdes 7 Table. . | 











Grouping of ideas always serves to 
attract attention 
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The large volume of repeat orders received the last few weeks 

at the factory and at our Branch Houses indicates an unusually 

= profitable season for the thousands of Hardware Merchants who 
- feature COLDWELL DEPENDABLE LAWN MOWERS. 


For nearly sixty years the name Coldwell has symbolized a com- 
plete line of dependable lawn mowing equipment. Every mower is 
fully guaranteed. 


COLDWELL 


DEPENDABLE LAWN MOWERS 
Hand, Horse, Motor Gang 


COLDWELL LAWN MOWER CO., NEWBURGH, N. Y., U.S. A. 


Factory Branches—DES MOINES, Iowa: 319 South West Fifth Street. CHICAGO, Ill.: 4139 West Kinzie Street. 
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_ Brace Rim 
_ WRENCH — 





| HERBRAND ; 


MA OMAN 


__, ‘dhe convenient tool 

i \ for Tire changes | 
_ @ works faster. | 
| | .Nicely balanced, 
] © Powerful leverage. 
: Made from forged steel 3 | 
' with revolving cap handle ¢x : 
i 4 sizes to fit all i all 
i Standard rim nuts. ee 








Attractive layout makes every selling 
point stand out 


strokes of the entire twenty-six letters 
of the Egyptian alphabet and it is 
very important that the beginner 
should learn to control the pen by 
practising on these first before at- 
tempting to copy any of the letters. It 
is also very important while operating 
the speed pen to see that the round 
point or ‘bill” of the pen is kept flat 
on the surface at all times while writ- 
ing. Otherwise it is almost impossible 
to produce a stroke of even width. 

A good way to practice these elemen- 
tary strokes is to draw a series of lines 
and circles with a pencil, using a ruler 
and a small school compass. Draw 
eight pencil lines each of the following 
strokes, keeping them about % in. 
apart: right and left angle or oblique 
strokes, horizontal strokes, upright 
strokes and circles. Proceed to trace 
over these pencil lines with the speed 
pen and ink (a small 25 cent bottle of 
Higgins india ink is very handy and 
works very well with the speed pen, as 
it requires no thinning). Study care- 
fully the form and proportion of each 


T was not many years ago that hardware dealers 

watched the prices of tin with a great deal of in- 
terest. Those were the days when the dealer was a 
manufacturer of tinware, etc. His bills for tin plate 
were quite heavy, but today he buys the finished prod- 
uct in packages bearing attractive labels. 
because he quit buying tin plate did not shatter the 
demand. The manufacturer became the buyer instead, 
and new inventions added greatly to the demand for 


tin. 


Reading matter continued on page 80 
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letter shown here, and success will 
surely come with practice. 

It is a very good idea to sketch your 
lettering out first in pencil, and after- 
wards retrace over the lines with the 
speed pen. 

Of course the speed pen has its lim- 
itations, it will not do very large single 
stroke letters, or make each letter as 
perfect in detail as a red sable lettering 
brush will, but for hurry-up work there 
is nothing to equal it. The No. 7 pen 


~~ - - ‘ ~- — = a oe re = 





Only eight words are used, but every 
one registers on the eye 


will make letters large enough for a 
full sheet card, 22 by 28 in. 

The larger letters will present a 
much more finished appearance if they 
are shaded in a light gray, blue or green 
tint, as is shown in the accompanying 
illustrations. 

These pens will do round, oval, 
square, slanting, Old English and back- 
hand letters, and all of these may be 
done with the six different sizes. 

Numerals are more easily made with 
the pen than with the brush. , Any 
brush will naturally spread under pres- 
sure and it therefore requires several 
single strokes to complete each numeral. 
The round pointed speed pen will make 
any numeral with one continuous 
stroke, with one dipping, and without 
removing the pen from the paper. 





Tin—Then and Now 


However, 


tubes. 
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There is practically no end to the 
fancy scrolls, borders and ornaments 
which can be made with the round 
speed pen. It is only a matter of copy- 
ing what you see and like in the mag- 
azine and newspaper advertisements. 

Constant practice with these pens 
will enable the beginner to do better 
brush work. If letters are required 
larger than 3 in. high, they may be 
outlined with the pen and afterward 
filled in with the brush. 

All new pens are dipped in a chemical 
preparation which preserves them 
against rust, etc. In order to remove 
this lacquer hold the pen in the flame 
of lighted match for a few seconds. The 
ink will then flow more freely. This 
will also remove some of the temper 
from the pen and will make it work 
better. 

Care should be taken to keep these 
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Shading and a single ornament do 
the work on this card 


pens away from dust and dampness. In 
order to keep the pens in good working 
condition it is advisable to rinse them 
thoroughly in clean water. After shak- 
ing the water out be sure to put them 
away so the dust or dirt will not collect 
in the reservoir or “bill.” 


Silk manufacturers bought large quantities of tin 
salts to give body to their products and the collapsible 
tubes came into vogue. 
worth of tin and other foils and collapsible tubes were 
purchased by the consuming public. 
people to supply the demand for these items. A total 
of 12,648 primary horsepower was needed and the 
total weight of tin and other foils amounted to 96,- 
046,087 pounds, with 1,878,017 gross of collapsible 


In 1923 over $23,000,000 
It took 3686 
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_SELF-LUBRICATING 
ALL WORKING PARTS 
COMPLETELY ENCLOSED 
DIRT -WATER-SLEET 
SNOW PROOF 


ASHLAN Ls ePuUMpe 
ALBANY - HARRISBURG - MILWAUKEE Saban RAPIDS - ST. LOUIS- KANSAS CITY- NEW YORK 


79 


> 33 9 Dh 08-3 > DC OF. YB Oy fC 


MYERS pump sack 





No. 422. Stock this Myers Self-Lubricating 
Pump Jack and begin selling it now. Housed 
and fully protected working parts, positive self- 
lubrication, improved method of power appli- 
cation, machine cut gears, steel side arms and 
other late improvements in design, production 
and operation represent out-of-the- ordinary 
values in pump stand construction which in 
turn give to the user out-of-the-ordinary pump- 


ing service. 


Order one or more of the No. 422’s for cutie 
drive, or the No. 422-M’s for motor drive—they 
are the same jack with the exception of the pul- 
leys—and place them on display in your sales 
room. Give your customers an opportunity to 
look them over and examine them closely. Their 
higher standard of quality throughout and the 
common-sense improvements with which they 
are endowed are so apparent that prospective 
purchasers of pumping jacks are easily sold, 
and besides, the profits are more satisfactory 


to you. 


To get started is but to write us for literature 
and prices, or better still to get action send us 
your order for one or more of the No. 422 Jacks 
by early mail. Others find them the best of 
sellers—you too will be equally pleased. 













"TEF.E.MYERS & BRO 


SHLAND, OFIIO. al 
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METAL WEATHER STRIP 


ECONOMY 





= 


Complete Equip- 
ment in Each Carton 


Complete equipment for door or 
window, with instruction sheet 
and nails, is contained in a handy 
carton. To make handling easy 
for dealers, they are put up in 
boxes of two dozen cartons. 


Economy Strips come in two 
sizes of windows, se a 
36” and 42” x 42” x 42”, — 
two sizes of doors, 36” x 

and 42” x 84”. The carton oa 
36” window retails at $1.89 and 
42” window at $2.21; carton for 
36” door retails at $2.01, and 
42” door at $2.14. Subject to 
regular jobber discounts. 


Our Sales Plan with Advertis- 
ing Leaflets makes selling easy. 
Hardware jobbers and dealers 
are furnished small sample win- 
dows completely equipped with 
“Economy” for display purposes, 
and to assist their salesmen. 
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Economy Outsells 
Because It Excels 


Faster stock turnover is what every dealer wants. Susiness conditions today forbid 
him to tie his capital up in articles that will not sell quickly. The Economy All Metal 


Weatherstrip sells fast. This is proved by our sales records which show a ste: idy 
increase of repeat orders from dealers everywhere. Economy sells fast because it 


possesses outstanding advantages. 


Features That Win Trade 


Economy Weatherstrips are all bronze and will not rust. They last a lifetime. Easily 
installed by anyone without removing window. Keep out dust, dirt, drafts, rain, snow. 


Cost no more than cheap, temporary strips. 


SSS SS SS SB SS SESS STS SSE SESS SET SESS SESS ee SS ee oe oy 


F 

| a 
§ SAGER METAL WEATHERSTRIP CO. 6-26-24 4 
- 162 W. Austin Ave., Chicago : 
1 Send prepaid 1 box Economy Metal Weatherstrip size og ag: containing § 
§ 24 cartons, complete equipment for 2 doz. windows. ‘0 ys 5 
: Send prepaid 6 cartons, size 36" x36"x36" complete equipment for 6 windows : 
Y S, 42"x42" x42” p > equipme or 6 indows as | 
8 a sample order. t 
- Send full information with samples. No obligation whatsoever. - 
2 : a 
i MOR Swe de eh REGU RES c OVS ER oa pe eUs es CEH r ERE VES CEE Sco ventoccuoesseuaseuee 1 
| | 
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Be sure you get 
what you pay for! 


When you buy Universal Hose 
Clamps look for the name—it is on 
every clamp and every box—be 
sure you get the genuine. 


In addition to the high qual- 
ity of Universal Hose 
Clamps there are two pat- 
ented features that dis- 
tinguish these clamps—the 
“Bead” and the “Scores Be- 
tween Holes.” 


“Size adaptability” and the 

exclusive patented features 
of Universal Hose Clamps 
are responsible for their 
popularity and widespread 
use, 


Universal Clamps are made 
from steel ribbons, cold 
rolled. Each clamp is Elec- 
tro-Galvanized — not heat- 
treated. Their edges are 
smooth. They cannot cut or 
injure the hose. They are 
rust-proof throughout. They 
are always the same good 
quality. 
Specify Universals — one 
size—] to 3 inches—is ad- 
justable to fit any hose of 
any size. Junior, % to 
1%” for occasional needs 
of small hose. 


The Scores 


The “Scores Between Holes’’ 
clean, quick break-off. 
ragged ends, 
feature. 


The Bead or ridge is located on the 
“bolt and nut” end of the strap. 
pressure of the nut bears the overlap- 
ping metal firmly against this ridge. 
The result is a positive, leak-proof con- 


nection, 


Universal Hose 


by the Trade for years. 


Hackensack 


Sole Manufacturers 
DEPARTMENT OF SALES 


CHICAGO 
F. C. West Corp. 
616 So. Michigan Ave. 
BOSTON 


Burton Rogers Co. 
755 Boylston St. 










between holes 


insure a The 
No rough or 


This is a time saving 


The 


Clamps have been 
known to the Trade for years and used 
Order 


versals and insist upon the genuine. 


UNIVERSAL INDUSTRIAL CORP. 


Uni- 
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New Jersey 


PHILADELPHIA 
T. Scott Eavenson 
1536 Cherry St. 
DALLAS 
Harry Knight 
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If You Want to Know Your Goods 
Study Them Item by Item 


(Continued from page 51) 
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The new sales manager took the situation in hand. 
There was a sales meeting. This new sales manager, 
instead of doing all the talking himself, got the sales- 
men on their feet one at a time and asked them to 
demonstrate the selling of the specialties of the house. 
His plan was to have the salesmen do the talking. It 
immediately developed that these salesmen, notwith- 
standing all the lectures they had listened to, did not 
know the line. At least they did not know it so 
thoroughly that they could talk it in an impressive and 
intelligent manner. They had just a smattering of the 
subject.- Salesman after salesman was called upon to 
make an intelligent sales talk, fell down and made a 
miserable showing. 

The old sales manager sat in the meeting dumb- 
founded. He could not understand why, after all the 
hard work he had done instructing this lot of sales- 
men, they should show up in such a ridiculous manner. 
The explanation was absurdly simple. The force of 
salesmen had attended these meetings and they had 
listened to the sales talk, but not one of them had 
actually learned it. The situation was exactly the same 
as if when a man desired to learn to run an automobile, 
he had taken a chair with a good cigar and had the 
sales manager of the automobile concern tell him how 
a car should be run. Naturally this process of telling 
could be kept up indefinitely, but all of us know that 
by this process of training, the man would never learn 
to drive a car. 

When children are expected to learn the alphabet, 
suppose the teacher had just recited the alphabet to 
them. Would the children ever have learned the 
alphabet? Such a method of teaching of course appears 
absurd. We all know that we start to learn the alpha- 
bet by reciting it over and over until we know it. 

There are more Mohammedans in the world today 
than there are Christians. All the Mohammedans be- 
lieve exactly the same thing. In the entire history of 
the Mohammedan religion there has never been any 
great division on religious belief between the 
Mohammedans. In this respect, just compare the 
Mohammedans with the Christians. Why is it? Why 
should all Mohammedans in all parts of the world in 
widely scattered countries all believe the same thing 
and conduct their religious life along the same lines? 
Why should we see the Mohammedan praying in India 
just as we see him praying in Egypt or in Algiers? I 
wondered about this and on my recent trip to the 
Desert of Sahara, I think I got the answer. 


How the Mohammedans Are Taught 


I visited a number of mosques. The children were 
being taught by a teacher in these mosques. Each 
child had before him a small board on which a few 
verses from the Koran were written. The young chil- 
dren had short, simple verses. All these boards were 
arranged in a series of lessons and these lessons were 
learned by heart progressively by the children. 

Now how did they teach? Did the teacher read 
the Koran to the children?—not much. He handed 
the children the board with the lesson of the day on 
it and the children read the Koran to the teacher. No 
other book was taught except the Koran. The chil- 
dren got all of their instruction in reading and writ- 
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ing from this one book. All of the children were 
taught exactly the same thing in exactly the same man- 
ner. Consequently, after some ten years’ training, 
every Mohammedan knows the Koran by heart from 
cover to cover. The Koran has become a part of his 
mind—a part of his life and naturally, as all Moham- 
medans are trained exactly the same way, all of them 
believe exactly the same thing. That is what I call 
real training. 
Learning the Line by Items 


This jobbing house I am writing about has now 
started to train its salesmen item by item. They have 
written up the selling points on each fttem. The sales- 
man is expected to learn about each item. Then he is 
expected to know his lesson so well that he can recite 
it almost verbatim to the sales manager. 

All the stunts about “approaching the prospect,” 
“dealer contact,” etc., for the time being are forgotten. 
Nothing is being taught but the selling points on the 
lines of goods of this house. Samples are being shown. 
The goods are being demonstrated, but the salesman 
himself, after it has been demonstrated to him, must 
demonstrate it back to his teacher. Of course this is 
slow, laborious work, but suppose this house ten. years 
ago had started on this kind of work instead of the 
magnificent addresses made by the over-worked sales 
manager to salesmen, who were mainly engaged, dur- 
ing his speech, in reflecting on what happened to 
them the night before. 

To be a good salesman on any line of goods means 
a certain state of mind, just as, to be an expert stenog- 
rapher, means a certain state of mind. What do I 
mean? Just this: When any one studies stenography, 
he must work on the principles of shorthand until he 
understands them. Then he must practise writing in 
shorthand until the knowledge of the hieroglyphics be- 
comes an actual part of the mind of the operator. After 
a while with constant practice the writing of short- 
hand becomes automatic. The operator by training 
has gained a shorthand mind and this part of the 
operator’s mind can almost work unconsciously. 

So our sales managers might as well make up their 
minds if they wish to train a force of salesmen that 
they must train them so well that talking the line of 
goods will become with the salesmen an automatic and 
subconscious matter. When a salesman has reached this 
stage in his training, then he can talk to the customer 
about his line without any effort whatever. He talks 
very naturally because he knows his subject so well. 
A training of this kind, instead of giving the salesman 
a parrot-like delivery, has just the opposite effect. 
The salesman knows the language in which he in- 
tends to talk his line so well that he can devote an- 
other part of his mind to his method of speaking—to 
the inflection of his voice and also to his study of what 
effect what he is saying has upon the customer. xl v1 | | " I i yf 7 a f ¥ T 

The human mind is a wonderful piece of mechanism. 

It is remarkable how much it will accomplish. A sales- 
man can learn one particular line of talk on a certain 


‘part of his line and when he has learned it thoroughly, TUBULAR RIVET & STUD 

















































Through unity of effort, 
large scale production, 
the elimination of waste 
through the use of ef- 
ficient machines, the 
hearty cooperation of 
satisfied employees and 
through specialization, 
the Tubular Rivet and 
Stud Company has for 
over 50 years manu- 
factured rivets that are 
the recognized standard 


in their field. 
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he can put it away in a little drawer in his mind. Now 
the curious thing is that the more of these little draw- COMPANY 
ers he has, with nice little convincing, interesting BOSTON 


sales talk, the stronger his mind will be. The more 
you exercise the human mind, the more work it is 





























able to do. Now as a salesman is developed by this as 
intensive training, his mind also develops. He is able | 
to grasp a great variety of lines and to have complete O E 
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(Continued on page 82) 
Reading matter continued on page 82 
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Washington News 


(Continued from page 52) 
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measures hanging in the air, the pas- 
sage of the agricultural appropriation 
bill, signed just before adjournment, 
authorizes the Secretary of Agriculture 
to apportion to the States immediately 
the tidy sum of $75,000,000 for new 
roads. Of this amount, $13,000,000 is 
to be immediately available and the re- 
mainder will be provided later. 

Since 1916 a total of $540,000,000 
has been made available by acts of Con- 
gress, and the Bureau of Public Roads 
of the United States Department of 
Agriculture, which administers these 
funds, reports the present status as fol- 
lows: Completed, 32,099 miles; under 
construction, 17,000 miles; approved 
for construction, 2518 miles, and $33,- 
106,126 available for new projects. 

Practically all of the old funds and 
the entire amount of the new funds 
have been or will be expended on the 
Federal-aid highway system of the 
United States. This system, provided 
for by the Federal Highway Act of 
1921, consists of approximately 170,000 
miles of road and has been designated 
by the States and approved by the Fed- 
eral Government. 

At the beginning of the present year 
it was estimated that 60,000 miles of 
the system had been surfaced, about 
8700 miles graded, leaving 110,000 to 
be surfaced. Some of this work had 
been done by the States independent of 
Federal aid. To surface the remaining 
110,000 miles by 1934 will require an 
annual program of 11,000 miles. 

Secretary Hoover’s bright young men 
evidently have been reading the Harp- 
WARE AGE articles on the “Neck of the 
Bottle.” A. J. Wolfe of the Bureau of 
Foreign and Domestic Commerce in the 
current issue of Commerce Reports 
makes some interesting observations on 
the importance of the retailer under 
the caption “ ‘Merchant’ Versus ‘Store- 
keeper,’” in part as follows: 

“In the distribution of manufactured 
products to the ultimate consumer the 


If You Want to Know Your Goods Study Them 


Item by Item 


(Continued from page 81) 


All the salesman has to do when he talks a certain 
item is to pull out the little drawer in his mind where 
he stores information on that particular item, then 
close all other drawers and for the time being investi- 
gate what is found in this particular drawer of the 


memory. 


Now let us start our school of salesmanship in the 
hardware line all over the United States in factories, 
in jobbing houses and in retail stores by picking out 
Let us commit to 


one item and learning all about it. 


memory a sales talk on this one item. Let us try it 
out on our customers. If sales managers all over the 
hardware field do not agree with me in regard to the 
tremendous waste in sales managing when the sales 
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retailer plays a very significant rdle. 
The manufacturer must be deeply con- 
cerned in the retailer’s evolution from 
storekeeper to merchant. It is only 
within recent years that the manage- 
ment of retail establishments in the 
United States has been to any great ex- 
tent falling into the hands of men with 
college training, capable of studying 
the economic aspects of merchandising. 

“True, even in this country, some very 
successful merchants have _ evolved 
from similarly humble beginnings, and 
success in attaining to ownership of 
retail establishments, small or large, 
presupposes many laudable characteris- 
tics—industry, integrity, intelligence. 
It is, however, the degree to which the 
retailer has educated himself to grap- 
ple with the science of merchandising 
that distinguishes the merchant from 
the mere storekeeper. 


Retailer’s Mental Equipment Im- 
portant 


“Tt is essential for the manufacturer 
to study the mental equipment of the 
retailer who distributes his products 
to the consuming public. A large per- 
centage of the evils of cancellation is 
due not to bad faith, but to that inade- 
quate knowledge of business on the 
part of the retailer which makes it dif- 
ficult for him to gage his demand and 
to prevent overbuying. 

“This fact is now largely recognized 
by the leaders of industry, and at least 
one great organization, the National 
Retail Clothiers’ Association, has in- 
stalled a ‘roving commission’—consist- 
ing of an economist of the first rank 
and several assistants thoroughly fa- 
miliar with the clothing industry and 
with the problems of the retailer— 
which goes from city to city and offers 
its assistance to retailers in analyzing 
their sales and in working out a ra- 
tional basis for buying. 

“Generally speaking, the retail mer- 
chant has but little guidance in resist- 
ing the optimistic suggestions of the 
visiting salesman, or if he himself 
starts out on a buying expedition it is 
only in exceptional instances that he 








June 26, 1924 


has a clear conception of what quanti- 
ties it is safe for him to order definite- 
ly. The producer often fails to realize 
the folly of permitting his customer to 
overstock. He is apt to be blinded by 
the size of the order. 

“The retailer, in buying, seldom con- 
siders the wisdom of placing his pur- 
chases on such a basis as to permit the 
correction of an underestimate by sub- 
sequent replenishments. His errors 
are generally in the direction of over- 
buying, the correction of which is 
sought in panicky sales at cut prices, 
which demoralizes both the consumer, 
who learns to defer his purchases in 
the anticipation of such sales, and the 
competitor, whose trade suffers because 
of his neighbor’s poor judgment.” 

Protection leaders in Congress are 
congratulating each other on the recent 
tendencies in our foreign commerce. 
The showing is certainly a highly sat- 
isfactory one for the country, and if 
the Fordney-McCumber tariff law is en- 
titled to the credit its authors may well 
claim that it has proved a most benefi- 
cent statute. 

Notwithstanding the fact that the re- 
ceipts from customs duties have been 
crowding the $600,000,000 per annum 
mark, there has been a substantial fall- 
ing off in imports and a big gain in ex- 
ports. The balance of trade for the 
eleven months ending May 31, 1924, 
reached the huge total of $723,000,000 
in favor of the United States, as 
against a favorable balance of $176,- 
000,000 for the same period of 1923. 

Imports for the eleven months of 
1924 were valued at $3,282,206,000, 
while exports have aggregated $4,005,- 
769,000. The increase in exports for 
the eleven months is $368,993,000, 
while the decrease in imports is 
$178,518,000. 

These figures show conclusively, 
therefore, that in spite of the large 
customs revenue produced by the new 
tariff law our current exports largely 
exceed our imports and goes a long 
way toward shattering the free trade 
theory that “where we do not buy we 
cannot sell.” 


manager himself does all the talking, allow me to ask 


these sales managers the next time they have a sales 
meeting to put sonie of their crack salesmen on the 


eerert. oem 


floor and get a demonstration of the kind of selling 
that is being perpetrated on the retail trade of the 
country. If the head of a retail hardware shop thinks 
he has a trained sales force, let him at some “off” 
hour call on his clerks to give him a demonstration of 
how they sell a refrigerator or an ice cream freezer. 
Some of the retail proprietors will then realize why so 
many goods are sold by advertising. Sometimes it is 
only in an advertisement that the consuming public 
of the country have any opportunity to learn about 
the goods. They certainly do not learn in many cases 
from the gum-chewing retail clerk who makes the 
customer wait while he finishes telling that little funny 
story to one of his fellow clerks. 


“THE SALES MANAGER.” 
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WASTE 


Needed by every home. Convenient for the collection 
and disposal of trash of all kinds. Affords the only 
safe bonfire. Keeps burning fragments safely con- 
fined. Finished in baked green enamel. Nationally 
advertised—a steady profit maker. Shipped nested 


The 
**Red Tag’”’ 








BASKET } ae 


Moll Pobae 
Pe ee Lhe 
‘igwisgiee? 

Sass: wae Th 





cycLONE (ATCH-A[] BASKET 


Reg. U. S. Pat. Off. 


CYCLONE FENCE COMPANY 


Factories and Offices: 


Ohio; Newark, N. J.; Fort 
Worth, Texas; Oakland, Calif. (Standard Fence Co.); 
Portland, Ore. (Northwest Fence & Wire Works). 


= Cyclone Fence 


Waukegan, Ill.; Cleveland, 


RUBBISH 
BURNER 


in lots of six. Write for prices and discounts. 


Sell Cyclone Fence, too. Get your share of this 
profitable business. Catalog and discounts on re- 
quest. 


Write offices nearest you. Dept. 20. 














If a column of steel and a column of water 
are each subjected to heavy pressure, it 
will be found that greater pressure is re- 
quired to compress the water than the 
steel. 


That comparison gives some idea of the 
tremendous strain imposed upon a Deep 
Well Head, working against a practically 





Domine Peep Well Working 


Head falking Beam Type. 21 
Fig. 66 AN: V7] 
Built in 3 sizes for light, SU 


medium and heavy duty. 





You Need Rugged Construction for Deep Well Pumping 


THE DEMING CO., 


The nearest distributor will work with you for mutual proht 


tren hence Southern Supply Compa 

ee Sr Henion & Hubbell, 217- 221 Jefferson St. 
ne ey Hendrie & Bolthoff Mfg. & ‘Secely Co. 

a APE re Standart Bros. Hardware Corp. 

che tees «sn eae English Tool & Supply Co. 

iii ae eats dee Laib Company. 

he ee a ny 2 Sydnor Pump & Wells Company. 

a eee a Central Supply Company. 

i mies «.¢eemoe ae Harris Pump & Supply Co., 316 Second Ave. 
ery rere rs Tt Crane Co. 


Kansas City ..... 
Louisville ........ 
Richmond ....... 
Minneapolis ...... 
Pittsburgh ....... 
San Francisco ... 





incompressible column of water that must 
get out of the way of the plunger. 


WY, 


“Depend on Deming’’'construction to give 
long, continuous service on the hardest 
pumping job. 


Complete Pump Catalog Sent on Request. 


Est. 1880 SALEM, O. 


Agencies in All Principal Cities. 
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iit| Write for latest 
a Booklet and 


Price List 


We pay 
the Freight 
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W.W BABCOCK8 CO. BATH,N.Y. 
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200% PROFIT ON ONE! aT 
175% PROFIT ON MORE! 
Are YOU interested? / 
Then send 25c in silver or postage stamps, and we will = | 
send you ONE— 








Post Paid. 


You will sell it for 75c. 


Then you will order by the dozen at $3.50 and sell 
them for $9.00, by Gum! 


NORTH WAYNE TOOL CO. 


HALLOWELL, MAINE 
Sales Office, 1409 Ford Bldg., Detroit, Mich. 


Axes, Scythes, Grass Hooks, Grass Shears, 
Corn Cutters, Hay Knives, Bread Knives, Etc. 





President and Sales Manage 
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E biggest thing in buy- 

ing tires is the knowl- 
edge that the quality runs 
all the way through. 


This accounts for Revere 
Cords having such a perma- 
nent following. 


In the Revere Cord a 
handsome, practical anti- 
skid tread protects a carcass 
that, from bead to bead; is 
built to give thousands of 
miles of service. 


The 30 x 3% R-Tread 
Clincher is now a Cord at 
practically no increased 
cost. This means more sales 
to light car owners. 






REVERE RUBBER COMPANY 
1790 Broadway New York 
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Patented Jan. 22, 1924. Accept no infringement er imitation. 


NO ODD LENGTHS 





LEFT: OVER 


It comes on reels 


On most kinds of weatherstrip a lot of your profit 
is lost in the left over ends. Wirfs’ HOME 
COMFORT WEATHERSTRIP comes in one 
continuous length of 500 or 1000 feet on a reel. 
It is insulated with a rubberized material that is 
moth and vermin proof. It will not deteriorate 
with age. 


Carpenters and home-owners endorse this strip 
as the most practical and economical strip on the 
market. The HOME COMFORT WEATHER- 
STRIP when applied to doors and windows 
forms a contact that is weathertight, waterproof, 
flexible, noiseless, and adjustable to wavy sur- 
faces and alignment ;"it 1s also rustless, contains 
no metal and is therefore non-conductive of heat 
or cold. 


This is the time of vear that home wwners are making 
repairs and improvements. Get a reel of this weather- 
strip and display it on vour counter. It sells easily and 
pavs vou a good margin oi proft. Send for prices and 
samples. 


E. J. WIRFS 
128 S. 17th St. St. Louis, Mo. 


Sole manufacturer and patentee 
WIRFS’ 


HOME COMFORT 
WEATHERSTRIP 


Easy to apply—Simply tack on—Turn the corners. 
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Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 





Main Office and Factory Eastern Display Rooms 
700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 


Heller Sheiving in Payne-Cummings Hardware Co., North Adams, Mass. 











Sell Them 
by the Set 





ps 
STAR 


HACK SAWS 











Such popularity must 
be deserved 


Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the user. 








WE HAVE SOMETHING TO TELL YOU ABOUT HACK SAW . cone nae oy matatte ote Se entire set - ae — > 
“ve , resolves itself to a question selling once or seventeen times. 
BLADES. WRITE FOR BOOKLET. out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try it. 


Forstner Bits are the only bits that are not dependent on a center or & 
level to guide them. They cut from the outer rim. The entire surface is 


at work all the time; no jagged ends; every part of the work is smooth and 
CLEMSON BRO j HERS Ine polished. They bore their way through hard, knotty, cross grained wood, 
9 ° leaving a smooth hole and clean, polished surface. 
Let us send you catalogues. Order through your jobber or direct. 


Middletown, N. Y. The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 
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66Q'99 This is the Bemis & Call Improved Ad- 

The Standard S justable S Wrench. Graceful in design, 

an all-around wrench, but especially 

Wrench useful in corners and confined places 

a where the ordinary wrench is useless. 

ie Easily adjusted by thumb of hand hold- 

— ing it, as nut is of sufficient diameter. 
Carefully hardened and tempered. 


Guaranteed B. & C. Quality sells it. 
Write for prices. 


BEMIS & CALL CO. 
Springfield, Mass., U. S. A. 
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Tips For Hardwood and Marble Floors | 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather. The chair is able to move about freely with- 
out noise or scratching the floor. The felt washer acts as a 
cushion. This line is only one of our big sellers. Write for 
catalog. 












Elastic Tip Co. 





370 Atlantic Ave., Boston, Mass. @ 














Genuine Armstrong Walden-Worcester Display 
Stocks and Dies Boards Will Make Money 
for You 


Are always in working order. They rep- 
resent the utmost simplicity and effici- 
ency in operation. 


The board illustrated con- 
tains five each of eight of 
the fastest-selling stock 
numbers. 


It takes up little space in 
your store—3’9” x 1’. 


It will hang on a wall or on 
a post. 











All genuine Armstrong stocks and dies 


' The investment is small. 
bear this trade-mark: 


The turnover should be at 
least five or ten times a year. 


Whether you are a large or 
small dealer, you will find 
our display boards profit- 
able. 





Walden-Worcester 
INCORPORATED 
General Offices and Factory 


Worcester, Mass., U. S. A. 


Be Sure You Get the Genuine 


The Armstrong Manufacturing Co. 
Bridgeport, Conn. 
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: a STANLEY 
“AN BOX STRAPPING 


= i No. 3000 “Twinrold’—Self-Tightening 


feet, is coiled double and has grea! 
whys > te ribe allow nails to be driven of- 
liquely, taking up the slack and drawing the strap tight. 


THE STANLEY WORKS 
New Britain, Conn. 
New York Chicago Pan seenees Los Angeles 


Manufacturers of Wrought Hardware 
and Carpenters’ Tools 
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Profit 


and quick turnovers 
on a small invest- 
ment is what the sale 
of the articles listed 
in this booklet means 
to you. 





_— It places in your 
Contains: hands a ready and 
The “best sellers” in convenient means of 
Measuring Tapes deci ] 
Folding Rules ordering a popular 
Builders’ Levels line that sells easily, 


T Squares - Triangles 
Drawing Instruments 


quickly, profitably. 


and Outfits 
Scales - Curves Worth having— 
ane etc. it’s yours upon request 
Write today 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


Branches Philadelphia Washington 
Chicago New York Renee 
New Orleans Pittsburgh aienen Sina 


San Francisco 














kvlaisoe 
“BUILDERS” 





Building activity means an 
added demand. ter brace up 
your stock of carpenters’ pencils. 
No. 660 illustrated is flat, octa- 
gon shape, MEDIUM lead, red 
polish with black edges, stamped 
in silver, 7 inches long. Its bright 
red polish makes it easily dis- 
cernible in carpenter work. 

This pencil can also be had in 
HARD lead under our trade 
number 659. 

Send for samples and prices. 
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LIDSEEN foace-oOILERS 





Controls 
the Oil 


The Mechanic selects the 
Lidseen Positive Force Feed Oiler 


because he knows he can regulate the flow of oil by 
means of the operating lever. He also knows the 
spout cannot become clogged, as Lidseen Oilers are 
Force Feed and eject all dirt from the spout. 

A Lidseen Oiler will outlast any other oiler made. 
Constructed of heavy steel—All welded. 

You need only to show the Lidseen Oiler to sell it. 
—_ numbers. Copper plated or gun metal 

nish, 





Ask your jobbers’ representative 
or ask u 


LIDSEEN PRODUCTS 
832-840 So. Central Ave. Chicago 











REGISTERED TRADE MARE 


POULTRY SUPPLIES 


If Your Jobber Cannot Supply 
‘ You, Write Direct to Us 










ROUND FEEDER CAN BE 
RETAILED AT 15c 


C'\O*\e"\e 


DOUBLE FEEDING TROUGH 


DAYTON CHICK 
FOUNT PAN ONLY 
10 cts. RETAIL 





Without joints, can be used for two different kinds 
of food at one time—lid will slide or snap on and off. 


Best 25c. and 5S0c. Retailer 


The Dayton Toy & Specialty Co. 
1021 East Fifth Street, Dayton, Ohio 
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. - WOOD SCREW CO. 
Continent New Bedford, Mass. 











sili a Larger Profits—Less Servicing 


man weakness. We are practically 
eliminating the expen- 









A wise manufacturer 


knows it. sive servicing that 

cuts down the dealer’s 
That is why advertising profits on _ electric 
has boomed so in the washers by making 


last few years. the 


He knows that advertis- IHRIG 


ing arouses curiosity. 








And curiosity aroused Vacuum 

must be satisfied. Electric 

WARREN’S X-RAY DISPLAY CONTAINER is Washer 
designed to arouse curiosity. pias? geattes 
It is a step gained because your article is within proof. So simple 
touch of the customer so that his curiosity may be is this washer, 
satisfied. so few the parts, 
turd l 
Send for our folder ‘‘X-RAY FACTS” ocdiiliatiin pe 


“IT TELLS THE WHOLE STORY’’ 
every washer is 


PR Warren Ce . Sold Under a Signed Guarentes 
2 @ amd to give absolute satisfaction at from $25 to $35 less than 








FOLDING PAPER BOXES other high grade electricewashers retail at. 
es EVERETT. MASS. pene the exclusive agency to dealers who write us 
WARREN’S X-RAY CONTAINER . 
Manufactured in Canada by PINE-IHRIG M ACHINE CO. 
RUDD PAPER Box Co. TORONTO 


Oshkosh, Wis. © 























Best Selling Clothes Wringer Made 


Entirely satisfactory—that’s the reason Anchor Brand 
Clothes Wringers keep right on ne all other clothes 
wringers. 


Ball Bearings insure easy turning; Best quality Rubber 
Rolls insure long service ; Safety Cog Wheel Shields insure 
absolute safety; Hold Fast Clamps once tightened hold 
securely; every part of every wringer made the best we 
know how and there’s years of “know how” back of every 
Anchor Brand Clothes Wringer. 


LovELL MANUFACTURING Co. Erte, Pa. 
World’s Largest Manufacturers of Clothes Wringers 
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The Superior 
Screen Door Catch 


T THIS time, flies are bothering the 
life out of your customers! There 
is only one remedy ; shut them out! Show 
your customers the Superior Screen 
Door Catch. The simple, strong, neat 
little appliance that keeps the screen door 
shut tight! You can do your customers 
a favor by talking and displaying the 
Superior Catch—as well as making quick 
and gratifying profits for yourself. 


If your jobber cannot supply you immediately—order direct! 


SUPERIOR DOOR CATCH CO. 


Superior, Wisconsin 










Only the key can open it. It 
may be operated just like an 
ordinary night latch; or by 
turning the key one turn 
backward; it securely locks 
the bolt and the inside knob. Thus 
locked, the bolt positively cannot be 
forced back or the door opened from 
either inside or outside without the proper 
key. 

Also our line of Padlocks is complete 
in every respect. We also make Special 
Cylinders for Special Locks, including 
Automobile Locks of all kinds. 

And don’t forget us when you need Key 
Blanks and Cut Switch Keys. We make 
over 1000 different patterns—all of best 
material. Write for Catalog 6. 


CDINDEPENDENTIOCKCO.D 


LEOMINSTER, MASS. U. S. A. 


Mfrs. of evylinder locks, padlocks and key blanks 











A MILLION KEGS 


A million kegs were sold last year by 
Hardware Stores. 

Are you getting your share of this 
profitable business? 

Best quality kegs direct from a respon- 
sible manufacturer will have a ready sale 
from April to November. 


The best kegs are trade-marked with 
the “Triangle C” and are made only by 





an lhe 


CLEVELAND COOPERAGE COMPANY 
Cleveland, Ohio 


Builders of “Triangle C” Barrels WV —*Built Right to Hold Tight” 




















PERFECTION at last 


in HOSE NOZZLES 


GUARANTEED 

made of heavy wrought brass 
throughout, rugged, durable, this 
New Sherman Diamond Nozzle 
is free from sand holes or flaws 
and bears our unqualified guar- 
antee for good workmanship 
and material. 

H. B. Sherman Mfg. Co. 
Battle Creek, 
Mich. 











SHERMAN 
~ DIAMOND 


It will throw more water far- 
ther. Each nozzle tested 
under water pressure. Even 
spray. Straight stream and 
tight shut-off. 


Your Jobber can furnish Sher- 
man “Diamond” in display 
cartons. for counter. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 
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The HAMMOCK Season 
Is Now At Hand 
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“eens? ’ Hammocks 


are known to Dealers everywhere as the Better- 
Quality Hammocks that give the greatest satis- 
faction. This is proven by the increased number 
of buyers each season that specify the “Arawana.” 


The many attractive styles and patterns give wide 
variety for your trade’s selection. Make this 
Hammock Season one of no regrets—sell them 
the “Arawana.” 


Write for Our Latest Catalog. 


The I. E. Palmer Company 


Middletown, Connecticut 
New York Office: 334—4th Ave., Corner 25th Street 








Substituting for the 
Stationary Wash Tubs 


VOSS SELF-DRAINING TUB EQUIPMENT is an in- 
novation in household efficiency. They simplify washing, 
rinsing and bluing, offering a fast selling modern equip- 
ment with a myriad of domestic uses. 

Can be installed permanently with floor drain outlet or 
conveniently carried to any part of laundry or kitchen 
There is no better equipment for owners of swinging 
wringer washers who do not have stationary tubs. In 
addition they can be used for ordinary clothes and dish 
washing, in many cases taking the place of stationary 
tubs and sinks. The portable feature is appreciated by 
many housewives. They can be moved into cooler posi- 
tions during hot spells aad are easily drained by simplv 
pulling out the rubber plug. 





A broad field of sales 
for the Dealers. Get 
our prices and details. 








Inside of tub showing rec- 


» tangular construction. Water 
drained to outlet in center of 
bottom. 


Tubs have 17 gallon capacity. 

Ample room under braces for 

drawing water into bucket in- 
stead of floor drain. 


Voss Bros. Mfg. Co., Davenport, Iowa 




















Why h Wh 
. "You Can Roll ? 


The Acme Caster is a ball bearing rolling on a ball 
bearing. It moves in any direction equally well 
because it does not have to swing around. It does 
not wear loose in the socket because the support- 
ing surface is directly beneath the socket rather 
than off to one side. 

Your customers will be delighted, and many will 
replace their old-fashioned casters with 








From your Jobber; send for catalogue. 


THE SCHATZ MANUFACTURING CO. 
Poughkeepsie, N. Y. ; 
AGENTS: 


J. C. MeCarty & Co., 29 Murray St., New York City 
Cc. W. Gause-Company, 693 Mission St., San Francisco, Cal. 














HEN a hardware man of any 

sort comes into The Mechanics & 
Metals National Bank of New York he 
is athome. Here he meets friends who 
know how he does business, who know 
what he wants and who know how to 
provide for those wants. 


Let us demonstrate our knowledge of 
your business the next time you come to the 
city, or write us and permit us to visit you. 


—— 


THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 


Capital, Surplus and Profits, $26,500,000 
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Radio & Electrical Supplies 


Harry Alters “POCKET- 
BOOK” is a net price, monthly 
catalog containing hundreds of 
radio-electric bargains. Sent 
free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive a 
copy monthly. ‘ 
Since all rices in the 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. “The sooner you 
write, the sooner you save.” 


HARRY ALTER & CO. 
Dept. 23 
Ogden & Carroll Aves. 








Chicago 
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POCKET 


VOLTAMMETER 
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Here is a meter especially designed 
for testing the amperage a 
Battery cells and voltage of ‘‘B’’ 
Batteries both dry and storage. Be 
sure of getting ‘‘Sterling’” meters. 
They’re identified by the bulge en 
the metal case. 








THE STERLING 
MANUFACTURING 
CO. 


2855 Prospect Ave. 
Cleveland, Ohio 

































THE HAMMER 
HOLDS 
THE TACK 





Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 94 Portland St., Boston 











ILLIAM 


Wrench Set “C” for Ford Cars 


All Ford owners need this 
set of 6 wrenches, 12 open- 
ings, which will 
care for every nut 
on Ford cars. 
Lithographed car- 
ton for counter or 
window display. 
Big sellers. 


Get literature. 


J. H. Williams & Co. 
“The Wrench People’’ 


Brooklyn Buffalo Chicago 


























NO CHANCE OF A SLIP! . 


The ‘‘Radiovise’’ won't let them pass. A customer must 
be attracted to that extra sales. 

Its bright red color 
reaches the eye of 
prospective customers 
who like to. tinker 
around and “make 
their own.’”’ 


The radio “fan’’ and 
automobile owner will 
welcome a vise of un- 
usual value at the 
Swivel Base price. Write. 
Jaw ” 

Opens 4” 

Weight 

19 Ibs. 





Type and Size 
Service 


ROCK ISLAND MFG. CO. 
ROCK ISLAND, ILLINOIS 


Russell Jennings 
Auger Bits 


Two styles of shanks—three threads for 
boring all woods 
Patented by Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 


CHESTER, CONN. 















ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other*kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. e Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the ALLEN is 
utilized either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % in. to 1% in.; 
any length, point or thread. Also Socket-Head Cap 
Screws, Tap Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO. 
oe 






139 SHELDON ST. 
HARTFORD, CONN. 








at Absolute. _., 


Satisfaction 


M&g. Co. 
400 N. Monticello Ave., Chicago, Iil. 
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It’s New— 


STU 


It makes 
as easy as it makes the sa 



















The top of 
the hole is 
square and guides 
the shank. The bal- 
ance of the hole is round 
and binds the shank secure- 
ly. Enables the handle to be 


NEW SQUARE 
TOP HOLE 


SQUARE SHANK 








quickly driven on perfectly true 
with the bend. 
: Write Your Jobber 
2 Columbus Handle & Tool Corp., Columbus, Ind. 
LIL CIC 
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Ice Tools and other equipment 


® for every ice handling purpose. 
A large stock always on hand 
= to promptly meet your re- 


| 


ie 


quirements. 
m Write for complete price list, 
discount sheet. display cards. 


GIFFORD-WOOD CO. 
im Main Office & Mee 7 Hill St. 
Hudson, N. Y. 


NewYork, Boston,C > wll Pittsburgh 


NT 
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U. S. HEADQUARTERS 
IMPORTED 
Fire Arms and Ammunition 







» Authorized Imperter 


: ST Oo E G E of the Genuine, Original 
MAUSER Rifles, MAUSER and LUGER Pistols 


Long barrels for te Pistols in 6”, 8”, 10”, 12”, 14” and 16” 
lengths; ‘* Mauser, Luger, Mannlicher Rifle and Automatie 
Pistol Metallic po lh ‘*Koeln-Rottweil’’ Precision Shot Shells; 
‘‘Automatic”’ 16-gage Shot ‘Guns; Cal. 32—10-shot Automatic Police 
Rifle; ‘‘Merkel-Suhl’’ famous Shot Guns; ‘‘Over and Under’’ Shot 
Guns; Combination “Over and Under’’ Shot Gun and 30/30 Rifle; 
Famous ‘‘Drilling’’ Three Barrel Shot Guns and Rifle ; Small Calibre 
Rifles, Shot Guns; Small Calibre ‘“‘Over and Under’’ Guns, “‘Gallus’’ 
Famous Spanish Revolvers: areas Ammunition; Leather and Canvas 
Holsters, Cartridge and Shell Belts; Gun Cases and Covers; Field and 
Marine Glasses; Binoculars, Telescopes, Compasses; Shooting ‘Accessories. 
Repair Parts for MAUSER and LUGER ARMS 
A. F. STOEGER 224 East 42d Street, New York 
One Block from Grand Central Station 



















W R :: i 


Chicago, New York, Boston 
Cleveland, Pittsburgh 
Denver, Dallas 
S. Steel oe Co. 
BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Periect, Ellwood Junior, Lyman 
NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails 
ZINC INSULATED FENCES: American, Royal, Anthony, 


American Steel & Wire 








BALE ‘TIES: = enna brands 
TELEPHONE 
WIRE for oo Riteea 
Quick Delivery. Write us for selling plans. 
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Phenix Quality 2&4 


In Storm Sash Hangers and Fasteners 





Show your customers the 
line of Window hardware that ese 
saves trouble and mishaps. Phenix 
Hangers and Fasteners are simplest, 








( 


handiest, — applied, most efficient— 





that’s why they sell best. New improve- * 
ments put them in a class of their own. 

Write to-day for catalog showing full Phenix 
line, including the only non-rusting loose joint 
hinge made, and the one best fastener for base- 
ment storm #indows and porch enclosures. 


Samples free. 


Mf g . "i oO 032 Center Street 


Milwaukee, Wis. 





















Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 


SAFETY 
FUSE 


time and experience. 


We manufacture various 
brands of fuse, among 
which you should find 
one adaptable for your 
work. 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 








G. F. Wright Steel & Wire Co. 


Manufacturers of 


UPERIO 





Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 














Trojan Box Strapping 





On June Ist the American Railway Association will 
start a Nation wide advertising campaign to get people 
to use more Box Strapping. Stock up now and be ready. 

Write for Special Introductory Offer. 


De Haven MANUFACTURING COMPANY 
50 Columbia Heights, Brooklyn, N. Y. 
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Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 
The above tools will please your customers as well as our famous Round and Oval Punches. 


Remember we have had 94 years of successful manufacturing experience, empl only 
shilled workmen and use the finest quality of materials in making our products. aed 
We stand back of every tool we make, Try us. Write for Catalog and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 








CARY’S 


Universal 





it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, —— 
a perfect fastener that will not ben 
while driving. You will not find frao 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 


ing strength. 
ese fasteners are the only fasteners 
manufactured with a continuous cutting 


edge, the patents, process and machines being owned by ourselves. 








right and left. 
Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 





Box Strapping to Boat Owners 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is We do more than guarantee this boat 
equipped with our patent glue; we help you sell it. As soon 
metal hanger which makes as you order 


Made in various widths and corrugations, also in coils wound 





A Big Seller 


Jeffery’s No. 7 Marine Glue is a big qa@_JL_we 
seller to boat owners, because it will jae en 


b)' JEPFERY'S })0 


positively make any boat leakproof so 
long as the frame is in fair condition. 





JEFFERY’S 
WATERPROOF MARINE GLUE 


we get busy and co-operate with you. 


Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 


150 Kneeland Street Bostcn, Mass. 











To provide adequate storage facilities for 


shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


’ Deep tread steps, full length hand grips, rubber tires, 
overhead track nee ane firm construction throughout, 
vibration and noise and produce a ladder 
of ample strength for safety, convenience and 
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le onl tof “ 
fj efficiency One sty a . design— a | 
easily installed—meets most >> be LAN 
on request, 








ASH oI ROME, NEW YORK 





Tested and Approved 


The Hill Champion Clothes Dryer has 
been tested and approved by Good ouse- 
keeping Institute and [Priscilla Proving 
Plant. Advertised nationally. 


HILL CLOTHES DRYER CO. 
39 CENTRAL ST., Worcester, Mass. 
Distributors Metropolitan District 


Herman SKornnrens, Inc. 
111 Murray St.. New Yors Cite 











in Copper Utensils 


Sold through dealers for 30 years 


ROME MANUFACTURING CO. 

















Rocking Table Apple Parers “ A : Q. Lindemann & Co. 


LITTLE STAR and DAISY 


Apple Parer, Corer and Slicers 


Manufactured by HUDSON PARER CO., Leominster, Mass. 


LIVINGSTON-COOPER CORP., Agents 


131 East 23rd Street New York City , 35-37 Wooster Street New York 







Manufacturers of 
BIRD eee 
CAGES Established 1863 
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SAMSON(CORDAGE WORKS 
MANUFACTURERS OF ra? SASH CORD, CLOTHES 
BRAIDED CORDAGE {659 LINES, SMALL LINES 
AND COTTON TWINES (2Z ETC. sewmcaar 


BOSTON MASS 
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DEALERS WANTED EVERYWHERE Iron Fence. Gates 


Lawn Vases 
Y ~ Settees 
i General Iron 
and Wire Work 
CHAIN-LINK 
4 WIRE FENCE 
Ask for Catalog 




























































































‘BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 





BROWN & SHARPE MFG. CO. 
Providence, R. I., U. 8S. A. 





. WE PROTECT THE DEALER. 
[ BS 





THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 
STRA TTO Plain or enameled in 
colors 


For Small Tools, Utensils, Electrical Goods, Etc. 
STRATTON MFG. CO., Stratton, Maine 

















Expansive Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 














ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 















BOLT 


“VICTOR” CLIPPER 





Send for Catalog 

















TAPS and DIES 


REGISTERED The Famous ‘Carpenter Quality”’ 
<AADE-MA First choice of experts—make it yours! 


\¢/ J, M. CARPENTER TAP AND DIE COMPANY 





Manufacturers 
of work bench- 
es, hand screws, 
clamps and vises. 






C. Christiansen 
2814 W. 26th St., Chicago, IIL 














Oldest Tap and Die Makers in America 
Pawtucket Rhode Isiand 
oe 99 
SCREW ; UE xX DRIVERS 
Correct ( Drop 
Design Forged 


American Saw & Mfg. Co., Springfield, Mass., U. S. A. 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 

Made only by 


ANTI-BORAX COMPOUND Co. 





Fort Wayne, Ind. 

















Makers of Every 
Kind of Screw, 
Nut and Bolt. 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 
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PADLOCKS 


FOR EVERY CONCEIVABLE PURPOSE 
FRAIM-SLA YMAKER 


HDW. CO., INC. 
Pa., U. S. A. 





lancaster 


4 eed 





THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 
1000 MILITARY RD., BUFFALO, N. Y. 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 
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Bags oc ay SAMPLE 


FREE 


ONLY 











PRIEST’S CLIPPERS 


have been the _ standard 
since 1865. Style shown 
our Shaver No. oo is a big 
seller for home use. 


American Shearer Mfg. Company 
Nashua, N. H. 
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ortunities 


es Sey es OP WI 6 ins ccc cccccccvececcrececcecia 
Use bw “Opportunity Section”’ to reach “ eo I a Oa ae ee 00.88 
wh ' rs, M ufacturers’ Age " 8 ence ag Job- . rs Moa. dt) SC awinbe ous vesdews 4.00 
bers’ Salesmen, Retailers and Retail Salesmen. 1 alee tne Meets pease toning cab 
RPS aR ee ee 4.00 


No illustrations accepted for these pages. 


Allow seven words for Keyed Box Number Address. 





4 insertions, 10% off; 8 insertions, 15% off 


Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 
4 breadcasting of offers in hardware 


stores, preperties, second hand equipment 
and general epportunities. 








Business Services 





ADVERTISING——services in catalogs, 
booklets, printing, copy writing, letter 
writ 


ing, direct mail equipment, advertising 
counsel and agency service. 








Builders Hardware School 


Teaching by Correspondence. Blue 
Print Reading. Specifications. 
Builders’ Hardware. Salesman- 
ship. Advertising. 


This course is for the Hardware Job- 
) ber, Retailer and Clerk. We have 

students as far South as Florida and 
West to California. 


Builders Hardware School 


ADDRESS BOX G-109 
)} care HarDwarp AGE, New York. 








Help Wanted 
Wholesale 


WANTED—Hardware salesman for western 
and northwestern section of South C€ Carolina. Ad- 
dress Box No. 852, Charleston, 











Direct Result Advertising for 
Stores Dealing in Housewares 
and Hardware 


can have it, 


ST., NEW YORK CITY. 


A service that has the cuts, the ideas, the 
plans all ready to add prices and give to the 
printer. For store news, circulars, or news- 
paper advertising. Only one store in a town 
If you seriously intend to go 
after more business in the only way you 
can get it—write for information and rates. 
) HARDWARE AGE SERVICE, 239 W. 39th 











|. Wanted: Retail Hardware Store 
in New York City. Must be well paying 
and strictly hardware. Can invest $10,000 
Cash. Will consider partner who thor- 

oughly understands business or be inter- | 

ested in established concern. Address Box | 
{{ G-187, care Hardware Age, New York. ) 








i Irresistible—Convincing 
SALES LETTERS 
$5.00 each, series three $12.50 


sell. Outline your proposition fully. 
complete advertising service. 


LEBRECHT, WACO, TEXAS 





Broad experience has taught us the points that 
Also render 








Retail 


ARRAS = aa 
| WANTED 
Floor Salesman for Retail Dept. 
Salary and Commission 
LOUISIANA 


BOX NO. G-180 
HarRDWARE AGE, 239 W. 39th St., New York. 




















WANTED—Experienced Bookkeeper with ex- 
ecutive ability. Capable of handling credits and 
collections in a wholesale and retail Hardware 
Store. Experienced on Burroughs Bookkeeping 
Machines Synge An_ excellent opportunity 
to one fitted for the position. Give age, experi- 
ence and reference, also salary wanted, in first 
letter. Address Box G-182, care Harpware AGE, 
New York. 





anutacturing 





WANTED SALESMEN calling on plumbers, 
steamfitters and gasfitters to carry a side line. 
A real live proposition, when once sold a per- 
manent customer. Write for full particulars and 
stete territory covered by you. Address Plumbers 
Testite Co., 40 Auburn Street, Malden, Mass. 











FOR SALE—Old established hardware firm 
in eastern city of 600,000 population, average 
sales $140,000 yearly. Owner would consider 
forming corporation taking his interests in stock 
with the conxection of one or two reliable men 
who have some capital and business ability. Do 
not answer unless you can furnish highest cre- 
> Address Box G-166, care Harpware 

. New York. 





FOR SALE—Hardware Store in Central Ohio. 
Good Farm Land Surrounds. Stock will Invoice 
about $5000. Good Store Rcom, 36x45 feet. 
Implement Shed, 30x70 feet. Will sell half in- 
terest in stock. Will sell building or rent same 
cheap. Good chance for anyone interested and 
willing to welt vy All new stock. Address Box 
G-172, c/o agg aa _ AcE, 239 West 39th 
Street, New York, N. 





FOR SALE—Old established hardware busi- 
ness, New York State. Up-to-date stock and fix- 
tures, invoicing around $6,000.00; building 
$5,000.00. Good turnover. Mill town, 1500. 
Only hardware store. Good surrounding small 
towns and farming community. Heating, elec- 
tric, plumbing supplies. Carry nationally known 
exclusive agencies. Reason selling—owner absent. 
— Box G-177, care Harpware Ace, New 

OTK, 





FOR SALE—One Sixteen-foot Wall Tool Case. 
Three Ejight-foot Sections Stock Boxes. Two 
Screw Cases. One Bolt Case. Six Rolling 
Ladders. All Heller Equipment. Condition 
itke new. Owner Retiring. Address, Geo. W. 
Raker, Westfield, N. J. 





FOR SALE—Established hardware business in 
town of 8000 in Northwestern Ohio. Railroad 
shops and some manufacturing. Fine Farming 
territory. Stock consists of shelf and builders’ 
hardware, paints, stoves, cutlery, sporting goods 
and house furnishings. Invoice $30,000.00. Poor 
health reason for selling. Address Box G-188, 
care Harpware Ace, New York. 





WANT to buy a well located hardware store in 
ersey City or suburbs. $10,000 Cash. J. 
Jersey City, N. J. 


-ramer, 921 Bergen Ave., 





FINANCIAL——services in financing, in- 
corporating, lecal office addresses, loans, 
collections. 
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Help Wanted 
Wholesale 








FIVE SALESMEN WANTED to sell on com- 
mission for a Hardware Jobber, complete line. 
To work from the following cities: St. Louis, 


Jacksonville, Minneapolis, 
Orleans. Will pay commission on all Mail 
ders, as well as orders taken by salesman. 


Atlanta and New 


Or- 
We 


have customers in all territories. Give informa- 
tion as to experience and references. All infor- 
mation will be held strictly confidential. Address 
replies to Sales Manager, Post Office Box 1458, 


Hartford, Conn. 





“VAPO” OIL STOVE SALESMEN by Fac- 
tory Agent Co. to sell the famous ‘‘Vapo” Wick- 
less Oil Stove and other staple hardware lines 
on a straight commission basis in choice terri- 
tories now open in practically all States west of 
the Mississippi River. 7 experienced quali- 


fied Hardware or Stove Sa 
Excellent proposition, right parties. 
Box G-184, care Harpware Ace, New York. 


esmen please apply. 
Address 





YOUNG MAN experienced in buying House 
eae — take charge of department— 
sa 


large who e hardware house in 


East. Perma- 


nent position with assurance of advancement to 


one who proves satisfactory in building u 
partment. 





de- 


State age, experience and qualifica- 


tions, also salary expected. Address Box G-168, 


care Harpware Ace, New York. 








YOUNG MAN with thorough knowledge of 
hardware, especially mechanics’ tools, to take 


charge of tool department. 
house in east. 
tions and salary expected. 
care Harpware Ace, New York. 


Large wholesale 
State age, experience, qualifica- 
Address Box G-179. 





Positions Wanted 





—a— 
‘ 


i) CATALOG COMPILER. Thorough- 
ly experienced on hardware and 
automotive supply catalogs, desires | 
to connect with Manufacturer or 
Jobber that issues trade catalogs. 
) Also qualified for trade paper copy 
writing. Highest references. 


Address Box G-194 
care Hardware Age, New York 

















SALESMAN, eight years’ experience selling 
specialty line to hardware and furniture trade 
desires traveling position with reliable firm, any 
territory, references. Address Box G-186, care 
Harpwarrt Acre, New York. 


STOVE AND FURNACE SALESMAN, seven 
years’ experience, will consider any territory for 
reliable manufacturer. Address Box G-185, care 
HaArpware Acre, New York. 








Man, equipped with 14 years of hardware ex- 
perience, as retail salesman. Now employed for 
good reason wishes to make a change, desires 
connection with wholesale house, as house or 
traveling salesman, or with good retail house. 
Would consider Manufacturers line on the road, 
on salary or commission basis. Age 38. Good 
health and references. Address Box G-181, care 
Harpware Ace, New York. 


Retail 


A position in a Hardware Store. 40 years of 
age, married and with 15 years of experience 
in the retail hardware business. Can accept at 
once. Address Box G-193, care HArpware AGE, 
New York. 


THOROUGHLY posted hardware man _ with 
large Builders’ Hardware experience, management 
of sales, buying and merchandising retail and 
wholesale. -Age 45. Wants permanent connec- 
tion. Will consider position with a live retail 
store offering attractive opportunity for acquiring 
interest in business. Address Box G-192, care 
TIARDWARE AGE, New York. 
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Positions Wanted 
Retail 


HAVE you a position open for a hardware 
man with real ability, pep and ambition? One 
that has the ‘‘go-get-em” qualities. Knows how 
to buy and sell goods, dress windows, arrange 
stock and make your store presentable to cus- 
tomers and keep them coming. I am not looking 
for a large salary, but expect compensation when 
my ability is proven. New York, New Jersey 
or Connecticut preferred. Address Box G-164, 
care Harpware Ace, New York. 











Manufacturing 





A progressive hardware executive seeks factory 
connections for South America. Highest creden- 
tials as to ability and integrity. Address Box 
G-190, care Harpware Ace, New York. 


EXPERIENCED SALESMAN, _ twenty-six 
years old, selling specialty lines to jobbing and 
retail trade Ohio and Pennsylvania past three 
years desires permanent connection. A _ xgood 
salesman, reliable in all respects. Best of refer- 
ences, Address Box G- 189, care Harpware AGE, 
New York. 


SALESMAN, 35 years old, who has initiative, 
and long experience as Sales Manager as well as 
Jobbers’ Buyer, Sales Correspondent. publicit 
man and catalog compiler, desires connection with 
a manufacturer of staples or specialty. Would be 
interested in a proposition with moderate salary 
and a future. Address Box G-173, care HArp- 
WARE AGE, New York. 








Sales Amat Wanted 


MANUFACTURERS’ AGENT, calling on hard- 
ware, department stores, and industrial plants, in 
lilinois, invites correspondence from manufac- 
turers of tools, hardware and wire specialties, and 
kindred lines desiring representation on com- 
mission basis. Address Box G-191, care Harp- 
WARE AGE, New York. 








WANTED—An established connection in Van- 
couver could handle an Agency for Gas Heaters 
and small Electric Stoves. Address Box G-183, 
care HiarpwareE AcE, New York. 














Sales Representatives Wanted 





Men of experience and ability in selling 
the hardware field know and follow this 
section. 





Sales Representatives Wanted 





Men of experience and ability in selling 
the hardware field know and follow this 


section. 





MANUFACTURERS’ REPRESENTATIVE 
and side line salesmen wanted to sell jobbers 
and dealers all over United States. Two house- 
hold essentials, metal polish and stove polish in 
tubes, individual cartons, attractive counter dis- 
play cartons. Package sells goods; quality soon 
brings repeats. Address Evershine Company, 
Inc., 441 Marietta St., Atlanta, Ga. 








= = 
) HARDWARE AGE | 
“DEPENDABLE WANT ADS” 
Let Us Help You Word 

Your “Want.” ) 














SALESMEN WANTED—Salesmen calling on 
the jobbing, department store, and better class 
retail trade to carry as a side line or etherwise 
a hardware specialty which is meeting with great 
success. Answer, stating territory covered. Ad- 
dress Box G-169, care Harpware Acz, New York. 





SALESMAN, attractive side line, liberal com- 
mission, sell patented garden implement to job- 
bing trade. tate experience, age, territory now 
covered, etc. Address Box 156, care Harpware 
AcE. 1420 Widener Ridg., Phila., Pa. 





WANTED in each principal city in the United 
States Residential Side Line Salesman or Manu- 
facturers Agents calling on department stores, 
hardware and housefurnishing trade to represent 
Manufacturers of newly patented household ap- 
pliance. Write Active, Box 929, New Orleans, La. 








J. L. THOMPSON MFG CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS = 


The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 

















“They Have a 
Bull Dog-Grip” 


Manufactured by 
U. 8S. Clethes Pin Ce., Montpelier, Vt. 





ales Dept. 
1015 Union Bank Bidg., Pittsburgh, Pa. 











ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 


211 NewSt., Philadelphia 








NAME PLATES 


ATTENTION MR. DBALER 
SEND FOR DISPLAY CARD 


BIG PROFITS 


er eee co. 
eral Engraver 
11 CENTRAL f ROW, HARTFORD, CONN. 











can Can 


TONTAINEAS OF TiN PLATE BLACK IRON GALVANIZED IRON FIORE 





American Can Company 


= a 








SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 








TAPS 


Dies, Screw Plates 


WINTER BROS. CO. 
Wrentham, Mass. 
Philadelphia, Pa. 


Economy 


Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 


Economy Mfg. Ce. 
5350 Germantown Ave. 














BALE TIES 


Best Made — Prompt Shipment 


Baur Bale Tie Co. 








GRANITE 


CUTTING TOOLS 











Danvers, Mass. 


ie SCYTHES 


scceeeieatnanienpebeeeibneneitee en atmmmhes ote EA TT 








MFG. CO. 
East Highgate, Vt. 


RIXFORD 





INDIANAPOLIS, IND. Trow & Holden Co., Barre, Vt. 
CARPENTERS’ Clamp’s Washers 
Stop Leaky Faucets 
—CHALK— Retail 2c each 
STANDARD CRAYON CO. a 









Hartford, Conn. 








JOHN SOMMER’S 
PEERLESS FAUCETS 
Made of best Maple, with Leather 
Lining and Best Block Tin Key. 


Beware of Imitations. Genuine are 
Stamped with Maltese Cross. 











John Sommer Faucet Co., Newark, N. J. 
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THE ADVERTISERS’ INDEX is published as a convenience and not as & pert of the advertising contract. Every care will be taken to index correctly. 


No sllowance will be made for errors or failure te insert. 
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Snap-on 


Snap-on Snap-on 


Distributing Branches: 


New York, 1776 Broadway. 
Los Angeles, 1341 5. Hope St. 


San Francisco, 280 Goldengate Av. 


Portland, Ore., 106-13th St. 
Indianapolis, 613 N. Illinois St. 
Atlanta, 227 Spring St. 

Dallas, 312 S. Ervay St. 
Seattle, g10 E. Pike St. 

Detroit, 4849 John R. St. 
Boston, 876 Commonwealth Ave. 
( ‘hicago, 1120 Michigan Ave. 
Philadelphia, 1511 Fairmount Ave. 
P ittsburgh, 7232 Kelly St. 
Kansas City, 1933 McGee St. 
St. Louis, 2609 ig ge pong — 
Minne: apolis, 111 S. Tenth S 
Richmond, 519 W. Broad St 
Denver, 846 Broadway. 
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Ask ’Em That—And Sell ’Em! 


When a customer says, “I need something to tighten 
up the bus,” ask him (if you have Snap-ons) what 
make it is. When he tells you, the book shown 
above just opens itself to the right page, tells you 
what to select from the cabinet to the left, and you 
put a complete Snap-on Kit, ready to service the car 
from end to end, on the counter ready to drop in a 
kit-bag. It’s the sort of merchandising that means 
sales with the least effort and the quickest profit, and 
it’s worth knowing more about. The whole story’s 
yours for a post card. 











MOTOR TOOL SPECIALTY CO. Motor Tool Specialty Co. 
14 E. Jackson Blvd., CHICAGO : 14 Hast Jackson Blvd., Chicago. 
SNAP-ON WRENCH CO., Mfrs. Bs es, 

MILWAUKEE, WISCONSIN ; | — 
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Socket Wrenches : 
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Bull Dog ia 
has teeth J 


As you unwind a roll of BULL 
Doc TAPE it resists the process 
with considerable vigor. If you 
look at the separation point you 
will find that the resistance is 


































“Tt Pulls 
When You / 
Pull” / 


caused by strong filaments of 
sticky friction compound—the 
teeth of the tape. 






The teeth of Bytt Dog Tare are the measure 
of its adhesive power enabling it to hold fast 
to practically any kind of surface and to ad- 
here to it indefinitely. BuLt Doc hangs on 
strongly to anything to which it is applied. 









BULL DOG FRICTION TAPE is conveniently 
packed in |, 2, 4.and 8-oz. rolls in indivad- 
ual cartons and assembled in counter dis- 
play containers. A quick repeating item 
which appeals to a wide variety of cus- 
tomers. 


Boston Woven Hose & Rubber Company 
Cambridge, Mass. 


Makers of Bull Dog Hose, Bull Dog Belting 
and Other Mechanical Rubber Goods 
















